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M-62T Merchandiser panel and complete display stock of 13 Irwin 62T hand brace bits. 
One each of sizes 4, He, 4. Xe, 2, He %, Me. %, Ne. Ye, Me and 1”. Pay only $10.37 for 
display stock of 13 bits and free panel. Retail value of display stock is $15.56. 


Free Irwin Merchandisers 


fit small space, step-up self-serve sales, build bigger volume 


Here is a timely offer that brings you the industry's first 
modern wood bit merchandiser displays and the first modern 
wood bit display package—Irwin’s new self-selling dress-up 
jacket. And remember: You only pay for the small display 
stocks needed to put the two new Irwin Merchandisers to work 
in your store. The panels are free. The new Irwin Sellopak 
dress-up jacket costs grr extra. 


Mount either panel with display stock in only 1434” of space 
—on wall, door, peg board, end of island table. And depend 
oe the sturdy all-metal display panels with their handsome 

3-color baked enamel finish and permanent-type hooks will last 
for years. Order from your Irwin wholesaler today. 











< M-88 Merchandiserpanel and complete stock of 20 Spoedber “8s” 
electric drill bits. Two, each of sizes Yu, %, %, %, %, % and 1”. One 
each of sizes 4, is, %e, "Ye, "Hg and "4". Pay only $10.00 for display 
stock of 20 bits and free panel. Retail valve of display stock is $15.00, 


Order from your Irwin wholesaler today 
The Irwin Auger Bit Company 
at Wilmington, Ohio, USA, since 1885 





revolutionary 
new engine 


An unusual combination of Horsepower, 
Ruggedness, Long Life, Trouble-free Performance, 
Safety ... plus a unique method of engine 
manufacture through Clinton’s development of 
a new material and a shell molding process. Your 
customers and better dealers will be clamoring 
for the CLINTON CLINTALLOY on the 
better equipment. We invite you to see a personal 
demonstration of the newest in the gasoline 
engine industry without obligation. 


Write us on your business letterhead, please. 

















HARDWARE AGE, OCTOBER 23, 1958 


A 








GURY 
=, 
~ |S '0000000 | 










‘\ 







LAWN-BOY REPORT + OCTOBER 23, 1958 


The man from the factory 


What does he mean to you? Merely a 
nuisance, a timewaster, a bag of wind? 

Or is he a welcome source of information 
that will help you sell his product better? 

There can be no doubt which one you 
welcome in your store. The man who brings 
you help, not hullabaloo. And believe me, 
if you want to strengthen your selling of 
power mowers, you need all the mechanical 
information you can get. 

A few good, reliable mower manufac- 
turers know how important it is to supply 
you with down-to-earth facts—facts about 
construction, operation, and maintenance 
of their products. So they send only top- 
notch men out from the factory to help you 
master the technical details that will make 
you a better salesman for them. 

But maybe you feel you don’t need such 
help. Maybe you think selling power 
mowers off the floor has little to do with 
understanding their innards. If you do, 
you’re wrong, and you haven’t begun to 
reap the sales benefit you should from this 
big-ticket item. For the more you learn 
about the power-mower line you’re selling, 
the smoother the path to every sale, and 
the more respect you’re building for your- 


LAWN©OBO 





self in your community. That respect 
leads naturally to bigger sales figures in 
every department, not just in mowers. 

One of the very first mower manufac- 
turers to employ highly-trained factory 
representatives to help you and your dis- 
tributor to sell was LAWN-BOY. Each of our 
men makes hundreds of calls a year, 
usually in answer to dealers’ requests for 
some solid technical information . . . facts 
such as the ins and outs of the LAWN-BOY 
Balanced-Power Engine, and what makes 
it the best power plant for cutting grass; 
the reasons behind the famous LAWN-BOY 
level cut; the engineering simplicity that 
has made the LOAFER so popular. 

And I’m sure that thousands of you will 
soon be asking the man from the factory 
to point out just where and how LAWN-BOY 
designed noise-free, vibration-free opera- 
tion into the new QUIETFLITE. 

Your questions to the technical repre- 
sentative could well launch you into new 
successes in all your selling. After all, if it 
works with LAWN-BOY it should work with 
your other mechanical items as well. Isn’t 
it worth a try? 


a 


a0 Dik, 


Scles Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers of dehasan and Evinrewde Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 





MAKING MONEY IN POWER MOWERS 


ADVANCE 
SHOWING 


of a new era in 


file merchandising | Guaranteed 
| De nfo 


nteed 
Here is an advance glimpse for you of # 
a new conception in file merchandising | oe phe 
—popular files in various shapes and 

sizes, “skin packed” and mounted on 

attractive display cards, and fitted with 

the first new development in file handles 

since files were first made. 


This new development is “just around 
the corner.” As soon as small refine- 
ments which might be indicated by mar- 
ket tests now being conducted in key 
areas are completed, you will be offered Precision 
these files by your wholesaler. Indeed, Made from : 
the project is so near completion that Finest “ ee 
we can safely say the merchandise will Made from 
be ready someti ly next year. Goaity “ 

y sometime early next year —— 
Meanwhile, if you see some of these rerged 
displays in hardware retail stores, you Steel 
will know they are there now for market 
testing only—to assure you that the final USES Steel 
“package” and prices will be smash hits To Sharpen: 
in sales and profits. 3 | USES 

vircular Saws 


‘itchen Knives 
Pocket Knives 
Garden Hoes 
Axes 
Grass Shears 
Hood Finishing 


Quality 
Forged 


To Sharpen: 
Circular Saws 
Kitchen Knives 
Pocket Knives 
sarden Hoes 
Axes 

Grass Shears 
Wood Finishing 


Crosscut Saws 
ett, NICHOLSON FILE CO. 


v.s.a.” Providence, R. |. 


NICHOLSON and BLACK 
DIAMOND FILES NICHOLSON | NICHOLSON 


A file for every purpose 


2osscut Saws 


ice Picks 
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If you want to sell more appliances, go where every page is 
full of ideas that sell: Better Homes & Gardens, the family 


idea magazine. If you want to make a sale there’s nothing 


so powerful as an idea. And it’s impossible to go through 
any issue of BH&G without finding scores of ideas that sell 
appliances. One out of every four BH&G readers lives where 
a toaster, mixer or other small appliance was bought during 


a single year—43% above the non-reader average! 


During the year ¥3 of America reads 


... the family 


idea magazine 
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Editorial 


by W. A. Phair 


Is the tide turning . 


“T can’t tell you why, but I just feel more optimistic.” 


This was the answer I got when I asked a wholesaler what he thought 
about the outlook for business this Fall. He had attended both the 
New York hardware show and the Atlantic City convention. 


My friend’s comment is repeated here because I believe it reflects 
the feelings of many men who attended both of these industry meet- 
ings. They had an opportunity at these two affairs to exchange ex- 
periences and views with a great many other hardwaremen. The fact 
that they drew an optimistic feeling from these visits is very significant 
to all of us. 


My own personal reactions, after spending time at both these im- 
portant meetings, was that the whole atmosphere of the hardware 
trade was better, healthier. People are beginning to worry about their 
inventories; they are planning further into the future; they are talk- 
ing about expanding promotion plans. 


A year ago it was just the other way around. Everybody was cutting 
back on promotion plans; they were trying to reduce inventories and, 
in general, pulling in their horns. But now the whole picture seems 
to have changed. 


I don’t think we can say that the recession is over, but it does seem 
to me that most people have a feeling that we are on the way up again. 
The New York show reflected this in the actual buying that took place. 
When people talk about a “good” or a “bad” show, they mean that 
wholesalers and dealers are either buying or not buying. Most of 
the manufacturers I interviewed at this year’s show said it was a 
“good” show, because the trade was placing orders. 


If you were unable to attend the New York show, I think it is 
important that you know about this feeling, because it should influence 
your own plans for this Fall and Winter. 


This more optimistic feeling in the hardware trade coincides with 
the reports we get from other industries. In short, a great many folks 
now feel that the outlook for business in the months to come is de- 
finitely brighter. 


On the other hand, we must be practical and understand that our 
competition will also share in any upswing in sales. Unless we take 
steps to put ourselves in a good competitive position, we could well 
lose out in our share of the improvement. In other words, we still 
have a real job ahead of us. 


There may also be another reason behind some of the optimism in the 
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Editorial 


continued 





retail trade. It could be that after all these years of being told that “new” 
types of retailing were going to put the hardware store out of business, 
dealers are discovering that they are still in business. The bogey man isn’t 
so frightening any more; there’s more confidence in dealers’ convictions 


that they are here to stay. This could be the most important development 
of the year. 


A fighting mood .. . 


The Atlantic City convention of the wholesalers was also unusually inter- 
esting this year. It seemed to me that more wholesalers were buckling 
down to the job of meeting the new conditions we are all facing. You could 
say that the wholesale trade is now in a fighting mood. There is a stronger 
conviction that competition can be met; that there is a real future for the 
wholesaler who can match his costs and his services to today’s conditions. 


It seemed to me that there was a franker, more serious exchange of ideas 
at this year’s meeting. There was a more open-minded approach to the 
problem of reducing costs. 


Four Hardware Age editors were kept on the jump trying to gather the 
reports of this meeting for publication in this issue. You will find this 
report beginning on page 69. These articles should be read by every dealer 
and manufacturer because they hold real significance to everyone inter- 
ested in the future of the hardware trade. 


The task of reducing operating costs is undoubtedly the primary job facing 
the average wholesaler. You just cannot compete in today’s market with 19, 
20 or 21 percent costs. Many of the changes that are taking place in the 
hardware trade, such as the growth of wholesaler-sponsored voluntary 
chains, are part of this effort to reduce costs so that some profit will be left 
over at the end of the year. 


A great deal has been accomplished by many wholesalers in bringing costs 
down, but much more must be done. Unfortunately a few wholesalers are 
still closing their eyes to the significance of the changes that are taking 
place. Eventually these folks will have to acknowledge the need for change, 
or they will pass from the scene. 


It occurs to me that we may have reached the very interesting situation 
where we find that part of the wholesale trade may actually be ahead 
of the manufacturing trade in making adjustments to the new conditions. 
Too many manufacturers are still going their own way, giving the trade 
what the manufacturer thinks it needs, instead of what the trade needs. 


There is still a tragic lack of good market research in product design 
and in packaging. When I say research I don’t mean the penny post card 
type of research that is passed off by some folks as research. I mean real, 
honest-to-goodness research where you look for facts instead of trying to 
prove your own beliefs. 


The startling expansion in private brand use is, I believe, a reflection 
of weakness in policies and practices of many national brand manufacturers. 


For some time now manufacturers have been talking about the weakness 
of wholesalers and dealers. We may soon be at the point where the shoe 


will be on the other foot and we may be worrying about the future of some 
manufacturers. 
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3-color, enameled wood dis- 
play is designed for counter 
or wall use. Rings up extra 
Caster sales by boosting im- 
pulse buying. Removable 
Caster and Glide samples 
demonstrate quality features. 
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BIG $ DEAL 


described below 


NEW! CARDED CASTERS 
YOU SELL THEM BY SETS 5 WAYS! 


... ON THE COUNTER ISLAND ‘FEATURE END’’ DISPLAY BINS ON SHELVES ...ON A COLUMN 







Display of actual samples tokes Colorful cards show uses—suggest Display adapts to pegboard col- 
small area on counter. Carded OR PEG BOARD WALL a variety of do-it-yourself projects umn. Carded Casters are on hooks 
Casters are easily arranged in open 2-ways Display and Carded Casters —sell companion hardware, tools for convenient examination. Each 


bins—for quick self-service. adapt to varying wall space. ond materials. card earns a 4-item profit. 
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@ New Display catches attention— sparks impulse buying 


Order B G $ D E a L Today! @ New Carded Casters sell new do-it-yourself uses 
$ ELF $ ELLING $ ETS Only “best sellers” based on national retail experience 


are included in deal. Casters fill 80% of customer 


Put More Dollars in Your Till needs. Ask your Jobber for complete facts today. 


Faultless CASTER CORPORATION 
EVANSVILLE 7, INDIANA, OFFICES IN PRINCIPAL CITIES 
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WASHINGTON 


NEWS 


BY WASHINGTON 


lf home repairs are good for 
sales, stock up now for ‘59 


The booming home repair and modernization market 
rolls on. 


Latest government figures show total spending for 
these purposes climbed to a new high of $17.7 billion 
in 1957. This was an increase of $800 million, or 4 per- 
cent, over the previous year. 


Government housing experts say the rise continued 
this year and is expected to go up again by about the 
Same amount in 1959. 

Residential repair and modernization accounts for 
about half the total, but has climbed to about two- 
thirds of the latest increase. 


Meanwhile, a recent poll of housewives shows that 
55 percent have definite home fix-up plans, from paint- 
ing to adding a room or two. 


P outlook 


You'll sell more if you steadily promote merchandise 
associated with the home fix-up market. With promo- 
tion, figure on a 4 percent minimum increase in these 
sales in 1959. Make certain your stocks of key lines 
such as builders’ and electrical hardware, paint and 
sundries are adequate to take advantage of this ezx- 
pected upturn. 


FTC guide hits hard at those 
who chisel on fake price ads 


Tough new government; pricing guides will] bring 
some changes in advertising and promotional practices. 

The Federal Trade Commission issued the guides 
to help businessmen, and to beef up its crackdown on 
false pricing. 

Practices outlawed include: savings claims not based 
on usual resale price in trading area; alleged price 
cuts based on artificial mark-ups; alleged “factory” or 
“wholesale” prices higher than dealers usually pay, 
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and false statements on combination sales (two-for- 
one). 

FTC power applies only to goods sold or advertised 
in interstate commerce. But local agencies, including 
most Better Business Bureaus, are adopting these 
guides to aid local enforcement. 

The guides apply to catalogs, price lists, and price 
tickets too. 


P outlook 


To help yourself and help control violations, write 
the Federal Trade Commission, Washington 25, D. C., 
for a copy of “Guides Against Deceptive Pricing.” 
Check your own advertising and promotional policies, 
Report competitive violations to the FTC. 


Businessmen join to protest 
big rise in parcel post rate 


Businessmen are strongly against a proposal by the 
Post Office Department to boost parcel post rates by 
an average of 17 percent. 


First protest was filed at a meeting Oct. 20 with 
postal officials. An even stronger fight is planned be- 
fore the Interstate Commerce Commission, which must 
pass on parcel post rates. 


The higher rates will cost businessmen and mail 
users $88.8 million a year. The biggest jump, 20 per- 
cent and higher, would be for packages and catalogs 
mailed in the local and first two parcel post zones. 

Businessmen contend that other methods of raising 
money to meet a prohibited deficit haven’t been ex- 
hausted. 


P outlook 


You have a stake in this. File your views on the 
increase immediately with the Post Office Department 
and the Interstate Commerce Commission, Address for 
both is Washington 25, D. C. Point out that the pro- 
posal would mean higher costs, lower profits. 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


the pendulum 


é Recent reports show a marked return to optimism for the balance 
SWINGS back. . of 1958 and well into 1959 for the construction industry. Private 
and commercial building is heading into orbit, as noted by these 
reports: 

“August building contract awards sharply above ’57.”—F. W. Dodge 
Corp. This is a rise of 23 percent. 


“New construction of all types at record level for September and 
year to date.’”—-Commerce and Labor Depts. All construction at 
$36.4 billion, $500 million ahead of last year. 

“Federal Reserve Board plans no immediate further credit tight- 
ening moves.”—Wall Street Journal. This means there’s mortgage 
money available to finance boom in building. 

“Savings in savings and loan association deposits have risen $3.6 
billion in 1958 to $45.6 billion, 24 percent above last year to date.”’ 
—according to several S & L institutions. 

Other business barometers match or better the optimism of the 
construction field: 

At Pittsburgh stee] makers talk about gains of 20 to 30 percent 
in production in 1959. 

“Unemployment down in 149 major cities in two months ended 
Sept. 15.”—Dept. of Labor. 

“Trends point to a marked rise in national income in third quar- 
ter.”” Commerce Dept. 

HA Recommendation: Don’t skimp on inventories because things 
have been a bit slow. The recession’s behind us now. Your gains 
will depend on how much stock you own, how much you promote to 
build traffic. As business heads into the Christmas market the 
return to a booming economy will give you good profit oppor- 
tunities to balance out the year. Buy staples. Promote them. 
Boost credit. Build inventory for Christmas without worry of 
leftovers. Nineteen fifty-nine looks great. Next year should see 
record sales in builders’ hardware; plumbing and electrical needs, 
paint; and lawn and garden supplies. 





Thanksgiving's 


Five weeks from today you will be sitting down to turkey and 
nearly here ae trimmings with some 173 million other Americans. Some 50 mil- 
lion households need one or more items to fix or serve food and 
drink for the holiday. How are you fixed for stock? HA Recom- 
mendation: It’s a bad time of year to be low on cookware, bake- 
ware, table and serving accessories. And there’s still time for a 
consumer mailer or newspaper ad. 





... turn to p. 184 for more news of How’s the Hardware Business 
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Famous 


Quality and Performance for 1959 


e New Complete Line 
e New Features 
e New Low Prices 
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Chassis 
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619-8-TR* 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-8 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-BS-TR* 19” Rotary 22 HPB&S Die-Cast Aluminum 
619-BS 19” Rotary 2%. HPB&S Die-Cast Aluminum 
622-8-TR* 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-8 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-BS-TR* 22” Rotary 2%. HPB&S Die-Cast Aluminum 
622-BS 22” Rotary 242 HPB&S Die-Cast Aluminum 
921-8-TR* 21” Rotary 3 HP PINCOR Stamped Steel 
921-8 21” Rotary 3 HP PINCOR Stamped Steel 
sp-921-eTr> | 7!" per Prop: | 3HPPINCOR | Stamped Steel 
SP-921-8 ay: oe 3 HP PINCOR Stamped Steel 
sp.925-oTr* | 27> SelfProp. | 31, HP PINCOR | Stamped Steel 
Rotary 
$P-925-9 25"Self-Prop. | 31, HP PINCOR | Stamped Steel 
Rotary 

P-925-9TR* 25” Rotary 3%2 HP PINCOR | Stamped Steel 
P.925-9 25” Rotary 3¥2 HP PINCOR | Stamped Steel 
817-E 17” Elec. Rotary Yess Aer don | Die-Cast Aluminum 
5518-BR 18” Reel | 2HPB&S Steel 

5521-BR 21” Reel | 2HPB&S Steel 





All Rotary Models have staggered Wheels and off-set chute. Leaf 
Mulcher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 
*TR—Designates ‘Touch and Go'', one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 





Sie Mead  CLIILIA 
in 1959 





made by PIONEER GEN-E-MOTOR CORPORATION 
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Power Lawn Mowers « Electric Portable Power Tools -« Gasoline Engines - Electric Generating Plants 





HERE IS THE LATEST INFORMATION ON 


NEW MERCHANDISE 





Y2 in. electric utility drill 


This Black & Decker % in. drill 
has the extra calibre needed to drill 
large holes in machinery and so on 
around farms, workshops and con- 
struction sites. The tool drills holes 
up to % in. in steel, *%4 in. in 
masonry and 1 in. in hard wood. 
It drives hole saws up to 2 in. in 
any material a hacksaw will cut. 
Spade and pipe handles provide 
ruggedness for long service of this 


<a 


7% |b tool which sells for less than 
$50. Black & Decker Mfg. Co. 


For more data circle No. 1 on postcard, p. 141 


Can opener is electric 


This electric can opener can be 
wall mounted or used with legs. 
Model EC-4 will open any round 
can from small frozen juice size 
to a No. 8 cylinder. White plastic 
with stee] plate at the back for 
wall mounting. Optional legs, at 


14 


$1.95 extra, are chrome plated 
steel with rubber feet. Rated at 
120 volts, 175 watts, A.C. only, re- 
tails at $24.95. General Electric 
Co. 


For more data circle No. 2 on postcard, p. 141 


Steel sandpaper for sanders 


Flexible steel sandpaper is now 
available for use with oscillating 
sanders. Sheets 9 x 11 in. retail 
for $1 a sheet. The 3%5 x 9 in. 


sheets have crimped edges for os- 
cillating sander use and retail for 
50 cents. Display box of 6 of each 
size sheets available. Red Devil 
Tools 


For more data circle No. 3 on postcard, p. 14! 


Adjustable wrench has lock 


This adjustable wrench has a 
simple stainless steel locking de- 
vice which permits locked adjust- 
ment to any opening in the wrench’s 





~ ~OceING 
ceesiouo” 
* wrReace 


@ PUSS to wte 
wou 16 UNLOCE 
OCKS & AMY PT Oe 


wince 
Pe wateQut LOCk 


capacity. Scale markings on jaws 
allow presetting. Crestolock 
wrenches are available in 8, 10 and 
12 in. sizes. Crescent Tool Co. 

For more data circle No. 4 on postcard, p. 141 


Padiock made for sportsmen 


This solid brass padlock is 
guaranted rustproof. Designed for 
use on boats, cabins, tackle boxes, 
and indoors where maximum se- 
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Want more information on these 
products? Then use free post- 


card on page 141. 


THAT CAN HELP YOU BUILD BETTER 


STORE PROFITS 








curity is desired. Blister packed 
on punched cards. Window stream- 
er free with every carton. Slay- 
maker Lock Co. 


For more data circle No. 5 on postcard, p. 141 


Sidewalk ice chopper 


Most of your customers will find 
use for this long handled ice 
chopper with 7 in. alloy tool steel 
blade. This Great Neck tool is also 
useful as a scraper for commercial 
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garages. The 7 x 5 in. blade is 
ground and beveled to a sharp edge 
and is finished in blue. The hard- 
wood handle is 48 in. long. Comes 
packed six per bundle. Great Neck 
Saw Manufacturers, Inc. 


For more data circle No. 6 on postcard, p. 141 


Decorative rubber mat 

This textured rubber mat has 
decorative diamond inlays and 
measures 18 x 20 in. For use on 








patios and porches as well as in- 
doors. Comes in a wide range of 
contrasting colors. Retail price is 
$1.69. Superior Rubber Products 
Co. 


For more data circle No. 7 on postcard, p. 141 


Chickweed killer formulation 


Garden troubles can be sprayed 
away with Du Pont Chickweed 
Killer. Based on neburon, the wet- 
table powder has been used in 





i 


nurseries, is now available to home 
owners. For use in hose sprayers, 
4 oz can treats 1000 sq ft. Crab- 
grass, tomato spray, and combina- 
tion garden spray also available. 
E. I. du Pont de Nemours & Co. 


For more data circle No. 8 on postcard, p. 142 


Garden spray, dust gun 


Here’s one applicator for all 
dusting, spraying and spot lawn 





(Continued on page 138) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO HELP YOU SELL MORE 


Want more information on these 
sales aids? Then use free post- 


card on page 141. 





Revolving can opener rack 
This spinning display of can 


openers promotes impulse sales. 


Prices range from 15¢ to 98¢. 
Stands 25 in. high with yellow 
and black header card, 14 in. wide 
Retail value of assortment is 
$42.60. Ekco Products Co. 


For more data circle No. 9 on postcard, p. 141 


Electric drill gift kits 


Craftsmen will enjoy using this 
electric drill with jigsaw attach- 
ment. The kit shown, Model 149 
DL-K4, comes gift boxed in green, 
gold, white, and red; ready fer 
Christmas window display. Retails 
for $49.90. Model 149 DL-K2 is an 
electric drill with set of 9 high- 
speed bits. Retails at $32.45. Model 


149 DL-K3 includes drill, 9 bits, 
plus sanding and polishing equip- 
men for $34.45. All kits Christmas 
packaged. Remington Arms Co. 


For more data circle No. 10 on postcard, p. 141 


Gift-packed hand tools 


Plumb has gift packed seven of 
its fastest selling striking hand 
tools for the Christmas trade. Each 
tool is packed in a box of green and 
gold covered with white snowflakes. 
Three windows in the lid give the 
customer a close look at the too) 


enclosed. Gift packed tools are: 
F-57 nail hammer at $5.25, Auto- 
graf nail hammer at $4.50, X81 
nail hammer at $4.00, belt axe and 
sheath at $5.35, FH2X half-hatchet 
at $5.49, and two hickory handled 
half hatchets at $4.90 and $6.25. 
Prices are retail. Fayette R. Plumb, 
Ine. 

For more data circle No. 11 on postcard, p. 141 


Self-serve padlock display 


Designed to move self-service 
padlock sales, this colorful 3-¥ x 
4 in. card can be displayed on per- 
forated panels, in bins, hung from 
any merchandising unit, or placed 
upright as a counter display. It’s 
easy to examine both the No. 22 


laminated padlock and keys. Re- 
tails for 50¢. Master Lock Co. 


For more data circle No. 12 on postcard, p. 141 


Garden tool merchandiser 


This sturdy roll about rack 
holds up to 60 lawn, garden and 
floral tools, comes free with Wood’s 
115PR assortment of 114 tools. 
Costs you $199.10, retails for al- 
most $300. Floor space required: 


39 in. x 26% in. The Wood Shovel 
& Tool Co. 


For more data circle No. 13 on postcard, p. 141 


Calking gun display rack 
Here’s a self serve display rack 
that puts Handi-calk with Stop- 
Flo out on the counter. Included in 
(Continued on page 158) 
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Dependable Distribution from these Warehouses: 
New York °¢ Philadelphia © New Orleans 
Atlanta © Pittsburgh ®¢ Cincinnati © Dallas 
Chicago © St. lovis © Detroit © Denver 
Minneapolis * San Francisco @® Los Angeles 


The GRABLER 


GRABLER SQUARE “GEE 
PIPE FITTINGS 


ORDER FROM YOUR WHOLESALER 


Manufacturing Co. © 6565 Broadway « Cleveland 5, Ohio 





a : Now Bubble Packed in 
both 1% oz. and 5%% oz. tubes 


MENDS EVERYTHING! 


Y Fe ; 


New Applicator No-Clog Cap spreads -_ ae . : 
easily. Plunger keeps neck clear ...as- Both tube sizes are bubble-packed on color- Free display rack deals with both sizes. 
sures free even flow for life of tube! ful, pre-priced self-selling display cards. On request through your wholesaler. 


HERCULES PLASTIC ALUMINUM 
Real metal in putty form, it makes a smooth, tough bond 
on all metals, wood, tile, plastic, porcelain, ceramics, concrete, 
glass ... almost any material! 
DRIES TOUGH AS STEEL—NO HEAT OR MIXING REQUIRED! 
All sizes carry direct factory-to-user money-back guarantee! 


a “"wWset 
gees 

cay 

7, ALCOA 0 


HERCULES eee 





“we Cemeree mee 


PLaSTi¢ ALUMINUEYA 
HERCULES CHEMICAL co., INC. 416 Broadway, New York 13, New York 
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DEALER 
RESPONSE? 


Read what they say about 
HERCULES PLASTIC ALUMINUM 





The success of Hercules Plastic Aluminum is national. These 
are excerpts from typical dealer letters: 


NELSON HARDWARE CO., L.I. City, N.Y.: “Your tube has 
‘moved’ since the first day we stocked it...and many customers 
who bought the tube are coming back for larger cans.” 


TERRY BROS. HARDWARE CO., Miami, Fla.: “We're asked to 
repair everything from false teeth to lawnmowers, so we have 
thoroughly tested Hercules Plastic Aluminum. . . nOW we never 
fail to recommend it to homeowners.” 


B. F. KINDER’S INC., Des Plaines, IIl.: “Customers say they have 
saved many dollars using this product.” 


BLOOM BROS. HARDWARE SUPPLY, Cleveland: “Customers 
say it’s the finest bonding agent they’ve ever used. Hercules 
Plastic Aluminum should be stocked by every hardware dealer 
in the country.” 


PASADENA HARDWARE CO., Pasadena, Calif.: “ .. . we sug- 
gested that our local ‘hot rodders’ use it in place of body putty 
to fill dents and cracks . . . results very successful.” 


ALEXANDRIA HARDWARE CO., Alexandria, Minn.: “We first 
bought some for our outboard motor repair shop. Customers 
saw us repair gas tanks and motor parts, demanded tubes for 
home repair jobs.” 


That’s the evidence. Made with ALtcoa® Aluminum Powders by 
Hercules Chemical Co., Inc., New York, Hercules Plastic Alu- 
minum is making profits for dealers everywhere. Do you stock it? 


ALCOA does not make aluminum putties, but ALCoA Aluminum 
Powders are used in all the best brands. Cold solders are easy to 
use, require no tools, heat or flame. They adhere to metal, wood, 
plastic, glass or concrete . . . are not affected by water, oil or 
gasoline . . . can be burnished to a high luster or even painted. 
Write today for more information. Use the coupon. 





Or nck eee scan 
wes Leases pone 


TT Ky RY 


Look for this label . . . it’s your guide 
to the best in aluminum value ~ 


' 







PIGMENTED WITH 


atcoa © 
ALUMINUM | 


ALUMINUM COMPANY OF AMERICA : 


€ 








mes 





ALCOA THEATRE & 
Fine Entertainment « 
ALTERNATE MONDAY EVENINGS x 
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Excellent for auto and boat repairs 


' 


Restores broken furniture, woodwork 


Aluminum Company of America 
1735-K Alcoa Building, Pittsburgh 19, Pa. 


Please send more information on cold solders made with 
Alcoa Aluminum Powders. 


Name 








Address... 





me BRO tins 
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NO BUMPY 
THERMOSTATS 





Featuring 
a “FLORAL” — a “KING SIZE” 


PLUS AN 
“ON-THE-SPOT” REPLACEMENT PLAN 


Ye “FLORAL ON WHITE” 


| A fresh, new decorator-styled blanket in 
Single or double bed size, single or dual white with a pastel floral design to round 
controls. All double bed size blankets can out a complete color selection. In double 
be used with either single or dual control 
interchangeably. 


bed or twin size, single control or dual con- 
trol or in the king size with dual controls. 


America’s finest automatic blanket! 





With the Famous UNIVERSAL Exclusives 


BIG KING SIZE 
As 


LT NAS For oversized beds, Universal Automatic 


“ . agua “eae ame Blankets come in the new King Size. Zip- 
New Electronic Control Miracle Blanket Fabric pered down the middle, each half with its 
More sensitive to temperatures, This amazing new blanket mate- ptr ae shaprgea! hy separated for extra 
gives even heat over the entire rial is washable and mothproof. ee eee On ee 

blanket, adjusts to any weather High, luxurious nap and wide 
change. Operates without old- bindings. In five decorator colors 
fashioned thermostats. to match any bedroom. LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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17814 WATERLOO ROAD 


CLEVELAND 19, OHIO 
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..» PLUS A LITTLE MORE 


Wheatland gives you the finest quality steel pipe 





made. But Wheatland means a little more. It means people 
— men who have made pipe their life. . . 
your satisfaction their ultimate goal. The cold steel pipe 


they produce has warm concern behind it. 


Yes, we sincerely believe you get a /ittle more 


from Wheatland. Try us and see! 


mark 


an the Ve 


__yine * 


For information about Black or Galvanized Steel Pipe, contact 


WHEATLAND TUBE CO. 


BANKERS SECURITIES BUILDING, PHILADELPHIA 7, PA. 
MILLS: WHEATLAND, PA. « DELAIR, N.J. 
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nous! COMPETITIVELY PRICED 


for FAST ACTION 









Highly styled! Promotionally 
the f a priced! Two towel bars, ny- 
lon bearings and hammered 
& frosted glass makes this an 


| += 4 4 § outstanding retail value. For 
7 4% or 5 foot recessed tubs. 
a & 









Suggested Retail Price 





Consistently the best sell- 
meggrcaran. § cutie te SH OW ERIT E 
America! Choi f ham- 
ine elk” ve hea STANDARD 
glass. Contains two towel 


bars, nylon bearings. For $ 3 5 
4Y, or 5 foot recessed tubs. ® 


Suggested Retail Price 

















Ideal enclosure for bathing 
children. Three sliding panels 


ce | 
3 ee afford more room ... make 


eet $ g § cleaning easier. Features two 
: towel bars. For 4'/ or 5 foot 
oo e recessed tubs. 





Suggested Retail Price 








LS SAE OE SR ORS SSS SSS ee a 


THEODORE EFRON MFG. CO. 
7519 South Greenwood Ave. 
Chicago 19, IMlinois Dept. HA-1023 


Gentlemen: Please rush me information 
about ShoweRite products. 











write for fully illustrated brochure of complete line 


Zone State 
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save more « make more 


See if this modern, money-making way to merchandise bolts, 


nuts and washers isn’t just what you want. Notice how easy 
it is to buy the right items from a complete, popular selection 
packed in clearly labeled, strong, attractive transparent bags. 


No time wasted in counting up each individual sale. No hunting 
for sizes or types. No oil or grease. No chance for error. 


Bolt King gives you a modern bolt department in a compact 
4 sq. ft. of floor space. It’s simple to set up. Each item comes 
packed 10 bags to the carton. 64 pre-assembled pegs hold 5 
bags of each item. Sales-tested loading chart is furnished with 
each assortment. 


Bolt King is available now through wholesalers. Write direct 
for Product List and Price Schedule (1004-E). 


BUFFALO BOLT COMPANY 


Division of Buffalo-Eclipse Corporation Zinc Chromate ¢« Rust Resistant 


Tone Toney el, PRRCETON, Gt. 64 Different Selected Items Rack Displayed in clearly 
Making Fasteners and Friends labeled Strong Transparent Bags. 
for Over 100 Years @® CARRIAGE BOLTS & NUTS @ LICENSE PLATE BOLTS 
@® HEX HEAD BOLTS & NUTS & NUTS 
@ LAG BOLTS @ HEX NUTS 
@ STOVE BOLTS @ FLAT WASHERS 
Assortment A Assortment B 


Suggested Retail Sales Value $159.00 $151.00 
Your Cost 94.10 88.90 


Your Gross Profit $ 64.90 $ 62.10 





BOLT KING DISPLAY RACK — Furnished without extra charge with shipment of Assortment A or B. Also available at $15.00 Net each FOB Tonawanda, N. Y. 
75 Additional Items (not included in original assortments) ore available on refill orders. 
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Does your store need a  face-lifting” ? 
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Naturally your regular customers 
know your store and the fine service it 
offers. But what about the casual shop- 
per, the tourist, or the mewcomer in 
town? A pleasing new “face” for your 
store could be just what's needed to at- 
tract their attention . . . and their business. 

A Pittsburgh Open-Vision Store 
Front can give a real lift to the looks 
of your establishment— whether you re 
building or remodeling. It can help you 
display your merchandise to advantage 


by giving people an inviting view of the 


Name. 




















sales Hoor trom the street. It’s the open, 
friendly way to say, “Come in—see 
what we have to offer.” 

Pittsburgh Plate Glass Company 
makes a variety of products designed 
for use in new or remodeled fronts. To 
learn more about what a Pittsburgh 
Open-Vision Store Front can do to 
build your business, send in the coupon 
below. We'll send you the complete 
story in an informative booklet, “Put 
Your Best Store Front Forward.” There 


is no obligation. 


Pittsburgh Plate Glass Company 
Room 8283, 632 Fort Duquesne Bivd. 
Pittsburgh 22, Pennsylvania 


Please send me a FREE copy of your store front booklet, 
“Put Your Best Store Front Forward.” 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITEO 
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... three dimensional reproductions of fruits and 


vegetables in rich Old Copper and Polished Brass 
finishes. 


As Knobs and Pulls 
Mixed or Matched 


As Wall Plaques or Decorative Trim 


haa, rive ve 


Horn of Pienty is without question the most original 
line of decorator hardware ever to be put on the 


market. Wherever used, they'll add life and a touch 
of distinction. 


® 


AJAX HARDWARE CORPORATION 
4355 Valley Bivd. 
Los Angeles 32, California 


Dept. J 
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Exclusive range of fastening applications — 1/16” to 3/8” thickness. 


penne — a cack. Giana, reams | wing.ding .. BETTER BECAUCE... 


INSTALLATION 


| > Takes smallest hole of any wall fastener. 
@ Easily lines up for setting next to stud. 

@ Strong one-piece — tripod design. 

No stripping — long threaded section — 6 turns long. 
« Removable if necessary. 

@ Sets quickly, easily — no special tools. 


























L - 
| 2. Insert Wing-Ding “ee S. Tighten up screw 4. Remove screw - 4 . 
ght tap will set the until expanded — you'll Place fixture over the i ———SSSSS 
three gripper teeth. In know when it’s set — Wing-Ding. Re-insert 4 o—-— -qpanniemaphon B 
| hard wood push teeth in your screw driver tells screw and tighten. : Se al " 
with the screw driver. you! s a 
mee ome ees ee ee ee ee ee ee ee ee ee ee eee eee eee ee eee ~—_—_—_——— A 7 








REDUCE INVENTORY — WHY STOCK 9 SIZES, WHEN 3 WILL DO? 


CAT. NO.| Size} A | B | H | L | List per 100 


SHORTY 7921 | 48S | %” | 5/16") %” | 1” $6.00 
REGULAR | 7922 | 4SL | %” |5/16"| %” | 2” $8.00 
KING SIZE | 7923 | SSL | 1%” 5/16" | 5/16"| 2%" | $12.00 


Write today for samples of this new wall fastener or any other famous DIAMOND product. 


EXPANSION BOLT CO., INC. 
500 North Avenue « Garwood, New Jersey 


Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, 
4857 San Francisco, Seattle, St. Lovis, Washington, D. C. Also, Montreal, Toronto and Vancouver, Canada. 
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VALTTS KITS 


ST OCK “EM NOW! , 


a RETR ion ie ene 


The season’s here . . . and time to stock storm window kits. New modern pielebateiet 
to help speed up turnover, PLUS R-V-Tex, the world’s newest low-priced window 


material! 


MORE POPULAR THAN EVER... 
STORMLITE KITS 


Reliable RV-Lite 24SL and 24SLH, dressed up in new and 
colorful polyethylene envelopes and packed in a counter 
display carton. Just open the carton, place on counter, and 
you're ready for business! Each kit contains polyethylene 
sheeting, molding strips, nails and complete instructions. 
48 envelopes, 2 display cartons per shipping case. 


CLEAR VINYL PACKAGED 
STORM WINDOW KIT 


Another dependable best seller: Clearest vinyl plastic storm 
window kits Nos. 100T and 200T. Both in bright, colorful 
chip-board self-merchandising cartons. No. 100T contains 
vinyl plastic sheet, molding strips, nails, instructions. No. 
200T includes vinyl plastic sheet and tape for indoor in- 
stallation. A boost for your storm-window material sales! 
24 boxes to shipping carton. 








TOUGH R-V-LITE KRAFT DOOR 
WITH VINYL WINDOW 


Super-tough R-V-Lite kraft storm-door kit, ready to con- 
vert any ordinary screen door into a really protective 
storm door. Clear vinyl window, centered in kraft sheet 
and sewed in position. Kit includes kraft sheet, molding 
strips, nails, and clear, easy-to-follow instructions. Large 
enough to cover nearly any standard screendoor size. Indi- 
vidually packaged, 12 to a carton. 


Arvey CORPORATION 





R-V-TEX.. rg ) 
WORLD'S NEWEST WINDOW MATERIAL 


Exclusive R-V-Tex, the world’s newest low-cost window 
material that will put new life in your window material 
sales! Price low ...to reach all of your market. Tougher, 
longer lasting ... Fiberglas-reinforced polyethylene! Won't 
stretch, won't sag. Retains softness...won’t “boom” or 
rattle. No. 500X Clear R-V-Tex available in rolls only: 
150’ length in widths of 36” and 72”. 


ORDER NOW! 
SEE YOUR R-V-LITE REPRESENTATIVE OR R-V-LITE JOBBER. 


R-V-LITE DIVISION 3500 No. Kimball Ave., Chicago 18, Illinois 


“R-V-Lite’ and “R-V-Tex’’ are trademarks of Arvey Corporation, Chicago. Copyright 1958, by Arvey Corporation. 


HARDWARE AGE, OCTOBER 23, 1958 








Wh FOR THE UL. tABE, 


UNIONS §— ese 









@ Compare Capitol U.L. Unions with @ Larger sizes are all forged-steel, 


any other unions. Check workman- - smaller sizes machined from solid 
ship, dimensions, weight, and fin- - bar steel. High tensile strength — 
ish; perform any test within their no porosity — no sand holes. 
pressure rating —then, compare 
ee di @ Packaged in convenient quantities © 
@ Listed by Underwriters’ Laboratories BE each carton chpIeg the Ut. 
| eal. 





for use with all piping applications, 
including hazardous liquids up to 
250= Steam Pressure. 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 








FREE 
DISPLAY 
BUILDS 
YEAR-ROUND 
SALES 


BUY 11 KNOCKERS .... 
GET 


These beaut pckers shining on 
display will fepper at any sea- 
son of the y | 


The new Sc : r most popular 


models glec e are two more 
of each kine auties. 


They are individually boxed and wrapped in cellophane for 
protection against loss, dust or damage and every knocker is 
beautifully polished to a smooth, glowing finish. Best of all, 
the display is free .. . you pay only for the knockers. They’re 


competitively priced, too. Consult your jobber for price in- 
formation. 





NUMBER HIGH per box | : 


2101 7," : Yq Ib. 
2110 


65," Yo tb. 
2114 7" 1 tb. 
2145 x 33/,” 1 Ibs. 
Free Display , 14,” 2," 101, Ibs. 


with 1 doz. 
knockers 





Each knocker is packed with 21/7." through Machine screws and washers. Display stands on its own easel. 


SAFE PADLOCK AND HARDWARE CO., Lancaster, Penna. 











HARDWARE AGE, OCTOBER 23, 1956 








ONE SALE JOINS ANOTHER 


-..- WITH ACME STEEL CORRUGATED 
FASTENERS— Capitalize on the traffic building 
sales of Acme Steel Corrugated Fasteners. In a hard- 
ware store, more than any place else, one thing leads 
to another. By placing several cartons at different points 
in your store, you can call attention to allied items all 
the year around. Place cartons near your displays of 
hammer and tools, paint and sundries, garden tools and 
supplies, builder’s hardware and fasteners, or in any 
department of your store, and watch your tie-in sales 
go up. Acme Steel Corrugated Fasteners sell themselves 
and many allied hardware items, too! 

Read the chart and order your supply now! See your 


ACME 
STEEL 
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jobber or write to: Dept. HAC-108, Acme Steel Prod- 
ucts Division, Acme Steel Company, Chicago 27, 
Illinois. In Canada, Acme Steel Company of Canada, 
Ltd., 743 Warden Avenue, Toronto 13, Ontario. 


Number per box 





Corrugations 
4 5 
“ 100 100 
%" 100 50 or 100 
 s 100 50 or 100 
100 50 or 100 
~ 100 


(5 corrugations approximate 1°) 
Corrugated Fasteners are also packed in bulk, 500 to a carton 


Fastener Depth 

















CORRUGATED FASTENERS 














A necor oy Mem 
.0UF 20th birthday 
.. 0UF 30th exhibit of housewares progress 


With the forthcoming exhibit in January the NHMA completes the second 
decade of service to the housewares industry. Our only purpose is to 
serve that industry; our primary function is to provide a semi-annual 
meeting-place for buyer and seller; our only aim is to serve all members 
of the industry as efficiently as possible. Thanks to your wholehearted 
participation and cooperation the record is one of continuing success. 

In size and scope, and in providing maximum interchange of 

information and ideas at minimum expenditure of time and money, 

the NHMA National Housewares Exhibit ranks among the 

foremost trade exhibits in the world. 











Nez 








30% NHMA 


National 


- Pinal c am 
av 


Be 
Housewares “% 


Joo Navy Pier plus. Drill Hall 
Exhibit PHICAGD 


January 12-16, 1959 - Monday thru friday 

















Industry sponsored for the Nation's Housewares Manufacturers and Guyerd by the 
NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION 


(Incorporated not-for-profit) 
1130 MERCHANDISE MART, CHICAGO 54, ILLINOIS 
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THERE’S 
NO 
BUSINESS 
LIKE 
GIFT 











when you 


feature REGINA! 


People like to give the best too! That’s why it pays to promote 
Regina for holiday selling. Regina makes America’s No. 1 
Polisher —first, best, most widely used—thousands still giv- 
ing trouble-free service after 25 years in use. An unbeatable 
gift even for the fussiest folks on a Xmas list! And to delight 
everybody from newlyweds to golden-anniversary couples 
—Regina Electrikbroom. This unique, lightweight vacuum 
cleans everything without attachments—does more jobs in 
less time than any other vacuum. Even people who own a 
heavy vacuum love Electrikbroom! Leading hotels and 
motels use it daily. Feature these perfect gifts by Regina! 
Perfect for you because Regina quality assures a clear- 
profit operation—no returns, exchanges or complaints! 
Christmas, as always, Regina stays sold! 


i 


season. 32 large-space color ads! 
15 magazines! 39 million impressions! 


MAIL COUPON TODAY FOR FREE PROMOTION HELPS 
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IIE IN with the great new Regina ad program 
this fall and through the Christmas selling 





bs. 





The polisher most people 
know and want! 
More heavily advertised 


than all other 


— 





FEATURE AMERICA’S 
NO. 1 POLISHER! 


REGINA = 


POLISHER and SCRUBBER 


polishers combined! 

















BREGINA 


your easiest-to-sell floor appliances 


THE REGINA CORP., 67 Regina Avenue, Rahway, N. J. 

I am interested in the._._Custom 400 Polisher and Scrabber 
the 600 Electrikb 

Please send me: 

__.._Name and address of distributor for my territory 
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FEATURE AMERICA’S | 
most-raved-about 
vacuum! 


REGINA 


The vacuum that’s 
sweeping the country! ‘<i 
i eee 

< 





Sales tripled in the 
past year alone! 













Regina dealer helps 
cITy ZONE. STATE. 














1H CANADA: Sead coupon te Switson industries, Ltd. Welleed, Gat. 
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Your customers dont want to scrape 





and chop ice...they want Sterling Halite 
melting crystals—melt it all away! 





Order Sterling Halite now for delivery by Thanksgiving—and you 
will be fully prepared for the demand caused by unexpected early- 
season storms. Remember, every customer you have needs Halite for 
driveways, walks, steps—and a couple of bags for the car, too. 
Halite melts dangerous ice and snow fast. It’s a smart idea to make 
your initial order a large one, so you have enough Halite on hand 


for really bad storms. 

Check your wholesaler or warehouse today. And don’t forget, the 
profit per bag of Halite is higher than for most other items you 
carry! P.S. This winter, use Halite yourself—to keep sidewalks and 
driveways clear and safe. It’s good for business. 


INTERNATIONAL SALT CO., INC., SCRANTON, PA. 
Atlanta, Ga. Chicago, Ill. Memphis, Tenn. Philadelphia, Pa. 


Baltimore, Md. Cincinnati, O. Newark, N. J. Pittsburgh, Pa. 
Boston, Mass. Cleveland, O. New Orleans, La. Richmond, Va. 
Buffalo, N. Y. Detroit, Mich. New York, N. Y. St. Louis, Mo. 


25-ib. bag of Sterling Halite now comes with convenient, sturdy carrying handle. It’s 
sure to be a popular size. Halite also comes in 10-Ib. bags (6 to a bale) and 109-Ib. bags. 


©e Sales Offices: 


Melting Crystals 


(MINERAL ROCK Sait) 


FOR ICE & SNOW REMOVAL 


Melts MORE (ce 
FASTER! 


EFricien: 25 Ibs. wo worn’ 


POET BERG OT cee 


IVAOWIH MONS 92 491 404 


STERLING HALITE is quicker and it saves your ticker 
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DAZEY “COUNTER BOY” 


A counter control 

center for all 

DAZEY products 

where wall mount- 

ing is unavailable. 

Portable, adheres 
to any non-porous surface. Sure 
grip base. Color white only, with 
chrome trim. 


No. 15—Counter Boy—White 
(Stand Only) 


a 


~& SS 


FITS ALL DAZEY WALLUMOUNTED PRODUCTS 


WHITE YELLOW 


MARK Il 


Vw 


AUTOMATIC CAN OPENER 


. 


New one handle, single action automatic operation. Opens any shape can 
quickly, neatly, and with ease. Stay-sharp, precision honed, 

grease-sealed cutting wheel. New sheer design, sparkling new colors. Magnetic 
lid-lifter and standard wall bracket included. Carries DAZEY famous 
unconditional guarantee of materials and workmanship withvut time limit. 


No. 102M—Chrome trim, yellow, pink, red, white, turquoise 


No. 105CM—All Chrome finish 
No. 106M—Copper trim, turquoise, pink, yellow 
(Specify color when ordering) 


UNDER CABINET BRACKETS 


Finger-Tip Storage bracket fits 
neatly under any cabinet. Can 
be fully recessed, folds away 
when not in use. ideal when 
wall space is not available. 


No. A100 
Under Cabinet Bracket 


VERSI-TILE 
MOUNTING 


Adheres 
permanently to any 
smooth surface. No 
screws or special tools 
required. 


No. 23—Versi-Tile 





America’s most modern line of kitchen helps. 


with the exclusive 
“Space-saver, sure-grip base” 
Vacuum Action for Non-Porous Surface 


SPECIAL BONUS OFFER 
ice-box crisper 


Comes packed in useful 
nationally advertised all- 
purpose crisper 

AT NO EXTRA COSTI 


Yellow, Pink, 


Wali and Table ice Crushers 


WALL OR TABLE MODEL 
Use it on the wall; fits standard DAZEY 
wall bracket. Use it on the table; stable 
non-slip base. Crushes ice fine or coarse 

. for favorite beverages and chilled 
foods. Stainless steel blades won't rust. 
or Turquoise body and 
cup, with gleaming chrome or copoer 


lid and handle. (Specify color.) 
No. 171—Chrome trim 
No. 172—Copper trim 
(Colors listed above) 


For that slim figure and for better health. Only DAZEY has 
the exclusive 4” base. So simple to use—so easy to clean 
and store. Comes with three sharp, triple-tinned cones. 
Choice of White, Pink, Yellow enameled finish. 


No. SP 370 (Specify Color) 


DAZEY CRACKIT SET 
Includes nut cracker and hard- 
wood base, attractively gift pack- 
aged. Does perfect job on all soft 
shell nuts. 


No. PK11—Dazite Finish 


SHOWER OF DAZEYS 
Includes White Canaramic can 
opener and Sharpit knife and 
scissors sharpener. Pretty gift 
package. 


No. PK 15CW—Chrome, White 


THE DAZEY CORPORATION, 


NL IOI CN, oo 


“ 


——_ 


DAZEY WALL MODEL 
Triple-crushing. Crushes fine, medium, 
and coarse ice, and features new auto- 
matic pop-up lid for easy use. Non-rusting 
stainless steel blades. Dynamic styling 
and bright colors add note of luxury to 
modern kitchens. In new Red, Yellow, 
Pink, or Turquoise with chrome lid and 
handle. 

Ice crushers fit Dazey Counter-Boy. 
No. 161—Chrome Trim 


No. 162—Copper Trim 
(Colors listed above) 


DAZEY ice-Cup-Aid Set 


DAZEY HAND MIXER 
Heavy Duty Mixer, blends, whips, 
or mixes. Chrome and stainless 
steel with adjustable handle for 
right or left hand. 

No. 810 CR—Chrome (Choice of 
Red, Yellow, Green, or Black) 


ST. LOUIS, 7, MO. 


Popular new Iiceramic combined with 
smart ice bucket makes beautiful gift 
pack. Pink with Colonia! copper trim. 
No. 173—Copper Trim (Also available 
in Yellow or Turquoise) 


DAZEY PENCILSHARPENER 


Long-life rotary cutters, metal 
body with colorful red styrene 
shaving receptacle. Fits any 
DAZEY bracket. 


No. 920—Point-Zit (Choice of 
Red, Black, or Yellow) 





CONDUCTOR PIPE 


SEAMLESS ROLL BS 
ROOFING AND VALLEYS ~ CORRUGATED ROOFING 


AND SIDING 


CUT NAILS 


ASH OR GARBAGE CAN 
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HOUSEHOLD 
MOP BUCKET 
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CHANNELDRAIN 
ROOFING 
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Thinking of quick service? 


= 


Then think of Wheeling! 


Cut nails, galvanized ware, roofing, gutters... in 
fact all these steel products are immediately available 
from your nearby Wheeling warehouse. 

This means no lost sales because you can’t fill cus- 
tomers’ orders. 

What’s more, Wheeling products sell better because 
customers know they’re top quality ...and they are 
consistently merchandised through colorful advertise- 
ments in such magazines as The Saturday Evening Post 
and Farm Journal. 

Get the full story on Wheeling service and Wheeling 
products from our nearest warehouse or sales office. 
Wheeling Corrugating Company, Wheeling, W. Va. 


WHEELING CORRUGATING COMPANY 


IT’S WHEELING STEEL 


Warehouses: Boston, Buffalo, Chicago, Columbus, Detroit, Kansas City, 
Louisville, Minneapolis, New Orleans, New York, Philadelphia, Richmond, 
St. Louis Sales Offices: Atianta, Houston 
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Today, all over 
America, housewives 
thank the helpful KVP 
Household Papers that 
. speed such tasks as 
baking, wrapping gifts, 
and keeping house. 
You can depend on 
KVP for the best in 
Household Papers. 


Your own customers, right in your own area, are 
among the millions of readers of Better Homes & 
Gardens, and Farm Journal. These readers are 
not likely to miss the big, full page KVP House- 
hold Paper ads which (like the illustration above) 
use an eye-compelling, new technique called paper 
sculpture to help make the ads act like star sales- 
men—in print. 

Retailers who keep KVP Household Papers on 
display — where customers can make impulse pur- 
chases—are going to get a full share of these 
highly profitable sales. 


Now KVP Household Papers are pre-sold for you... 
to millions of housewives 


And KVP Household Papers perform so well 
that easy, repeat sales are assured. The entire line 
of KVP Household Papers is designed to make 
each package easy to display, and self-selling. 

In addition to the magazine readers reached by 
KVP advertising, Don McNeill’s vast radio 
audience hear him selling KVP Household Papers 
every week on his popular network show, The 
Breakfast Club. 

Other KVP Household Papers: KVP Shelf Papers 
- KVP Baking Cups - KVP Baking Pan Liner 
Paper « KVP Pie Tapes -« KVP Dusting Paper 


THE KVP COMPANY 
KALAMAZOO, MICHIGAN 





HOUSTON, TEXAS * DEVON, PENNSYLVANIA 
GS, STURGIS, MICHIGAN * ESPANOLA, ONTARIO 
=e HAMILTON, ONTARIO * MONTREAL, QUEBEC 
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Your customers will want many types and sizes of 
extension cords for holiday lighting — indoors and outdoors. 
General Electric makes them all. Sell the complete line! 


ae nee —_ — ae 


General Electric extension cords make money for you 12 
months a year, but they’re especially profitable during the 
weeks before Christmas. Almost everybody puts up Christ- 
mas lights and almost everybody needs new cord sets to do 
the job. You can profit automatically by offering the com- 
plete General Electric line; its variety assures that you'll 
have what your customers are looking for. 


G-E OUTDOOR UTILITY CORD 
SETS connect outside tree 
lights, bulbs strung on house, 
or spotlights. Heavy-duty cord 

easy-to-see 


G-E THREE-OUTLET CORD SETS 
provide highly useful, depend- 
able extensions for inside tree 
lights, window candles, lighted from 
Nativity scenes, etc. Plastic, 
or damage- resistant vinylite con- 
struction. All popular lengths. 


set has tough, 
“safety Red” vinyt — 
25- 50-, 100-ft. lengt 


Progress /s Our Most “myo Product 
GENERAL @@ 
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G-E REEL-CONTROLLED EXTEN- 
SION CORD SET adjusts neatly 
to ary length 
inches to 9 9 feet. Avoids 
unsightly, hazardous tangles. 


A A NT 


Safer ... 100% inspected! 
General Electric extension cord sets are individually tested 
. approved by Underwriters’ Laboratories, Inc. Plan now 
to include G-E extension cords in your displays of Christmas 
lighting sets and fixtures — AND on your electrical counter 
— for a big holiday selling season. General Electric Co., 
Wiring Device Department, Providence 7, R. I. 


G-E SWITCH-CONTROL CORD 
SET with handy feed-through 
switch turns tree or other 
lights ON — OFF easily ... 
ends bothersome “plugging” 
and “unplugging”. 


ON-OFF 

ad of 15-ft. cord 

to provide convenient ‘‘remote 

control’ of lights or appli- 

ances from any part of the 

room. Eliminates the need for 

crawling under the Christmas 
tree to unplug lights. 


required .. 


ELECTRIC 













WHAT’S BEST FOR YOUR CUSTOMERS—IS BEST FOR YOU 


SELL PENN | 


| 
| 
: 


From the blades up—the finest of 
precision grass-cutting machines! 


NEW LIGHT-WEIGHT, LOW-COST REEL! NEW LOW ROTARY PRICE! 





OD 






RECOMMENDED 
RETA PRICE 


89°. 





Model 28218—18” Cut Model 66218B—18” Rotary 
EXETER 175 


Pennsylvania quality features. AVALON Typical Pennsylvania quality, 
1.75 HP Briggs & Stratton motor 2.00 HP Briggs & Stratton motor 


*Prices slightly higher in the Far West. 











SYLVANIA ! | 


Your reputation depends on the quality of the in lawn mowers. Add to this reputation the sup- 
products you sell. The sure way to keep it is with port of a nationwide network of service stations 
trouble-free, top quality merchandise—not with —a Pennsylvania “extra” that price goods can’t 
flimsy, low-quality price goods. Since 1877, offer. You’ll see why it will pay you to put Penn- 
Pennsylvania has been the most respected name sylvania to work for you in 1959. 


ee a 


ONLY PENNSYLVANIA GIVES YOU THESE FIVE GREAT MOWERS, TOO! 


DELUXE 


Model 40221C (5 blade) 
Model 407221C (7 blade low cut) 


REELRIDER 


Model 42221D 
21” Riding Mower 


LAWNDALE 


Model 69221A 
21” Riding Rotary Mower 


. - " ~ 
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NATIONALLY-ADVERTISED 
PENNSYLVANIA 

—THE MOST RESPECTED 

NAME IN LAWN MOWERS 


—SINCE 1877! 
PENNSYLVANIA LAWN MOWER DIVISION 


AMERICAN CHAIN & CABLE CO., INC. 
BRIDGEPORT, CONN: - Plant: EXETER, PA. 


. = — ; yj 
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owe 
GREAT AMERICAN 


15”, 17” or 19” size 


TRIMMER AND EDGER 
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Theres more in use 
than any other brand 


its your best bet... for sales! 


because USS American Fence has... 


® Proper Galvanizing to give your customers USS American Fence is still the all-time 
years of extra service under all weather favorite . . . still the best fence you can offer 
conditions. your customers. Write American Steel & 
Spring-Action Tension Curves of special Wire Division, Rockefeller Bldg., Cleveland 
medium-hard wires that keep it taut in all 13, Ohio—or see your local American Fence 
changes of temperature. salesman. 


interlocked Hinge Joints that permit the USS, American and Ranger are trademarks 
fence to flex without bending the wires. 


And, remember, every fence customer is also a prospect for: 


USS American Fence Posts—All three durable 
styles can be driven quickly and easily for fast 
fence erection. Slit-wing anchors assure firm set- 
ting. Display them alongside a few rolls of fence. 





USS American Ranger Barbed Wire—Here’s 
the low-cost barb with great strength and dura- 
bility. Lighter in weight, but as strong as regular 
12%4- gauge barbed wire. Just what you need to 
meet all types of competition. 


How’s your stock of other fast-selling American Farm Prod- 
ucts—Lawn Fence « Baling Wire ¢ Nails ¢ Poultry Netting 








American Steel & Wire 
Division of United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors » United States Steel Export Company, Distributors Abroad 
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“Presenting. Ne 


ANEW GIFT ITEM 
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THE REVOLUTIONARY NEW FLASHLIGHT 
THAT NEVER NEEDS BATTERIES! 


This handsome flashlight, with its slim, compact, modern design in two- 
tone grey and gold, is the perfect gift item for every member of the 
family. Life-Lite has so many wonderful new features it’s a natural for 
quick impulse sales...and an unequalled traffic-builder. Wonderfully 
convenient... fits in pocket or purse...always handy in the glove com- 
partment. Recharges by merely plugging into any household outlet... 


never overcharges. Life-Lite never corrodes, never needs new batteries. 


® Trode Mark of Gulton Industries, Inc. 


Boag oases 


@ NEW PROFITS! 
@ NATIONALLY ADVERTISED! 


, @ CONSUMER ACCEPTED! 
C- sr srs 1 : \ = FREE SALES AIDS 


= igh a0" ¢ . e 
— = " nts this ft for one year : INDIVIDUAL GIFT PACKAGE WINDOW STREAMER 


or 
SS oy mani fas Beautifully designed 3 color, sell- @ DISPLAY CARD 
: ing self-display package for im- @® AD MATS 


pulse buying. 
@® GLOSSY PHOTOS 





Uses standard flashlight 


bulb type 222. 














FOR IMMEDIATE PROFITS, CONTACT YOUR WHOLESALER TODAY .. . OR WRITE: 
Alkaline Battery Division 


VLION INDUSTRIES, ING 


Metuchen, New Jersey 





SPARTAN Power Sprayer—Model 
2030—Reliable all-purpose high pres- 
sure portable sprayer. Two sizes—15 
and 30 galion. Engine or electric pow- 
ered, 3 GPM at 300 ibs. pressure. 


sparked by 
‘*iet-action’’ 


: Mode! 2005 FUNNEL-TOP Com- 

' ) : pressed Air Sprayer. Perfect for 

mo = \\ applying all types of spray solutions 
: 4 for weeds, insects and plant diseases 


‘ 
\ 
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| 3% gal. tank capacity. 
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The 


au- fea 

new 4 /7\\ “TROJAN” 
Power Sprayer 
' Model 2020 


« Easy to Operate + Simple to Maintain Model 2060 HAND SPRAYER— 
¢ Safe to Use Continuous type. Easy to clean hand 
sprayer with large 3 qt. cap. and fully 
adjustable nozzle that sprays a fine 


4 ¢ i © "hi mist or a solid stream. 
and zooming sales 
Model 2150 CYCLO-—JUNIOR Crank 


Here’s the power sprayer that’s smooth operating, free from all spurting Rueternthe tent tuned etenh 
pulsation...made for every home owner, professional gardener, poultry- duster made—with easiest operation. 
man and other users of portable power sprayers. Completely new con- Develops air blast that diffuses dust 
struction features positive self-priming centrifugal 3 G.P.M. pump, aa eae se trig = wt Bg 
2\4 h.p. Briggs & Stratton engine, jet agitation. Fibreglass pump con- _—! ; 
struction is foolproof against chemicals. All steel 10 gal. tank is specially -~" aes fags arte ppiber ND 
; ; ; —a complete 
bonded and * Cosson resistant. ul l . ed be h f. > sprayer and duster department on 
And, the New ““‘TROJAN”’ is popularly priced to be the fastest selling while thet ail make more profits 
power sprayer on the market. for you. « 


LATEST “COMPLETE LINE’ CATALOG 
... presents all Oakes modern, st ak anion as a dee 


profit-building sprayer and duster 
equipment and accessories. 
Write for free copy now! 


Putting ideas to Work 








FOOD MACHINERY AND CHEMICAL CORPORATION 
Oakes Manufacturing Company, Inc. svvscary 
BOX 818, TIPTON, INDIANA 
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EVERY Bei, 


PROVEN SELLER 
FULL 40% PROFIT 


=) 4 2 
THAT 
SELL 


Complete Dealer Bell Department 
28 Bells with FREE DISPLAY 
only $11.95 Dealer Cost 





Retails for $19.78 


Sere” x 
oe 
ery 





A Real Assortment...28 BELLS! 





BRASS HAND BELLS SCHOOL BELLS 
CALL BELLS PATIO BELLS 
TEA BELLS COW BELLS 


There's a bell that's sure to appeal to each and everyone of 
your customers! People love the sound of a bell...put them 
out where your customers can pick ‘em up and ring them and 


you've meade a SALE! Order from yowwlebber, .« «._—sd_@_—sw [PP eee © 2 SS 8 SS eS 


¢ | Bevin Bros. Mfg. Company 
Order Now. Don’t miss those fall and Christmas Sales. | 105 Duane Street, New York 8, New York 


a Please send me more information on the No. 1200 ‘Bells 


E V i N BR @) ey that Sell’ Assortment. 
7 














MFG. COMPANY, East Hampton, Conn. Name 
Sales Representatives 
John H. Graham & Co. Inc. Address = 





105 Duane Street, New York 8, N. Y. 
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SEE 
YARD-MAN 
MOWERS 


National Garden 
Supply Show, Chicago 
Navy Pier 
November 7, 8, 9, 1958 
Booth 372 














Sos 


21” Reel Type . 18” Rotary \ 21” Rotary 
No. 105-0 ' Direct Drive Safety Clutch 
ag No. 202-0 No. 200-0 


21” Self-Propelled 
Direct Drive 


18” Reel Type meg. 21” Rotary 
No. 104-0 - _— tory 
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1958 


Silver Anniversary 
of the 


a Y = “SILENT YARD-MAN” 


POWER MOWERS 
introduce a new standard for... 


F A | E R PRO) F | 1S Yard-Man Charter Factory Dealers will enjoy big dis- 
counts and real factory benefits. There’s a revolutionary 


order system to protect you against overstocking. There’s a down-to-earth, 
dealer designed merchandising-advertising program to help you sell. 

As a Charter Dealer, you'll enjoy selling a new, trouble free line of power 
mowers made by one of the oldest and largest mower manufacturers in the 
nation. Yard-Man Mowers are loaded with exclusive features and priced to 
sell in any competitive market. 


H A P PY C lf STO Vi F RS Since the original “SILENT YARD-MAN” was 
introduced 25 years ago, folks have enjoyed the 


easy going, easy rolling, trouble free performance of Yard-Man Mowers. 
They lke the way Yard-Man Power Mowers are balanced to float over the 
lawn, the safe design, the rugged construction. 


EXCLUSIVE YARD-MAN FEATURES 


® Convenient, simple control panel @ Selective Speed Control #@ Foot operated 
Safety Blade Clutch @ Bridge type Unitized Housing @ Finger Tip Height Adjustment 
® Insta-control Handle—Raise to Start, Lower to Stop 
YARD-MAN, Inc. @ 1410 W. Ganson St. @ Jackson, Mich. 















21” Self-Propelled 
3 Speed & Safety Clutch 
No. 201-0 





svi Cue Write today for 
No. 204-0 free dealer booklet. 
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UP...UP... UP... that’s where Ames Maid 
business is! Since the new Ames Maid mer- 
chandising program was announced, hun- 
dreds of dealers have reported Ames Maid 
business is going up — fast! So, with the 
same top quality and the new low price, it's 
as easy as pushing the “up” button because 
that’s where Ames Maid business is — UP! 








PRESS THIS BUTTON 











business is 


See Ames Booths C-1032, C-1036, National Housewares Show 











Ames also manufactures the famous line of Ames Aire furniture and Ames garden tools and shovels 
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Now... 
Gene Sarazen 
helps you sell 


THE SPECTACULAR NEW 


__Allenco 


SPRINKLER 
LINE! 


Gene Sarazen, 
World Famous Golf Professional 


Here’s the first big idea in sprinkler selling in years! Golfdom’s 
great Gene Sarazen now tells your customers how they can have 
“golf green’”’ lawns . . . just by using handsome, completely rede- 
signed Allenco sprinklers. An expert on greens, Gene’s ready to 
prove Allenco sprinklers are the choice of pro greenskeepers! And 
he’ll be shouting the story via national ads, newspapers, window 
and counter displays and promotional materials galore! Be ready 
to tee off on this money-making sprinkler-selling program! Get all 
details on the bright new idea that has giveaways for you and your 
customers . . . plus increased in-store traffic and faster turnover! 


Write for the Exciting Details Today! 
W. DBD. ALLEN Manufacturing Co. 


650 South 25th Avenue « Bellwood, Illinois 
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Satisfied Customers 
increase Profits with 


REPUBLIC 


stocking, and inventory control problems. 
Cartons also serve as attractive self-service 
counter displays when the top is nested in 
the bottom half. Inverted design makes them 
practically spill-proof. Coated finish resists 
smudging. 


From Republic’s complete line of bolts and 
nuts you can easily stock and sell the types 
and sizes that are selected most by your 
customers. 

Making the selection is easy, too, because 
all Republic bolts and nuts can be quickly 
identified by the high-visibility labels on 
the containers. 


Call your local distributor and discuss the 
benefits and advantages that are yours when 
you stock and sell Republic Bolts and Nuts. 
Or, mail the coupon for more information 
on our complete line of fasteners. 


These new labels and the packages were 
developed specifically to help cut your costs 
and to simplify your ordering, handling, 
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FLEXIBLE PLASTIC PIPE — for livestock watering, lawn sprinkling, 
irrigation uses. Supplied coiled from 2” through 3” diameter. 
In straight lengths in 4” and 6” diameter. Plus a complete line 
of fittings. 





Ee 8S PONDS 


ROOF DRAINAGE PRODUCTS—c complete line that’s competitively 
priced and ready to use. These uniform products are supplied in 
galvanized steel and ENDURO® Stainless Steel. 


STEEL PIPE—for plumbing, heating, air conditioning, and all other 
home and building uses. This high-quality pipe is available in a 
full line, in sizes you want. 


eS oe 


Li a 
WIRE NAILS AND STAPLES—c complete line for every farm and 


home use. Also ideally suited to and accepted by the building 
trades. Made from wire specially produced for nail manufacture. 


~ Aen iline ne ae - o ~ 
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BOLTS AND NUTS 











Riese Sekar ae 
REPUBLIC STEEL CORPORATION 
DEPT. HA-5717R 
1441 REPUBLIC BUILDING © CLEVELAND 1, OHIO 


Please send more information on: 
C) Fasteners C) Nails and Staples 


Wolds Whideat: O Flexible Plastic Pipe O Steel Pipe 
at A (A, C) Roof Drainage Products 
: % Standard. Steels anil a - 


Company 


Address 
Stee j noducld City Zone State 
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NEW BEDFORD CORDAGE CO. 


i Ng Se 


NEW BEDFORD 
IN 


PROGRESS 


with 
rope that’s 


PRE-MEASURED 
MANILA ~ SISAL 


ROPE DISPENSER 


Sturdy, all-metal unit — holds all sizes 
— cartons and reels — standard coil 
and half coil lengths — FREE with 150 
lb. order of rope. 


MANILA 


ROPE ON REELS “ 


Manila, nylon or polyethylene in standard NYLON 
coil lengths. Strong plywood reel protects ° 


rope, facilitates sales. Ideal for pipe rack. DACRON 
e 


POLYETHYLENE 


3 HANDI-HANKS WEW BEDFORD 


Pre-measured manila — 35 ft. per sleeve — 
connected in continuous lengths — sizes 4", 
5/16", %”, Ya". 


a —— — . 
NEW BEDFORD 
‘ Vig se 


——_ 


' 


. 
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SPACE-SAVER ROPE STAND 


All steel construction — displays 
rope on neat 100’ and 50’ reel 
packages — makes ideal island or 
wall display — FREE with popular 
hardware assortment of New 
Bedford Rope. 


SELF-DISPENSING CARTONS 


Pre-measured manila — rope stays clean, 
fresh and kink-free from factory to customer. 


COUNTER DISPLAY REELS 
Manila or nylon — simply lift the display 
from the shipping carton and you're in busi- 
ness. 


NEW BEDFORD CORDAGE CO., New Bedford, Mass. 
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.. all NEW for 1959 


BI GIANT 24” 


Model D300B 
4 Cycle 3 H.P. 
Briggs & Stratton 


1% , Engine with Remote 





featuring a Rewind Starter ~ 
jolesalers COMPETITIVE PRICES es ee 
w ~ 
sold only thrO¥e sis FAST TURNOVER * 21” SELF-PROPELLED 


FULL MARGINS 





MODELS ale 


Model SP300B 
4 Cycle 3 H.P. 
Briggs & Stratton 


BIG PROMOTIONAL | ge ntites,§ Sater 


ROTARY POWER MOWER 7 % Rewind Starter and 
Choke-A-Matic Contro! 








Self-Propelled 21” 


ALL with New < Ss 


HI-LO Adjustment... 


including Giant 24” and as 4 21” DELUXE 


Model B250 

4 Cycle 2% H.P. 
Briggs & Stratton 
Engine with Hand 
Throttle and 
Rewind Starter 





raises or lowers handle 
full 5° to most com- 

ALL with New 
STOR-MOWER Handle 


fortable mowing height! 





stands upright 


i | 19” SUPER DELUXE 


Model C200BA 
4 Cycle 2 H.P. 
Briggs & Stratton 


Engine with Remote 


1% } Rewind Starter and 





for easy storage! 21” SUPER DELUXE oe Choke-A-Matic Control 
, > Model B300 ae 
4 Cycle 3 H.-P. Es 19” DELUXE 








Briggs & Stratton Model C200B 
Engine with Remote 4 Cycle 2 H.P. 
astern Starter and Briggs & Stratton 
Choke-A-Matic +e Engine with 
Control Xv e Rewind Starter 

ALL with | | omg 
aniGGS & ‘i, Ve oe Ff \ 19" ECONOMY 
sy 7 er. Art \ Model 2CB 
STRATTON Sa eer FE 2 Cycle 2 H.P. 
Engines ~ = il \ Clinton Engine with 





Rope Starter 





.., except . a P 
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Model 2CB! Se Fs 
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samples, sales aids, etc. 


salers on request. 


ALL with Special Phosphatized Company Name 
GREEN AND RED FINISH Address ee 
_ wears just like auto finish! City... Zone 


Your Name 


Position 
Atias also manufactures 


a complete line of barbecue 
braziers and quality fans. 


A Product of 


5143 Natural Bridge Blvd. ° 
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ples available to jobbers, 


HURRY! 


SEND TODAY! 


We will rush complete free sales package. Gives 
all details, ordering information, costs, literature, 


Also merchandise sam- 
distributors, and whole- 


State 


BRENNER POWER MOWERS 


THE ATLAS TOOL & MANUFACTURING CO. 


St. Louis 15, Mo. 








This sturdy Cream City incinerator with 
267 perforated draft holes is safer and 
cleaner than wire-type burners. Jumbo size 
label showing sales features helps you sell. 


CREAM CITY WARE 


... fast turnover means extra profit! 


Full draft ventilation, attractive appearance of this Cream City incinerator illustrate why 
Cream City ware is easy to sell. Modern designs, sparkling appearance, long life are 
features your customers appreciate. And Cream City is now produced by J&L, a major integrated 
steel company, with complete control of ware quality. It pays to stock and sell Cream City. 


Jones & Laughlin Steel Corporation 


Consumer Products—Container Division 


STEEL Lebanon, indiana 
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More Men Make More Money 
With A Western Auto Franchise 


. .. than with any similar associate store operation. You can, too. . . here’s why: 


Are you looking for a bigger opportunity . . . more finan- 
cial security . .. better living for yourself and your 
family? Then you should know these advantages of oper- 
ating under a Western Auto Associate Store franchise: 


e Fast turnover. You stock a wide variety of popular, 
nationally-advertised merchandise—over 12,000 items peo- 
ple buy every day. And because Western Auto helps you 
select and maintain a balanced stock of sales-proven mer- 
chandise, you turn inventory dollars into profit dollars 
faster. 


e Huge  sertpecap power and centralized a means big 
savings that are passed along to you. You are free to con- 
centrate on selling and day-to-day operation of your store. 


e 16 Western Auto warehouses, conveniently located, offer 
weekly truck delivery in most areas to assure you of fast 


estem 
uto 


SUPPLY COMPANY 
2107 Grand, Kansas City, Missouri 
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Here’s one of many successful Western Auto Associate 
Stores doing $100,000 in volume. If you would like to oper- 
ate a profitable business like this, it will pay you to read 
the facts on this page. 























efficient handling of your orders and merchandise ship- 
ments. 


e A large staff of skilled experts is always “on call” to 
help you with every phase of store operation, including 
advertising, display and sales promotion. 


e No experience necessary — Western Auto trains you. If 
you are willing to follow a tested, proved plan now work- 
ing successfully for over 3,600 Western Auto dealers, you 
can look forward to a successful future and good income 
as the owner of your own Western Auto Associate Store. 
Good locations now open. Mail 
coupon today for free 


“Doorway To Opportunity.” 
No obligation. 


Western Auto Supply Co., 
Dept. HA-23, 
2107 Grand, Kansas City, Mo. 


Rush me today your free illus- 
trated booklet, “Doorway To Opportunity,” which 
gives me all the facts about today’s exciting oppor- 
tunities as a Western Auto Associate Store owner. 


Name 
Address_ 
| City State 



























YARDLEY K PIPE 


made especially 


for the man who says: 


“| value my reputation...” 


The man who wants to be sure of his installa- 
tions insists on Yardley K — the pipe with the 
safety factor that protects against splitting, 
pin holes and rupture. Yardley K is Pressu- 
rated 150 P.S.I., yet costs no more. With only 
K-150 in your stock you can set submersible 
or jet pumps to 289 feet pumping water level. 
This means substantial savings in your inven- 
tory. Get all the facts. Write for free Brochure 
“How to Choose and Use Yardley K Pipe.” 








FOR SUBMERSIBLE PUMPS 


TIP-IN METHOD 

Use K-150 solvent weld pipe, cou- 

pled one end — 20-ft. lengths. The 

well piping system is assembled 
complete, with well cap, on the "Me 
ground and then raised or tipped . . ~ 
into the well casing. * 


YARDLEY K FITTINGS are 
availabe in a wide selec- 
tion including male and fe- 
male adapters with standard 
iron pipe threads for con- STRAIGHT-IN 
necting to pump outlets, etc. Use K-150 pre-joint, 

Pipe supplied eith ‘TIP-IN- METHOD 

ipe supplied with - 

wee pins thissded Use K-150 solvent weld STRAIGHT-IN 

male and female pipe, coupled one end — Use K-150 pre-joint pipe — 

adapters attached. 20-ft. lengths. either 10 or 20-ft. lengths, 


> il 











YARDLEY PLASTICS CO., 142 PARSONS AVE., COLUMBUS 15, OHIO 
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New 


TODAY’S 
Highest-Quality 


Low-Priced 
TILLER! 


Here’s a premium-quality tiller at a price that makes 
you toughest competition — with performance 
and construction features found only in the 
famous HAHN Pow-R-Boy line! Exclusive 
Balanced-Power engineering assures easiest 
handling. Built extra-rugged to stand up under 
years of hard service. Ideal for suburban and all 
small home needs — AND a whale of a value for 
large-scale usage too! Other HAHN Pow-R-Boy 
Single-Purpose Tillers to match all acreage and 
rental requirements. Send coupon now for all 

the profitable facts! 


SEE IT AT THE NATIONAL GARDEN SUPPLY SHOW 
Spaces 328-331, Navy Pier, Chicago 


NOVEMBER 7, 8, 9, 1958 


DISTRIBUTORS WANTED! 


Some profitable territories still open for 
qualified distributors — offering real 
opportunities to cash in on a vast untapped 
market for the newest HAHN Pow-R-Boy 
Rotary Tiller! Mail coupon today! 
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HAHN BRINGS YOU 
A BRAND-NEW / 
TILLER BEST-SELLER!/ 

































‘ar_/ _ For Top Year-Round Profits 


SELL THE HAHN POW-R-BOY 


Multi-Job Tractor 
with 10 “Minute-Hitch” Attachments! 


ideally balanced and self-propelled, 
the HAHN Pow-R-Boy features one-spot 
— control plus ruggedness to spare! 
. : / 10 most-wanted attachments, changed easily 
= without tools, include: Rotary Mower, 
ai Rotary Tiller, Snow Thrower, Etc. 
> Your best selling line for ‘59 — 

e because it stays sold! 





DEPT. HA-108 
HAHN, Lis EVANSVILLE 12, INDIANA 


Send me confidential trade information about the new HAHN Pow- 
R-Boy Rotary Tiller (check type of business below) : 


(] DEALER [}) DISTRIBUTOR 


Name 














Both styles avéilable 
in full range of sizes 


Gleaming, jewel-like high gloss finishes 

catch the eye. Lightweight, easy-to- 

handle. All Biltrite Vinyl Garden Hose 

are so durable they are unconditionally For your many customers who demand 
guaranteed. Far exceed standards of the special qualities of rubber . 
the Society of the Plastics Industry, 

Inc. and bear this seal issued by the BILTRITE RUBBER HOSE 
U.S. Dept. of Commerce. All couplings Extremely durable live rubber, re- 
full-flow solid brass. Bright, inforced with high tensile cord. 
multi-colored packaging makes selling Full range of sizes and colors. 
easier, too. 


New! BILTRITE BILTRITE TRIPLE-TUBE 
Nylon Reinforced Vinyl Garden Hose FLEXIBLE SPRINKLERS 


Finest quality vinyl; gives wide, 
gentle spray, always lies flat, re- 
versible for soaking. Nickel-plated 
solid brass fittings. 


e Nylon tire cord reinforced 3 ply construction. 


e Superior burst resistance and greater dura- 
bility. 


AMERIECAN BILTPFRITE RUBBER COMPANY 


ae St ct 7 ery 7 c 
CHELSEA 50. MASS 
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non-recoiling 


barrel 


The exclusive Model 50 system uses a fixed 
barrel and a floating chamber that moves a 
fraction of an inch. There is no “double 
shuffle” to throw shooters off. Second shots 
get away faster, truer. Ribs meet receiver, 
don’t start part way down barrel. 


& 
no power = = 


loss 


The unique Winchester system sets a new 
high for straight-line, friction-free reloading. 
There is no gas loss or heavy friction loss 
as with other systems. Shooters get full 
power from every shell. 








shoot all loads, no adjustment 


The patented design of the floating chamber 

rmits switching from magnum to upland 
oads anytime without any adjustment of a 
dial or recoil ring. 





interchangeable barrels 


eee 
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A shooter can order extra barrels and 
change them anywhere, anytime. Easy, no- 
tool change converts a Model 50 from a duck 
gun to an upland gun in seconds. One 
Model 50 plus an extra barrel makes an 
all-round shotgun. Cash in on this. 


‘What automatic shotgun 


should | buy?” 


choice of 
gauges 





The Featherweight is 
available in 12 gauge 
while the Standard- 
weight Model 50 is 
available in either 12 
or 20 gauge. Both offer a full selection of 
barrel lengths and chokes. 





factory ribs 





Carefully installed at the Winchester factory 
by skilled craftsmen, the Winchester Special 
Ventilated Rib gives a glare-proof, distor- 
tion-free sighting plane. Available on all 
models at a slight additional cost. 











20% less 
recoil effect 


The unique Model 50 system makes recoil 
a soft, steady push rather than a jab. The 
action absorbs recoil so there is, by mea- 
surement, 20% less effect. Shooters can shoot 
as much as they want and stay fast, fresh. 


WINCHESTER 


weather- 
proof 


improved 
Feather- 
weight 


model, too FF _" _ 





The special, light weight alloy receivers used 
for the improved Featherweight Model 50’s far 
surpass the strength and round life of many 
conventional receivers yet effect a weight 
saving of over a pound! Faultless function- 
ing with all loads . . . under all conditions! 








© 
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Sell a Model 50 Standard or Featherweight 
and you have sold a shotgun that functions 
perfectly every time regardless of weather, 
weed seeds or dirt. The Model 50 is at 
home in a duck blind downpour or in a 
tangled partridge thicket. 





faster 
pointing 


WINCHESTER-WESTERN DIVISION 






~4P .i.. 
ire 
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The smooth handling qualities of the Model 
50 get “on target” faster. All Model 50's 
have perfect balance . . . feel just right 
and swing fast. Swing a Model 50 to your 
shoulder and see for yourself. 
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choice of styles 


The Model 50 is available in Field, Skeet, 
Trap and Pigeon Grade in Standardweight, 
and Field, Skeet and Pigeon Grade in 
Featherweight style. Also available is a 


wide choice of engravings at extra cost. 
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Sell more Model 50’s with the easy Win- 
chester Firearms Time Payment Plan. Stand- 
ardweight $13.45 down*. Featherweight 
$14.95 down*. Up to 21 months to pay! 


*Prices subject to change without notice. 


OLIN MATHIESON CHEMICAL CORPORATION + NEW HAVEN 4, CONNECTICUT 





“The TORO | 
packs sales 


“If anybody asked me the most important develop- 

ment in power yard machinery in the last 5 years, 

I'd say the Power Handle by Toro. We've sold it 

Since its introduction about 3 years ago, and this 

year it accounted for almost 55% of our total power 

mower sales—and we sell a lot of power mowers! I 

figure these customers are repeat customers, too. 

_ They'll be back for more Power Handle implements 

JOHN WITT as time goes on. There’s nothing else like it on the 
market.” 


You're right, John Witt! And you’re not alone. Hundreds of dealers 


, ce 
\ 


POWER HANDLE unit has 4-cycle 3 hp engine. 22-INCH SELF-PROPELLED ROTARY MOWER 20-INCH REEL MOWER unit is self-propelled, has 
“Guard-N-Guide” grip shields hands and con- unit mows grass, weeds, trims close, pulverizes a six-blade reel instead of the usual five. Gives 
trols. Recoil starter. Handle folds for transport. leaves. Separate blade, traction controls. crisp, extra-smooth scissor-cut. 


TILLER unit tills up to a depth of 8 inches with LAWN AERATOR unit lifts plugs of earth from ECONOMY EDGER unit has both edging and 
multiple passes. 15-inch swath. Kit available for turf for more efficient watering, fertilizing. trimming blades. Edging depth of cut adjusts up 
conversion to lawn aerator. to 3% inches. Eliminates hand trimming. 


60 HARDWARE AGE, OCTOBER 23, 1956 


















Power Handle 











ower, 


across the country have found a gold mine in the Power Handle—a gold 
mine that’s going to keep producing for years and years. 

The Power Handle is simply a lightweight engine and handle unit that 
switches in seconds from one Toro work unit to another—no tools needed! 


too! 


Toro gives you 10 work units to choose from for sales in every season. 
Remember, Toro protects you with orderly distribution through a net- 


work of franchised distributors. No direct factory sales. No overlapping 
Sales territories. No price cutting in season. And Toro backs up quality 


machines with the finest service system in the industry. 


Write to see if a dealership is open in your area! 


*A registered trademark of the Toro Manufacturing Corporation 





25-INCH FRONT-REEL CUTTER 


iS precision- 
built to the highest professional standards. 6- 
blade reel gets under shrubbery, trims close. 





PUMP unit pumps out flooded basements, boats, 
extinguishes fire, waters lawns of lake homes. 
Capacity: 134 gals. a minute. 
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17-INCH ROTARY SNOW PLOW unit actually 
throws up to a half-ton of snow a minute off 
walks, driveways. Reversible chute. Rugged. 





GENERATOR unit will light ten 100 wa: buibs, 
or maintain freezer during storm power ailures. 
Has many everyday uses. 115 v. 


says John Witt, V.P., 


Lorrain-Trisket Lawn Mower Shop, 


Cleveland, Ohio 


TORO 


Builders of the world’s most 
complete line of mowing machinery 
for home and institutional use 


MINNEAPOLIS 6, MINNESOTA 





8 i 
ESTATE TRIMMER unit does double-duty: with 
trimmer blade—around fences, walls, trees; with 
edger blade (shown)—along walks, curbs. 
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25-INCH REEL MOWER unit is self-propelled. 
Has all the features of 20-inch reel mower 
implement—plus 25% higher mowing capacity. 
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“PRODUCTION” 
PAPER SHEETS: 
2¥,"x 9". Each package 
sells 10 sheets at a 
time, fits 3M Sanding 
Blocks. Also available 
in 1%" x 9". 


3M SANDING 
BLOCKS: Tie-in sale 
opportunity! Pliable 
rubber, sands both flat 
and curved surfaces 
using pre-cut “PRO- 


DUCTION” Paper. 


Sheets. 1%" and 2%” 
widths. 


5° “PRODUCTION” 
PAPER DISCS (not 
illustrated). Universal 
Center Hole, fits any 
arbor from %" to 1". 5 
discs to a package. 


SELF-SERVICE 
SANDPAPER CAB- 
INET DEAL K-1: 
Holds five sleeves of 
“PRODUCTION” Pa- 
per; three sleeves of 
“WETORDRY’" Tri-M- 
ite Paper, all full size 
sheets. Boosts turn- 
over as much as 25%. 


6” “PRODUCTION" 
PAPER DISCS: “No 
Hole” discs specially 
designed for use with 
sponge rubber sand- 
ing pad. Ideal for all 
general home sand- 
ing. 5 discs per pad, 
assorted grits. 


SPONGE RUBBER 
SANDING PAD 
KIT. For use on any 
%,” ofr larger electric 
drill. Flexible pad elim- 
inates gouging and 
marring. Each kit has 
6” pad and tube of 
3M adhesive. 


Get volume sales...extra protits...with this 





3M “SANDING CENTER” 


weawew a aa -_ 





STOCK these 3M items and you can equip 
any customer for nearly all hand and machine 


sanding jobs.. 


DISPLAY «ProDucTION” Brand Paper 
and related items prominently. Each product 
comes ‘in a bright eye-catching merchandising 
carton for point-of-sale use. 


TELL 3M customers that “PRODUCTION” 
Paper cuts ten times better than ordinary 


sandpaper . . . stays sharper . . . lasts much 
longer . . . gives better finishes. 


ORDER 3M Brand Abrasive Products from 
your hardware wholesaler. Write for 
information and samples of the as- 

sortment of “How to”’ refinishing 
pamphlets available from 3M. 

Address: 3M Co., 900 Bush Ave., 

St. Paul 6, Minn., Dept. LV-108. 


**gmr*, ““PROOUCTION’’, “*WETORORY’* AND ‘"TRieM-ITE’* ARE REGISTERCO TRAOEMARKS OF 3M CO., ST. PAUL 6, MINK. 


Minnesora [ffinine ann J\/fanuracturinc COMPANY 
... WHERE RESEARCH IS THE KEY TO TOMORROW 
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New Sales Aids! 


... THAT ADD UP NEW TOOL 


PROFIT FOR YOU! 


NEW! 


Sales unit 
for Stanley 
“*SURFORM"' 
tools and 
blades 





This compact merchandiser shows and sells the complete 
Stanley “SURFORM” line . . . every tool, every blade. Light 
weight and dust free, it fits pegboard or stands on counter. 
Your wholesaler has them all now — new tools, new blades, 


new merchandiser! 


NEW 7 Stanley **SURFORM"’ 
* blade merchandisers 
Handy blade merchandisers show 
and sell replacement blades for 
“SURFORM” tools. 

No. 94A displays 12 blades — 6 
regular cut flat blades, and 6 fine-cut 
flat blades. 

No. 98A displays 12 blades — 6 


regular cut half-round blades; and 6 
fine-cut half-round blades. 
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Stanley Tools, Division of The Stanley Works, New Britain, Conn. 
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New Tools! New Uses! 














NEW! 


Stanley Pocket ‘‘SURFORM”’ 


Convenient to carry in any pocket, 
this handy “SURFORM” has the new 
fine-cut blade. It is just right for one- 
hand work on models, laminates or 
any surfaces, and is particularly easy 
for women to use. 
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NEW/ Half-round 
‘*SURFORM" 
Blades 


Regular for forming and smoothing 
all concave and circular surfaces. 
Black finish. 


Fine-cut for concave and circular 
surfaces in metal and other hard 
materials. Cutting edges set to take 
a finer bite. Silver finish. 


NEW! Fine-cut 
‘““SURFORM”’ 


Regular metal cutting and for forming 
hard, smooth surfaces. Silver finish. 


Half-round as described above. 





21,000,000 readers see “SURFORM” 
page in October 25th issue of POST 
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For EXTRA Clyuistmas Sates! 


dela 4:10 ME Paes dela dels 
Abseaeliclaatl 
elolileloh am tel tits 


with real GIFT APPEAL! — 


Here’s a natural for Christmas sales because 
every customer's a prospect for a Squar- 
Evel. Two tools for the price of one. Comes 
in beautiful anodized colors . .. Albras and 
Albright . . . will not chip, fade or wear. 
Can be adjusted to either 45 or 90 angle. 
Each Squar-Evel has a coiorful Christmas 
wrapper. 


12 M-D SQUAR-EVELS @ $2.50 ea. lem elemiry, 


S) 


GIVE M-D SQUAR-EVELS ai 
TO YOUR OWN CUSTOMERS << se 


AND FRIENDS individually wrapped in 


Polyethylene tubing with 
Christmas tags at both ends. 
Ge % Personalized Christmas card 
inside with your firm name 
_ imprinted free. 
: Makes a wonderful gift from you 
ser ngage eft yt * to your friends, customers or 
copy now. Shipment will be employees. 
made in ample time for Christ- 


mos. We pay freight on all 
orders of $20 or over. 


MACKLANBURG-DUNCAN CO. @ BOX 1197 @ OKLAHOMA CITY 1, OKLAHOMA ay 
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“Here’s a really 
USABLE PLIER’” 





Says Ray Lindner of Buffalo, N. Y., recog- 
nized as the expert mechanic who can 
“fix it” when others fail. Mr. Lindner has 
been a mechanic for 40 years and owner 
and operator of Lindner’s Garage for 33 
years. 


“CRESTOGRIP” PLIER 
No. P210. Retails for $3.00. 
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“This CRESTOGRIP Plier grips better with 
less handle pressure than any utility plier I 
have ever used. Its box joint is the reason. 
Ordinary lap joints generate much more fric- 
tional resistance. Crescent’s box joint is not 





only smoother working but much stronger. 
It’s easy to adjust, easy to use...a really differ- 
ent and better tool!” 


OQVICK, POSITIVE 
ADJUSTMENT 


This cut-away view 
shows joint cona- 
struction with its 
extra generous 
bearing surface at 
the arrow point. 











Complete with ix —— A\% 
P210 Pliers supplied in . 
carton at cost of pliers only. 











Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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COLUMBIA® OFFERS 
ALL THESE 
QUALITY FEATURES 
AT LOWEST 
AMERICAN-MADE PRICES 


e Easier to guide 

e Less trouble starting holes 

e Little tendency te “walk” 

e Greater rigidity 

e Less vibration 

e Minimum breakage 

e Increased accuracy 

e Withstand heavier feed pressure 


Bright yellow plastic cases, which double as work- 
convenient drill stands, are today’s hot item in mov- 
ing sets of Columbia high speed steel and carbide 
masonry drills. Attractive, compact and functional 
... 95 popular assortments ... high quality . . . lowest 
American-made prices. Display ‘em by the set and 
collect on a ready-made market. 

Columbia® Self-Service Display Cards promote %” 


LUMBIA’ 


_ “sell-'em-by-the-set” 
i merchandising pays off 
f in more twist drill sales 


TWIST DRILLS 














shank and carbide masonry drills. Fit Columbia 
dispenser or on spindle or rack. 

Columbia® Drill Dispenser gives you a complete 
drill department in less than one square foot. 
Holds complete drill inventory of your choice of 4 
assortments. Eliminates back-up stock. Attractive, 
functional, welded steel construction with clear plas- 
tic cover. Maximum visibility. Minimum pilferage. 


Set CH-1 — 7 Drills \, to 4%” by 32nds. Suggested Retail $3.63. Dealer Cost $2.18. 

Set CH-2 — 10 Drills \, to 3,” by 64ths plus %,, %, 4%”. Suggested Retail $4.54. Dealer Cost $2.72. 
Set CH-3 — 13 Drills \, to 4%” by 64ths. Suggested Retail $6.25. Dealer Cost $3.75. 

Set CH-6 — 4 4% "Shank Drills, %,, %, %, 4%”. Suggested Retail $7.85. Dealer Cost $4.71. 

Set CH-7 — 4 Carbide Masonry Drills 4%, 3, %. 4%". Suggested Retail $5.00. Dealer Cost $3.00. 


Columbia® Sets, packed in drill-indexed metal cases, also offer excellent value in larger assortments. 


Set CH-4 — 15 Drills K, to %” by 32nds. 


Set CH-5 — 29 Drills i, to 4%” by 64ths. 


Columbia® Drills are distributed through wholesalers only. Write for information and price sheets. 


473 W. ONTARIO ST., CHICAGO 10, ILL. 
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BERGER ANNOUNCES 
a new line of builders’ instruments 






— and new profit opportunities for you! 


The new 


“SPEED-A-LINER’’ 
BUILDERS’ TRANSIT-LEVEL 
— modern clear through...budget priced, too! 





““SPEED-A-LINER"’ BUILDERS’ TRANSIT LEVEL— New 13-power — system. 
ever type lock for dependable leveling. Built-in sunshade. Fully protected 
telescope vial. Rugged operating stability. Model 200. $98.75* 








‘“SPEED-A-LINER'’ HAND LEVEL — In- 


dispensable pocket tool for builders. *“SPEED-A-LINER"” DUMPY LEVEL—Low 
contractors, farmers and do-it-your- cost leader! Now a greater value than 
selfers. Full field of view. Impact- ever. 10-power, 11'2”’ internal focus- 
resistant aluminum. Built-in sun- ine telescope. Built-in sunshade. 
shade. Platform surface for use as Fully protected vial. Fully enclosed 
masons and carpenter's level. Handy 4-screw leveling head. Model 190. 
pocket clip. Model 40. $3.85 Amazing value at only $54.95* 














Let your builder customers take one look at these 
precision instruments...one look through them—and it’s 
“sale at first sight’! Berger has re-designed them from 
the ground up. 

The accent is on speed because time is money to the 
modern builder ...speed in lining up on a target... 
speed in leveling up... speed in ——s readings. S 
combined with the accuracy and dependability that have 
made Berger a byword in building for 87 years... and 
moved Berger instruments off dealers’ shelves by the 
thousands! 

The price is right for your customer—plus good busi- 
ness for you. These big ticket items have generous profit 


THE 


*Stiff-leg tripod, carrying case, accessories 
and Instruction Manual included. 
Prices Retail F.O.B. Factory 
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The new 


“MASTER BUILDER” 


CONVERTIBLE TRANSIT-LEVEL 
—to meet any building challenge 





Designed for the builder who wants big instrument performance 
at a moderate price. Solves problems encountered with build- 
ings, highways, parks and farms. New, larger yoke frame pro- 
vides unrivaled protection against damage. Powerful level lock. 
22-power telescope with razor-sharp optics permits sightings 
at long distances ... even in poor light. Horizontal circle and 
vertical arc with double verniers read to 5 minutes. Leveling, 
tangent and clamp screws all dust protected. 3-ft. short focus 
—plus many other “quick sell” features. Model 320. $227.00* 


margins. Selling time, writing sales checks, wrapping and 
bookkeeping cost no more than for many “‘penny”’ items. 
And, Berger instruments are pre-sold by advertising in 
the magazines your customers read. 

Show these new Berger instruments to your customers 
— builders, contractors, carpenters, masons, farmers and 
maintenance men. They'll tell you they’ve never seen so 
many advanced features in builders’ instruments before. 

Start with a trial order of a few instruments and see 
how quickly they sell—and help sell your other builders’ 
and hardware items, too. Write today for complete infor- 
mation and dealer discounts! C. L. Berger & Sons, Inc., 
53 Williams St., Boston 19, Mass. 


“®@ BERGER 


Engineering and Surveying instruments...Since 1871 
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NEW DELTA “SUPER 900” RADIAL SAW 
GIVES YOU HONEST POINT-OF-SALE POWER 


It’s the guts—not the gimmicks—that sell radial saws. 
That’s why the new Delta “Super 900” is a real profit 
pace-setter for you. It’s the first 9’’ radial saw with a full 
UL approved 1 HP motor that develops up to 2 HP under 
load. Now you can offer your customers the fastest, safest, 
most powerful 9’’ radial saw on the market today—at no 
increase in price! That’s honest point-of-sale power that 
can’t be matched anywhere. 
Here’s a real profit opportunity backed by the oldest, 
biggest, most progressive name in the power tool industry. 
For details on national advertising, direct mail and in-store 
promotion on the new Delta “Super 900’’, call your Delta 
wholesaler TODAY, or write: Rockwell Manufacturing 
—— Co., Delta Power Tool Division, 680K N. Lexington Ave., 
. oo Pittsburgh 8, Pennsylvania. 


POWER YOU CAN DEMONSTRATE! 


You'll build store traffic, volume, and profits when you demon- 
strate the NEW POWER of the Delta “Super 900." No matter 
what your customer's cutting requirements, you can show power another fine product by © 


that means greater sustained cutting, faster, smoother working, i 
and safer operation. 


DELTA POWER TOOLS 
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Atlantic City Convention 





Wholesalers get into the arithmetic of inventory costs and turnover 
at their annual Atlantic City Convention and find that when the 


lure of discounts hypnotizes dealers... 


Manufacturers and wholesalers 
gathered at Atlantic City in con- 
vention two weeks ago to look at 
current operating problems. Here 
are reports given the audiences by 
platform speakers pointing up to- 
day’s problems and offering solu- 
tions or recommendations: 


® Inventories. Maintain sup- 
plies of metals, in case there is a 
steel strike next summer. 


@ Direct buying. The dealer is 
losing money, through extra in- 
vestment in inventory and a slow- 
er turnover rate, when he side- 
steps buying from wholesalers, 
unless he gets a whopping big ex- 
tra discount from the manufac- 
turer. 


@ Unit pricing. Decimal pric- 
ing and packaging are gaining ac- 
ceptance and use. A study of uni- 
form purchase orders is the next 
step in simplifying paper work. 


@ Cooperatives. Tax equali- 
zation legislation is likely in the 
next session of Congress. Con- 
tinued support is needed to insure 
passage of such legislation. 


@ Imports. Manufacturers up 
against foreign competition can 
regain their markets by meeting 
such competition head-on at the 
price level. 
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Direct buying squeezes profits 


@ Wholesalers’ future. Beset 
with problems as it has been in 
the past and will be in the future. 
There is just no way of ducking 
services performed in distribu- 
tion, and manufacturers are tied 
to the wholesalers’ future through 
the policies manufacturers adopt. 

The overall tone of this year’s 
convention, stated in a word, was: 
unruffled. 

In the formal program ad- 
dresses, speakers took a calm, ob- 
jective view of their subjects. The 
approach was factual. 

In the informal discussions in 
hotel lobbies and receptions, there 
was a noted absence of rumors. 
The “have you heard,” or “is it 
true” opening remark of a con- 
versation so prevalent a year ago 
was not heard at this year’s con- 
vention. So many rumors were 
just rumors a year ago that there 
was little inclination to speculate 
this year. 

This was the conventions of the 
American Hardware Manufactur- 
ers Assn., the National Wholesale 
Hardware Assn., and the Nationa! 
Assn. of Sheet Metal Distributors. 
Two associations elected new pres- 
idents. 

AHMA advanced A. S. Johnson, 
National Carbon Co., to the presi- 
dency. 

NASMD advanced A. B. Lewis, 
Palmer-Donavin Mfg. Co. to the 
presidency. 


NWHA re-elected John 8S. Stiles, 
Morley-Murphy Co., as president. 

The forthcoming program of the 
National Retail Hardware Assn. 
to improve dealer profit through 
inventory control and pricing was 
presented by Russell R. Mueller, 
association managing director. 

Mr. Mueller termed the program 
a bootstrap operation that needed 
the help of wholesalers whose 
salesmen could supply the guid- 
ance factor in the program as 
they call on their accounts. 

The program is based on some 
5100 basic items, more than 10,000 
if numbers within items are count- 
ed, developed by the association. 
Of the basic stock list, 80 per- 
cent are items sold by all hard- 
ware stores across the country, 
20 percent are items that have a 
local demand. The basic stock list 
is to have the most wanted items 
on hand to help a dealer improve 
his rate of turnover. 

The pricing factor in the pro- 
gram has two major points. One 
is to consider the pricing range 
in keeping with how customers 
purchase, rather than an across 
the boards complete range in a 
line. The other is psychological 
pricing to obtain a greater mark- 
up on products not caught in the 
vise of competition. 

Mr. Mueller announced that 
there are some details to be 
worked out by the association with 
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Iadiana University people, and 
that presentation of the completed 
program is expected early in Jan- 
uary. 

NWHA has started a program 
of recognizing policies of manu- 
facturers contributing to an im- 
provement of the manufacturer- 
wholesaler - retailer relationship. 
Three companies are honored with 
presentation of plaques and 
scrolls. 

President Stiles made presenta- 
tions to Amerock Corp., accepted 
by Reuben Aldeen, president; 
Corning Glass Works, accepted by 
R. Lee Waterman, vice-president; 
True Temper Corp., accepted by 
W. G. Rector, president. 


Give consumers a break 


The manufacturers’ group took 
time off from industry problems 
to look at the state of the nation. 

The spotlight of foreign inter- 
est will swing back to the Middle 
East, the most potent trouble spot, 
because Middle East oil is so vital 
to western Europe, Harry B. El- 
lis, assistant foreign news editor, 
The Christian Science Monitor, 
told the manufacturers’ meeting. 

Mr. Ellis also spoke at Ladies 
Luncheon. 

U. S. Senator Wallace F. Ben- 
nett, Utah, outlined his program 
for “Prosperity Without  Infla- 
tion.” 


Agents can join AHMA 


Increases in productive output, 
about 3 percent a year, he said, 
should be shared by labor and 
capital with consumers. If con- 
sumers got their share first that 
would be a brake on inflation. As 
it is, labor and capital share the 
increase, resulting in inflation that 
squeezes those on pensions and 
those who have their money in 
fixed-dollar investments. 

I. Austin Kelly, III, president, 
National Employee Relations In- 
stitute, New York, presented plans 
for small and medium-sized com- 
panies setting up pension and 
profit sharing plans for key per- 
sonnel. 

The manufacturers’ association 
amended its by-laws to provide 
associate memberships for manu- 
facturers’ agents who are spon- 
sored by a manufacturer member 
of the association. 
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The convention began Sunday, 
Oct. 5, with the Presidents’ Recep- 
tion in the Blenheim ballroom. Of- 
ficials of all three associations 
were in the receiving line. 

The Central States Hardware 
Club dinner was held later that 
evening. This year the dinner was 


For a job well done 


held in the Sheiburne Hotel to 
accommodate a larger crowd. 

The usual conference booth 
program in the Atlantic City Au- 
ditorium was held on the first two 
afternoons. 

Registration this year was 2815, 
including 689 ladies. 


The gift symbolizes the thanks of the American Hardware Manutac- 
turers Assn. for a job well done. Receiver of the gift, John C. Cairns, 
center, is the retiring AHMA president. On the right, the new president, 


A. S. Johnson. 





The recent retirement of George A. Fernley as managing director of 
NWHA was marked at the Atlantic City convention with presentation 
of a silver tray. H. J. Allison, NWHA advisory board member (left), 
made the award. The tray beors facsimiles of autographs of NWHA 
officers. 
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Atlantic City Convention 





President's Address 








by John S. Stiles 

President 

National Wholesale Hardware 
Assn. 

and 

President 

Morley-Murphy Co. 

Green Bay, Wis. 





(Opposite page} Here are National Wholesale Hardware 
Association officers, some members of the executive com- 
mittee and advisory board members who directed the 1958 
convention. Left to right, clockwise at left hand table are: 
W. E. Smith, Oklahoma Hardware Co., executive committee; 
John H. Mize, Blish, Mize & Silliman Hoardwore Co., advi- 
sory board; J. Scott Jensen, Jensen-Byrd Co., and H. L. 
Thompson, Jr., Bostwick-Braun Co. executive committee: 
R. Bruce Wall, secretary; Benton J. Case, Janney-Semple- 
Hill Co., executive committee; W. W. French, Jr., Moore- 
Handley Hardware Co., advisory board, and Wilton H. 
Terstegge, Stratton & Terstegge Co., executive committee. 

Along the rear wall, left to right, George A. Fernley; 
James P. Townley, Townley Metal & Hardware Co., and 
Howard W. Price, Salt Lake Hordware Co., vice-presidents: 
John S. Stiles, Morley-Murphy Co., president; Louis F. Demm- 
ler, Anchor Sanitary Co., vice-president, and Robert C. 
Fernley, secretary, National Association of Sheet Metal 
Distributors. 

At right-hand table, left to right clockwise: Henry J. 
Allison, Allison-Erwin Co.. and William A. Parker, Beck & 
Gregg Hardware Co., advisory board; J. Rayner Harper, 
Harper & Mcintire Co.; John W. Sheffield, Sheffield Hard- 
ware Co., executive committee: Thomas A. Fernley, Jr., 
managing director; Fred W. Heitmann, F. W. Heitmann 
Co., executive committee; Charles L. Hildreth, advisory 
board, and Gordon W. Farr, Decatur & Hopkins Co., execu- 
tive committee. 








“ .. We are sowing the seeds of our 
own destruction if we continue to pro- 
mote the lines of suppliers who refuse 


to recognize the services we perform” 


We manufacturers, wholesalers or retailers share 
one common problem—one big headache that plagues 
us continually. 

Without exception, we are waging a continuing 
battle to operate profitably in the face of today’s 
chaotic conditions. But I’m also sure it’s not news to 
anyone that achieving this goal is becoming increas- 
ingly difficult. 

Expenses are moving ever upward. 

All of us are caught in a squeeze from which it 
sometimes seems impossible to escape. 

Unfortunately, increased expenses are evidently 
something we are going to have to learn to live with 
as gracefully as possible. There seems little likeli- 
hood that we will experience anything but steadily 
increasing labor rates during the foreseeable future. 
Of course wages, together with salaries, commis- 
sions and other payments to individuals, make up 
the bulk of the cost of operating a service business 
such as a wholesale hardware house. 

The most obvious remedy always seems to be se- 
curing more volume, but this isn’t as easy as it looks, 
particularly during a time of business readjustment 
such as we have been experiencing. 

In many areas, new firms are continually popping 
up with a determination to take a whirl at the whole- 
sale hard-lines business, many of them apparently 
unaware that it is necessary to make a profit to 
survive. 

To be sure, some of them fall by the wayside, but 
during the time they are in existence they divert 
precious volume wh‘ch would otherwise flow through 
established channels. 

Meanwhile, our difficulties are compounded by 
wholesalers of other types who are faced with prob- 
lems similar to our own, and reach over into our field 
in an attempt to bolster up their own sales. 

The net result has simply been to cut the cake a 
little thinner. 


The retailer, whose welfare is 
so closely tied in with that of the 
wholesaler, has similar problems 
of his own. Between the discount 
house, the so-called “wholesale” 
catalog house which in reality 
sells to the consumer, the super 
market, the drug stores which 
muddy the waters by using hard 
lines as leader items and traffic 
builders, and the premium center 
his life has been really miserable. 

We wholesalers are vitally in- 
terested, because as such opera- 
tors take business from our retail 
outlets, it represents volume dol- 
lars we have lost. 

It’s no wonder that most at- 
tempts to substantially increase 
sales in order to offset rising ex- 
penses have foundered. 

At the same time, the mad 
scramble for the available busi- 
ness has brought about unfortu- 
nate price-cutting programs, and 
concessions of every nature, which 
it is fondly hoped will produce 
additional volume. In order to 
stay competitive, others meet the 
situation and the race is on. 

The result, obviously, is simply 
less profit for everybody con- 
cerned. 

No, the lot of the wholesale 


Forty and Under Breakfast Attr 


Re. 


hardware distributor under to- 
day’s conditions is far from an 
easy one. 

In fact, some critics, pointing 
to the major problems with which 
our industry is currently faced, 
have seriously questioned the fu- 
ture of our manufacturer-whole- 
saler-retailer method of distribu- 
tion. 


They had a reason 


They claim to foresee the im- 
minent end of the hardware dis- 
tributor, pointing out that the 
discount house, the super market, 
the drug chain, and the so-called 
“wholesale” catalog outlet are 
among those who are better 
equipped to do the distribution 
job than we. 

They challenge our position as 
vital links in the distribution 
chain, and as proof of their pre- 
mise, smugly point to the fact that 
in recent years, several prominent 
full-function distributors, who 
have served the manufacturers in 
the past, have left the industry. 

It’s true that some familiar 
faces are missing from the whole- 
sale hardware scene, but this has 
caused a stir only because the 
unique stability of this wholesale 


hardware industry makes such 
occurrences unusual. 

In each instance, there were 
specific individual factors in- 
volved which influenced the deci- 
sion to withdraw. 

It is noteworthy that, with few 
exceptions the decision to dis- 
continue was not dictated by 
financial difficulties, but rather by 
the particular circumstances char- 
acteristic of each individual firm’s 
situation. 

In any impartial study of the 
facts regarding the various houses 
involved, it soon becomes evident 
that no standard pattern applies. 

To conclude that the happenings 
of the past year or so foretell the 
demise of the hardware wholesaler, 
is a generalization that has no 
foundation in fact! 

Many of you have seen the statis- 
tics indicating the changes which 
have taken place in our association 
membership during the past 10 
years. Whereas 20 members have 
left the field during that period of 
time, 20 new ones have joined our 
association, again pointing up the 
fact that ours is an extremely 
stable business. 

What we have been experiencing 
is only to be expected in a period 


acts Young Hardware Wholesalers 


More than 50 young hardware wholesalers and association officers met at the Forty and Under Breakfast, 
Oct 6 under sponsorship of NWHA and NASMD. At the head table are, left to right: R. Bruce Wall, secretary; 
James P. Townley, vice-president; Thomas A. Fernley, Jr., managing director; John S. Stiles, NWHA president; 
Louis F. Demmler, NASMD president; Howard W. Price and A. B. Lewis, association vice-presidents, and Robert 


C. Fernley, secretary, NASMD. 
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such as that which we have been 
going through. 

Actually. it is surprising and 
gratifying that so few have suc- 
cumbed. 

Compared to practically any 
other industry — the mortality 
among wholesale hardware dis- 
tributors is astoundingly low! 

It is not my intent to play ostrich 
and minimize the fact that we are 
going through a rugged period. 

We are all scrambling to make a 
profit and not finding it easy. But 
this is nothing new! 


We're under fire again 


The depression of the early 
thirties jarred the economic struc- 
ture of the entire country to its 
very foundations but our industry 
survived it and came back stronger 
than ever. 

When World War II came along, 
the Washington brain-trusters de- 
cided that the wholesaler was a 
peace-time frill which could well 
be eliminated. To their surprise 
and embarrassment, they found 
that someone had to perform the 
wholesalers’ economic function and 
we again bounced back. 

Now we hardware wholesalers 
are again under fire. This time 
from those who believe we have 
outlived our usefulness, and we are 
about to witness a revolution in 
distribution. Presumably, we are 
not long for this world. 


Who can do it better? 


From where I sit it looks as 
though these prophets of gloom 
have a pretty lively corpse on their 
hands. 

Despite the price wars, spawned 
by these so-called “mass merchan- 
disers,” despite the new types of 
competition springing up from 
every side to create more head- 
aches, I am firmly convinced that 
when the smoke clears away, the 
hardware wholesaler will be more 
firmly entrenched than ever while 
the bulk of the “new era merchan- 
disers” will have run their course. 

Why do I believe this is so? 

Why am I confident we will sur- 
vive the current onslaught? 

For the same reason we have 
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survived wars, panics, depressions 
and adversity of every description, 
time and time again. 

Because we perform basic eco- 
nomic functions—because our func- 
tions cannot be eliminated in any 
system of _ distribution—because 
we can perform those functions 
more efficiently than can others. 

In our wholesale hard-lines field 
someone must do the selling—and 
there is no one better equipped to 
do that job than we wholesalers 
with our 12,000 salesmen blanket- 
ing this country! 


We put up the money 


Someone must do the financing 
and the aggregate investment of 
over three-quarters of a billion dol- 
lars, which we hardware whole- 
salers have available for this pur- 
pose, is unparalleled! 

Someone must do the warehous- 
ing and our 500 warehouses 


throughout the United States, from 
which we annually make millions 
of small shipments to almost three 
hundred thousand outlets, provide 
a service of supply that i. un- 
equaled! 

We are far and away the best 


and most efficient distribution in- 
strument available to the average 
hard-lines manufacturer. 

But we're kidding ourselves if 
we believe this is an automatic 
process, if we believe volume busi- 
ness is going to flow through our 
channels just because we’re here 
and available, if we believe manu- 
facturers are going to scramble to 
put their merchandising future in 
our hands without being  thor- 
oughly sold on the manufacturer- 
wholesaler-retailer method of dis- 
tribution. 

It’s just not that easy. 

One of our major tasks is that 
of getting our suppliers whole- 
heartedly on our team. 

The mushroom success of some 
of the discount houses, catalog 
houses and wholesalers who per- 
form only a portion of the distribu- 
tion function, has so dazzled some 
of our sources that they fail to see 
the forest for the trees. 

They fail to recognize that these 
outlets are parasites which simply 
cannot exist without the help of the 
traditional distribution channels. 

They fail to realize that these 
outlets want only lines and brand 
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names which have consumer ac- 
ceptance—items which have been 
developed by service—functioning 
wholesalers and retailers. 

They ignore the fact that the 
creed of these operators is “estab- 
lish the market for us—then we'll 
cut the price!” 

And we’ve nobody but ourselves 
to blame! 

I believe that all of us have been 
far too complacent. As individual 
firms, we have failed to continually 
shout the praises of our industry 
at every opportunity. 

We have allowed our manufac- 
turing friends to take us too much 
for granted in formulating their 
distribution plans. 

We have failed to speak up 
sharply and consistently, when 
sales policies were adopted which 
were contrary to our best interests. 

Just as our well-being is de- 
pendent upon the success of the 
retailer, so is the manufacturer’s 
future equally dependent on the 
well-being of the wholesaler. 

We’ve got to make our suppliers 
recognize that over the long pull, 
they are hurting themselves when 
they are hurting us. 

All of us in the hard-lines field 
be we at the retail, wholesale, or 
producing level, must realize that 


‘we are all in the same boat and 


begin pulling together, instead of 
in twenty different ways at once. 
How can we move forward? 
What can we do to cooperate 
with each other for our mutual 
benefit ? 


A time for decision 


In my humble opinion, one of the 
most important moves must be 
made by the manufacturer. 

He must stand up and 0be 
counted. 

He must choose between a 
method of distribution which in- 
cludes the so-called “wholesale” 
catalog house—Discount house— 
short - function wholesalers — and 
similar operations, or he must elect 
to cast his lot with the independent 
distributor. 

I believe it is going to be ever 
more difficult for the suppliers in 
our field to continue to carry water 
on both shoulders. 

The successful wholesaler is in- 
creasingly eliminating duplications 
in his lines, and among his first 


candidates for oblivion will be 
those sources who insist they must 
sell any and all comers, regardless 
of the effect on the loyal customers 
who have helped them create de- 
mand for their products over the 
vears. 

We wholesalers who believe in 
functioning in the traditional man- 
ner have got to hold up our end 
of the bargain. 


We must give support to the 
manufacturer who casts his lot 
with the full-function wholesaler. 


Support your friends 


I don’t mean that a good sales 
policy is all any manufacturer 
needs to secure our complete coop- 
eration, although without this 
foundation no enduring relation- 
ship can result. 

Obviously, he must also have a 
product of merit, which is com- 
petitively priced, and which has 
acceptance in the market-place, 
before we can afford to give him 
our complete attention forsaking 
all others. 


Nonetheless, all other things being 
equal, we are sowing the seeds of 
our own destruction if we continue 
to promote the lines of suppliers 
who refuse to acknowledge that we 
are performing services for him 
which he is not getting from other 
channels of distribution. 


If we continue to promote a line 
of merchandise which provides the 
same compensation for the catalog 
wholesaler as it does for the whole- 
saler who performs all the tradi- 
tional functions, for example, we 
are simply asking for trouble. 

In turn, the retailer must make 
Similar decisions, 

There are signs that the average 
dealer is now awakening to the 
seriousness of the situation, and 
is aware that he can no longer 
afford to support the lines of man- 
ufacturers who are undercutting 
him through sloppy selling policies. 

As this awareness spreads, it 
may prove a serious problem for 
those suppliers who have failed to 
properly support the traditional 
manufacturer - wholesaler - retailer 
distribution chain, and no whole- 
saler can successfully continue to 
promote a line which has lost its 
appeal to the retailer. 

I repeat: 
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It’s time we realize we are all 
in the same boat. 

It’s time we all started to pull on 
the oars together. 

A manufacturer with a sound, 
fair sales policy, which recognizes 
the true value of the functions per- 
formed by our distribution system, 
whose product has merit, and is 
properly advertised and promoted, 
is deserving of the unstinting sup- 
port of the independent wholesaler 
and retailer. 

Working together in this way, 
we can expect to _ successfully 
weather the current storm and re- 
turn a reasonably degree of sta- 
bility to the hard-lines field in 
which we operate. 


Presidents” 


As these discount houses, super 
markets, catalog houses, drug 
stores have made serious challenges 
to our position as vital links in the 
distribution chain, as they have 
risen to claim that they are better 
equipped to perform the distribu- 
tion function than we, we have 
found it necessary to put our own 
house in order. 

We have found it necessary to 
find better and more efficient means 
of getting the job done. 

We have had to develop greater 
agility, alertness, and a forward- 
looking habit of mind in order to 
avoid being destroyed. 

Some things 


very important 
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have been achieved which other- 
wise we might not have accom- 
plished at all. 

Our industry is lean and hard as 
never before, and as a result, we 
are better prepared than ever, to 
fulfill our role as a vital link in the 
distribution process. 

The economic pendulum is due to 
swing back. When it does, a sound, 
healthy and aggressive wholesale 
hardware industry will be ready. 


Reception Starts 19538 Convention 


: ? 
‘ 2 





With the Presidents’ Reception Oct. 5 the 1958 joint hardware convention got under way in Atlantic City. 
In the receiving line to the right, left to right, are John C. Cairns, AHMA president and Mrs. Cairns; A. S. 
Johnson, AHMA vice-president and Mrs. Johnson; Louis F. Demmler, NASMD president and Mrs. Demmler: 
A. B. Lewis, NASMD vice-president and Mrs. Lewis. The left receiving line, left to right: John S. Stiles, 
NWHA president and Mrs. Stiles; and Paul C. Nicholson, Jr.. AHMA vice-president and Mrs. Nicholson and 
Howard W. Price, NWHA vice-president and Mrs. Price. 
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A Cold, Hard Look At Distribution 








by James P. Townley 
Vice-president 

Townley Metal & Hardware Co. 
Kansas City, Mo. 





(Opposite page} Officers, who directed the 1958 convention 
and some members of the advisory board and executive 
committee of the American Hardware Manufacturers Asso- 
ciation. Seated first row, left to right: Franz T. Stone, Colum- 
bus McKinnon Chain Corp., advisory board; George H. 
Day, Il, Lumite Div., Chicopee Mills, executive committee: 
A. S. Johnson, National Carbon Co., vice-president; John C. 
Cairns, Stanley Works, president; John Gibson, Ill, McKinney 
Mfg. Co., and Paul C. Nicholson, Jr., Nicholson File Co.., 
vice-presidents; Ray C. Fischer, Irwin Auger Bit Co., execu- 
tive committee, and Fayette R. Plumb, Fayette R. Plumb, 
advisory board. Second row, left to right: Norman W. Foy, 
Republic Steel Corp., and R. C. Hudson, H. D. Hudson Mfa. 
Co., executive committee; Robert G. Thompson, Lufkin Rule 
Co., and John S. Tomajan, Washburn Co., advisory board; 
W. G. Rector, True Temper Corp., and E. J. O'Leary, Ruberoid 
Co., executive committee; George H. Halpin, Minnesota 
Mining & Mfg. Co., advisory board, and Arthur L. Faubel, 
secretary-treasurer. Third row, left to right; R. H. Coleman, 
Remington Arms Co., advisory board; E. J. Parker, Ameri- 
con Hardware Corp., and H. M. Huffman, Jr.. Huffman 
Mfg. Co., executive committee; Harold F. Seymour, Colum- 
bian Vise & Mfg. Co., advisory board; Stanley J. Reush, 
Atkins Saw Div., Borg-Warner Corp., Ben Billinger, Gilbert 
& Bennett Mfg. Co., Harold S. Hobson, Seymour Mfg. Co.., 
and William H. North, Ferry Cap & Set Screw Co. exec- 
utive committee. 
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“ .. with Fair Trade now out of the 
picture, only selective distribution 
and some restraint on selfishness will 


maintain an orderly market... .” 


We are on quite a merry-go-round, takes us around 
in great big circles. 

I can remember my father expressing his concern 
over the changes in marketing and distribution, for 
the mail order houses were new and growing rapidly 
and he was frankly worried about the future of the 
independent retail merchant and wholesaler. He ex- 
pressed that concern sometime before his death, and 
my father died 32 vears ago. 

I have two little bovs at home in Kansas City. If 
they can earn the right to enter into the management 
of my company, one of them may be saying the same 
thing from this platform some 32 years from now. 

The merry-go-round will continue to go around 
and we will face apparent changes in the distribution 
picture in their future, as we have in my present, 
and my father’s past. 

What we need to do when questions arise as to 
changes in distribution, when a few old line whole- 
salers sell out or liquidate, when a few slightly differ- 
ent forms of distributors or retailers grow and 
prosper, when the sales managers of various manu- 
facturers start to carry water on all of their shoul- 
ders in order to be on the right horse when he comes 
to a stream—what we need to do is to take a cold, 
hard look at the channels of distribution. 

First of all, let’s look at a manufacture and dis- 
tribution flow chart. Let’s see what basic steps 
must be taken, in this country of mass production 
and high standard of living to move an item of 
hardware from raw material, through manufacturer, 
through distribution, and into the hands of the ulti- 
mate consumer, paid for in full. 

You will note that steps 1, 2, 3 and sometimes 4 
are the steps in this flow chart that come under the 
heading of “Value Added by Manufacture” and that 
steps 5, 6, 7 and sometimes 4 are the steps that come 
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under the heading of “Value 
Added by Distribution,” which is 
too commonly and unfortunately 
referred to as the “Cost of Dis- 
tribution” yet they are all neces- 
sary steps to move masses of raw 
materials into finished goods and 
into the hands of consumers, paid 
for in full. 

This flow chart represents the 
most economical means, time 
proven and tested, to move large 
volumes of merchandise into the 
hands of a mass buying market. 

These are the steps through 
which flow the great bulk of man- 
ufactured goods, whether they be 
hardware, soft goods, groceries or 
what have you. Each of these 
steps must be performed. The only 
real variation is who performs 
them. 

Obviously these steps are the 
ones taken when an independent 
manufacturer sells to an indepen- 
dent wholesaler who in turn sells 
to an independent retailer for de- 
livery to the consumer. 

The vast majority of hardware 
moves through that channel: It is 
the old-time method of distribu- 
tion that developed in the early 
days of this vast country of ours 
when small New England and 


Atlantic seaboard manufacturers 
started supplying finished manu- 
factured goods to the growing 
pioneer communities west of the 
Appalachians. 

Economics, financial limitations, 
the cost and delay of transporta- 
tion make it just as important to. 
day as it was 150 years ago. 

These same steps are _ taken 
when an independent manufac- 
turer sells to a large chain outlet, 
who warehouses the merchandise 
in central distribution points, for 
quick and ready «delivery to his 
own or associate retail stores for 
delivery to the consumer. 

The mail order short cut, de- 
signed to eliminate Step No. 7, 
the retail store, had its limitations 
and was not the answer. The 
many new retail store outlets of 
Sears and Wards prove that point. 

The same steps are taken when 
a manufacturer owned and con- 
trolled by a large distributing 
organization ships to the ware- 
house or warehouses of its parent 
and in turn to retail outlets and 
on to the consumer. 

Each step on our chart, one way 
or another, must be made. If any 
step was not necessary, or did not 
perform an economical function, 





Value added by manufacture 


(a) Sales 
(b) Stockpiling 
(c) Financing 


Step 3 Manufacturing 
(a) Sales 
(b) Warehousing 
(c) Financing 
(d) Advertising 
Value added by distribution 





Step 1 Procurement and proc- 
essing of raw materials 


Step 2 Freight of raw materials 


Step 4 Freight of finished goods 


Manufacture and Distribution Flow Chart 


Here are basic steps of mass production for getting merchandise 
from the maker through to the ultimate consumer 


to distributor 


Step 5 Wholesale distribution 
(a) Sales 
(b) Warehousing 
(c) Financing 


Step 6 Freight from distributor 
to retailer 


Step 7 Retailing to consumer 
(a) Sales 
(b) Stocking 
(c) Financing 
(d) Advertising 
(e) Display 
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it would be eliminated and would 
have been eliminated a long time 
ago. 

Why have we, during the past 
year or two in particular, had a 
critical finger pointed at the “Cost 
of Distribution’—the term that 
s »;0uld be the “Value of Distribu- 
tion?” 

Is there a better way to dis- 
tribute in great volume the goods 
of many manufacturers to millions 
of consumers? 

Is it because of malfunction on 
the part of distributors and re- 
tailers? 

I’ll answer both of those ques- 
tions. 

There is no better way. 

Sure, a small factory could sell 
direct to the consumer, but only 
up to a very limited volume of 
sales. When it grows beyond that, 
it must have mass distribution to 
give it mass production if its 
products are to be competitive in 
consumer cost. 


We are catching up 


As for the question of malfunc- 
tion on the part of wholesale dis- 
tributors and retailers, I think 
that some blame can be shoul- 
dered, but it also falls partly on 
the shoulders of manufacturers. 

During, and since, World War 
II there has been tremendous 
strides made in this country in 
reducing the cost of manufacture 
—that is, the cost of manufacture 
exclusive of the cost of labor. New 
machinery, conveyor belts, elec- 
tronic equipment, new plants have 
all been utilized to turn out vast 
quantities of finished goods. 

A great deal of capital has been 
spent to modernize manufacturing 
facilities. Our late boom period 
was principally because of that. 

Wholesalers and retailers lagged 
behind in modernizing their es- 
tablishments. 

In the past two years there has 
been a very noticeable trend on 
the part of retail hardware stores 
and lumber yards with hardware 
departments to modernize their 
places of business. 

We in the wholesale distributing 
field are lagging behind. 
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A record number of members and quests filled the ballroom of the Shelburne Hotel to overflowing for the 





Oct. 5 meeting of the Central States Hardware Club. Shown here at the officers’ table (seated, from left): Dwight 
L. Myers, Swan Rubber Co.;: Rol B. Plumb, Rol B. Plumb Co.; Will J. Feddery, HARDWARE AGE; Ben Leve: John 
F. Gallagher, E Z Paintr Corp. (at speaker's desk), president; R. R. Osborn, Turnbuckles Inc.; John S. Stiles, 
president, NWHA;: Arthur L. Faubel, secretary-treasurer, AHMA; and Ralph E. Kirby, managing director and 
treasurer, Southern Wholesale Hardware Assn. Standing (from left): Howard S$. Mulholland, Behr-Manning 
Co.; Walter J. Morrison, G. F. Wright Steel & Wire Co.; E. W. Swartwout, Minnesota Mining & Mfg. Co..; 
R. P. Melius, Portable Electric Tool Inc.: R. J. Samuelson, Greenlee Tool Co.: and J. R. Mohr, American Steel & 
Wire Div., United States Steel Corp. 


Too few of us have streamlined 
our order handling and trimmed 
the fat of costs from our opera- 
tions. This we must do. 

But with the modernizing of 
manufacturing plants and the 
building of new ones, has come 
an over-production, and that tem- 
porary over-production has done 
more to point the critical finger 
at distribution than any one 
thing: “If we manufacturers can 
make it and you wholesale distrib- 
utors can’t sell it as fast as we 
can make it, then there is some- 
thing wrong with you.” 

At least that seems to be the 
attitude of some manufacturers 
and so they change their sales 
policies and go into competition 
with us, skimming some of the 
cream by going direct to our 
major retail outlets. 

Are there short cuts that we 
can take that would for all time 
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be beneficial to manufacturer and 
even to us as wholesale distribu- 
tors and to the retail dealers? 

Some are being tried. 

Let’s take a look at them. 

(1) Drop shipments is one such 
gimmick—the policy of a manu- 
facturer shipping direct to a re- 
tailer and billing it through a 
wholesaler at the same cost as 
a shipment to the wholesaler’s 
stock. 

Where does it fit into our chart, 
and what items of expense does it 
change? 

Under Step 5, “Wholesale Dis- 
tributor,” there is a saving in- 
volved for he does not have to 
warehouse the drop shipment mer- 
chandise, nor does he have to 
invest in inventory. 

It is sold before he orders it. He 
has acted as simply a sales broker, 
retains part of the commission 
and passes on part of the savings 


as a cut price to the dealer. 

Under Step 7, the retail dealer, 
it’s really more of a loss than of 
a gain. 

He buys the drop shipment at 
a cut price but the overloading 
of stock, the unbalancing of in- 
ventory, and the slowness of de- 
livery in a retail industry notori- 
ous for poor turnover makes a 
very doubtful gain. 

Now look at Step 3, the manu- 
facturer. If he does it for one 
wholesaler he must do it for all, 
and if all adopt his drop shipment 
program, and no longer stock his 
merchandise, he takes on the cost 
factors that the wholesaler has 
eliminated and more. 

His warehousing expense goes 
up, for wholesalers are no longer 
warehousing his finished goods 
for him. 


His financing cost goes up, for 
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he must carry the inventory now 
owned by wholesalers. 

His sales expense increases be- 
cause he is processing many small 
orders rather than few large ones, 
he is providing more promotional 
material, and ultimately he will 
find his sales limited to a few 
large dealers who can afford drop 
shipments while the multitude of 
small dealers eliminate his line 
since they can’t buy at the same 
cost. 

There is no short cut or elimi- 
nation of overall expense by the 
drop shipment program. 

(2) Selling direct to larger re- 
tail accounts is another avenue 
designed to short cut some of the 
steps in our flow chart. 

First of all, this always crops 
up more noticeably in periods of 
over production. 

The very fact of greater and 
greater production tends to shove 
distribution costs upward. The 
more that is made, the more money 
must be spent disposing of it at 
2a profit. 

Manufacturers employ more 
salesmen and put more pressure 
on salesmen to produce volume. 
To turn in a satisfactory sales re- 
port those salesmen go down the 
ladder and_ sell direct, even 
though they are competing with 
and taking business away from 
their distributors. 


« 





{Opposite page) Here are Na- 
tional Association of Sheet Metal 
Distributors officers, some members 
of the executive committee and ad- 
visory boord who directed the 1958 
convention. Left to right clockwise 
are: Ray P. Farrington, Potts-Farring- 
ton Co., advisory board; A. M. Rob- 
erson, C. M. McClung & Co., and 
Conner Clopp, Conner Mfg. Co., 
executive committee; John P. Speck, 
Tiffin Art Metal Co. Alexander 
Thomson, Tanner & Co., and A. M. 
Vorys, Vorys Bros., Advisory board; 
W. O. Schoedinger, F. O. Schoe- 
dinger, Inc., executive committee: 
Roger K. Becker, Ohio Valley Hard 
ware Co., advisory board; W. S. 
Brown, Berger Bros. Co., and Noel E. 
Girard, Girard Steel Supply Co.., 
executive committee; A. B. Lewis, 
Palmer-Donavin Mfg. Co., vice-pres- 
ident; Louis F. Demmler, Anchor 
Sanitary Co., president; R. Bruce 
Wall, secretary, NWHA and Lee J. 
Haines, E. E. Souther Iron Co., ad- 
visory board. 
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This is a cream skimming oper- 
ation. They expect the old, full 
line distributor to beat the bushes 
in the expensive areas for the ac- 
counts the manufacturer can’t 
afford to handle direct while they 
skim the cream from the few big 
accounts. 

Actually it doesn’t mean any 
greater volume for the manufac- 
turer and part of the volume is at 
a higher cost in that he is furnish- 
ing the three steps of sales, ware- 
housing and financing that appear 
under Step 5 on our chart. 


Skim milk with cream 


And ultimately, when distribu- 
tors one by one get fed up on 
skimmed milk, the manufacturers 
line is dropped for one that is 
properly homogenized, and _ in- 
cludes both the cream and the 
skimpy accounts. 

(3) A third policy of sales that 
is theoretically designed to lower 
the cost of distribution, and 
which in reality certainly reduces 
the value added by distribution, is 
that of the manufacturer, or 
wholesaler, who sells direct to dis- 
count houses. 

And in this category I include 
the manufacturer who knowingly 
sells distributors that are cutting 
prices by shipping their merchan- 
dise out of their territory for 
a mere brokerage commission, 
thereby competing with the full 
stocking distributors who are 
maintaining a sales force and in- 
ventory. 

This creates a price disturbed 
market. 

A price disturbed market makes 
Steps 5 and 7 on our chart un- 
profitable for distributors and re- 
tailers. 

When lines become unprofitable, 
they are discontinued or put on 
the back shelf. When that hap- 
pens a manufacturer’s sales vol- 
ume goes down and his cost of 
distribution goes up. 

A perfect example of this is 
what happened in the electrical 
houseware industry during the 
past couple of years. I am sure 
you all know the disturbed condi- 
tion that market has been in, 
brought about by discount house 
selling. 

Unless an item is extensively 
advertised, priced, displayed and 
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promoted at the retail level, it 
has no value to the discount 
house. 

The discount house expects the 
“Value Added by Distribution” to 
be provided by someone else, and 
then he cuts the price. 

In May of this year a number 
of the major manufacturers of 
electric housewares were re- 
quested to appear before the 
Senate Subcommittee on Retail- 
ing, Distribution and Fair Trade 
Practices under the chairmanship 
of Senator Humphrey. They were 
asked to present facts and figures 
pertaining to the trade of national 
brand products when Fair Trade 
is not possible, and the effects of 
discount selling upon small deal- 
ers engaged in the sale of the 
products of these major manufac- 
turers. 

It was convincingly brought out 
that these manufacturers had to 
utilize mass merchandising tech- 
niques to move the greatest vol- 
ume of goods to the greatest 
number of people, at the lowest 
possible cost, and to do so it was 
highly important that their prod- 
ucts be widely displayed and con- 
tinuously available in the stores 
of many thousands of small, in- 
dependent merchants as well as 
their larger competitors. 


And out goes the line 

Examples were given, in states 
like Missouri, where a sudden 
wave of discount selling occurred 
in 1957 with these results: 

Dealers handling one manufac- 
turers line decreased from 2125 in 
number to 334 dealers. 

Of these remaining dealers, 84, 
or 4 percent of them were doing 
80 percent of the business. 

The extreme price competition 
resulting in drastic bargain sales 
should have theoretically stimu- 
lated sales, but this manufactur- 
ers volume dropped off over 30 
percent in Missouri during 1957 
though their business nationally 
was ahead of the calendar year 
1956. 

It is easy to conclude from the 
testimony of these manufacturers 
that price cutting by discount 
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houses and downtown department 
stores causes concentration of 
products in the hands of fewer 
and larger dealers, that their lines 
disappear from the shelves of the 
many small dealers, that the ulti- 
mate result is less volume instead 
of more for the manufacturer in 
spite of lower prices being adver- 
tised to the consumer. 

When these proper channels of 
distribution are interrupted or 
short cutted, chaos can result 
which is immediately felt by the 
retailer and distributor, eventu- 
ally by the manufacturer, and ulti- 


mately by the consumer who can 
no longer buy the chosen item in 
his neighborhood shopping center 
or community. 

Only you, the manufacturer, 
can select and control your dis- 
tribution outlets, and you should 
remember that no discount house 
or downtown department store is 
going to advertise and sell your 
product at a cut price when that 
item no longer has a market price 
and is no longer displayed and 
sold on the store shelves of the 
many independent merchants. No- 
thing is deader than a football 


that has been deflated. 

With Fair Trade out of the pic- 
ture, only selective distribution 
and some restraint on selfishness 
will maintain an orderly market. 

We apparently may have to live 
with the ills of over production 
until some time in the 1960s. 

The sales policy you manufac- 
turers make and follow during 
these interim years can feasibly 
make you or break you. 

You may have to pay a price for 
that policy, but it should be made 
and lived with, for the sake of the 
long pull rather than the quick 
dollar. 


Can Dealers Afford to Buy Direct? 





by R. W. Maycock 

Manager 

ZC M1 Wholesale Distributors 
Salt Lake City, Utah 


A retailer can afford to buy di- 
rect provided he receives a suf- 
ficient increase in gross margin to 
offset his decrease in turnover. 

How much increase in gross 
margin is necessary to offset a 
given decrease in turnover in order 
that a retailer will still receive the 
same return on his inventory in- 
vestment? 


Let us suppose that a retailer is 


. 





*... profit on investment is key to 


success, and dealers can afford to buy 


direct if the increase in gross margin 


offsets the decrease in turnover .. .” 


buying a line from a wholesaler on 
which 


annual sales are a 

gross margin percentage is............ 
gross margin dollars are.............. 
leaving cost of sales 


$1000 
334% 


This retailer asks the manufac- 
turer’s representative if there is 
some way he can increase his gross 
margin on this line. 

“Yes,” replies the manufactur- 
er’s representative, “we can sell 
you at the same price you pay your 
wholesaler but can give you a 62% 
percent discount off the retail list 
(thereby increasing the gross mar- 
gin from 33% percent to 40 per- 
cent if your order amounts to $330 
or more.” 

Can the retailer afford to pass 
up this additional 6°4 percent of 
gross margin? 

To answer this question, let’s 
see what the retailer’s approxi- 
mate turnover is now, based on 


buying this line from his whole- 
saler: 


RETAILER TURNOVER WORKSHEET 


Sales Ending 
Purchases at Cost Inventories 

Dec... ... XXXX XXXX 80 
san... 110 50 140 
Feb. 50 }90 
Mar.. es 100 50 140 
Apr. 50 
May 100 iO) 
June 50 
July. 100 50 
Aug. 50 
. dept. | 110 50 
. Oct. nT 117 
. Nov... 90 50 
. Dee 50 80 

Totals. .. XXXX (d)667 (a) 1450 
(a) Total inventories 
(b) 13 or fewer number of inventories making 

up (a) 
(c) Average inventory 
(d) Total sales at cost 
(e) Turns 


20 IP ON me OS 


— ht 
we OS © 


——d 
w 


bs RE 
@ 11 / @) 667 
(b) 13 (a) 1450 


Based on the assumptions in the 
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Johnson, National Carbon Co.; G. S. Case, Jr., Lamson & Sessions Co.; John Gibson Ill, McKinney Mfg. Co..; 
R. A. Aldeen, Amerock Corp.; P. C. Nicholson, Jr., Nicholson File Co.; R. L. Waterman, Corning Glass Works; 
G. H. Day Il, Lumite Div., Chicopee Mills, Inc.; and R. C. Fischer, Irwin Auger Bit Co. 


foregoing table, it will be noted 
that the retailer is receiving 6 
turns on this line. 

Now, let’s see what his return 
on his inventory investment is at 
3344 percent gross margin. The 
following table indicates that he 
receives $3 of gross margin for 
every dollar invested in inventory: 


Gross MARGIN RETURN WORKSHEET 


Present Proposed 
Method Method 
Sales $1000 $. 
Gross margin 3344% _~ a 
Gross maryin. $333 $. 
Sales at cost $667 $. 
Average inventory Sill $ 
Turnover rate. 6 
Gross margin return on each 
$ invested .... is $3 OS. 


What will this retailer’s turn- 
over be on this line when he buys 
direct with a minimum order of 
$330? 

Assuming his beginning inven- 
tory and sales the same as when he 
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purchased from his wholesaler, the 
following table indicates that he 
will secure only 3 turns when buy- 
ing direct: 


RETAILER TURNOVER WORKSHEET 


Sales Ending 

Purchases ai Cost Inventories 

l. Dee.. Aue. aa 80 
2. Jan. 330 50 360 
3. Feb. 50 310 
4. Mar.... 50 260 
3. Apr. 50 210 
6. May 50 160 
7. June 50 110 
8. July.. in 330 50 390 
9. Aug. 50 340 
Pe Ce cha ve 0 50 290 
11. Oct. 7 117 180 
RS PeeWee 6k 50 130 
Si Sik ee 50 80 
Totals. XXXX (d)667 (a) 2900 


(a) Total inventories 
(b) 13 or fewer number of inventories making 
up (a) 
(c) Average inventory 
(d) Total sales at cost 
(e) Turns 
(ec) 3 
(c) 223 / (d) 667 


(0) 13 / (3) 2900 


Will the additional discount of 
622 percent offset the loss of 3 
turns? 

The following table indicates 
that when buying direct on the 
basis outlined above, the retailer 
will receive only $2 in gross mar- 
gin for each dollar invested in in- 
ventory: 


GROSS MARGIN RETURN WORKSHEET 


Present Proposed 
Method Method 
Sales. $1000 $1000 
Gross margin. 3316 40% 
Gross margin. $333 $400 
Sales at cost. ... $667 $600 
Average inventory $11] $200 
Turnover rate. 6 3 
Gross margin return on each 
$ invested .. $3 $2 


We can see from the above table 
that the 624 percent additional 
gross margin is not sufficient to 
offset the reduction in turnover— 
which is the same as saying that 
the additional gross margin is not 
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sufficient to offset the increase in 
inventory investment. 

We now come to the key ques- 
tion: “How much additional dis- 
count—or total gross margin— 
would a retailer have to secure to 
get the same return on his inven- 
tory investment?” 

We can see from the following 
table that we have three un- 
knowns: 

(1) Gross margin. 

(2) Sales at cost. 

(3) Average inventory. 


GROSS MARGIN RETURN WORKSHEET 


Present Proposed 
Method Method 


$1000 $1000 
Gross margin. meet 334G~—««. q 
Gross margin. aie $333 
Sales at cost. sata $667 
Average inventory........... S1il $..... 
Turnover rate. __. basa 6 3 
Gross margin return on each 

$ invested... ... $3 


If we can secure any one of these 
three figures, we can then compute 
the other two. 

Table 1 gives us a figure. We 
can verify the fact that a 50 per- 
cent margin with 3 turns will give 
us the same return on our invest- 
ment as 3314 percent gross margin 
with 6 turns: 


GROSS MARGIN RETURN WORKSHEET 


Present Proposed 
Method Method 


: $1000 $1000 
Gross margin. Lee. See 50°; 
Gross margin. Ree $333 $500 
Sales at cost.. fi we $667 $500 
Average inventory........... $111 $167 
Turnover rate.............. 6 3 
Gross margin returned on each 

$ invested........ \. $3 


The retailer can now see that a 
162% percent discount rather than 
a 62 percent discount is required 
in order for him to receive the 
Same gross margin return on his 
inventory investment. 

Even though he were able to 
secure such a discount and thereby 
get a 50 percent gross margin on 
this line, his expenses would be 
higher on an average inventory of 
$167 than they would be on an 
average inventory of $111. There- 
fore, to come out ahead, it would 
require a better return on his in- 
vestment when buying direct. 

Since the cost to a hardware re- 
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= gross margin 
since : 


Table |—How to figure gross margin 


Here is a formula for figuring gross margin in relation to turnover in com- 
pleting the gross margin return worksheet: 





rate of return 


cost. of sales 
and: 





se gross margin 
it follows that: 


estimated turnover 





rate of return 


X 


rate of return 





Eliminating the fraction: 


Therefore: 





Substituting X for gross margin and converting it to a percentage, we have: 


By substituting the figures we have been using in our illustration, we get: 


equals average inventory 


equals average inventory 


cost of sales 
equals ——_—_—___— 
estimated turnover 


1.00 minus X 


equals —— 
estimated turnover 


1 minus X 
equals —— 2 —— 


equals 


3 minus 3X 


» 


equals 3 


equals 5 or 50% 








tailer of carrying an inventory is 
approximately 20 percent (includ- 
ing taxes, insurance, interest, oc- 
cupancy and obsolescence), the 
excess inventory of $56 would cost 
the retailer approximately $11.20. 

Let us take one more example. 

Suppose the manufacturer re- 
quires only a $200 order in order 
to grant the additional 6° percent 
discount. By using our turnover 
worksheet, we find that the retailer 
would get 4 turns instead of 3 on 
the basis of ordering in $200 quan- 
tities. By applying the formula 


Program speaker . . . 


Harry B. Ellis, assistant news editor, 
The Christian Science Monitor, on 


"The Middle East Today.” 


and completing the gross margin 
return worksheets, we find that a 
gross margin of 42.9 percent would 
be required in order to get a $3 
gross margin return on _ invest- 
ment. The retailer can now see 
that a 9.6 percent discount rather 
than a 6°%5 percent discount is re- 
quired to offset the production in 
turnover. 

It’s not the dollars of profit in 
proportion to sales that determines 
profitableness of an _ enterprise. 
Rather, it’s the dollars of profit in 
proportion to money invested. 


Program speaker . . . 


Senator Wallace F. Bennett, Utah, 
on ‘Prosperity Without Inflation. 
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Steel Outlook: 


Buy Now 








by Tom C. Campbell 
Editor-in-Chief 

The Iron Age 
Philadelphia, Pa. 


Many steel users who now feel 
they have all the steel they need, 
and can get more any time they 
want it, may be quite disappointed 
later this year and worse off than 
that by next spring. 
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“. . . Now is the time to buy if your 


current inventories are low. Soon de- 


liveries will be extended. And things 


will be hectic next spring... ’ 


Already deliveries are being ex- 
tended for hot- and cold-rolled 
sheets, bars, tinplate and galva- 
nized sheets with the probability 
that cold-rolled sheets will be 
harder to obtain as the auto in- 
dustry steps up its order volume. 

While we will have no steel 
boom or shortages such as we had 
a few years ago, the hand-to-mouth 
buying policies of some users will 
put them in a bad way competi- 
tively. 

The high point in steel opera- 
tions in this quarter will easily 


’ 


reach 75 per cent of capacity and 
that level will be exceeded for a 
few weeks. 

Reason for this optimism is the 
general feeling of better business 
among steel consumers other than 
automotive. 

The advance in the steel rate 
from 47 percent of capacity last 
April to an expected average of 
75 percent or slightly more in the 
fourth quarter could be considered 
a rapid recovery even though the 
rate will not hit 100 percent. It 
may be next June or later in 1959 


Conference Booth Program at Atlantic City-19538 
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before the steel rate reaches 90 to 
95 percent. 

We look for a tough bargaining 
session between the Steelworkers’ 
union and the steel firms. Further- 
more, there is more than a 65-35 
chance of a long and bitter steel 
strike. 

Union officials are adamant in 
demands for higher wages and 
fringe while the steel firms are 
just as strongly opposed to grant- 
ing raises and fringe which would 
force another compensating steel 
price increase. The result could be 
a strike which might last as long 
as six to eight weeks. 

Do not look for any sharp up- 
ward surge in steel business of 
boom proportions until next April 
or May when many steel users will 
become aware of the impending 
labor hassle. 

As in the past, many will be 
unprepared for a steel strike be- 
cause they will let their steel in- 
ventories slide to a point insuffi- 
cient to support their own opera- 
tions while a strike was on. 


Many times in the past many 
steel users who have called for 
the steel firms to hold fast on the 
wage question have been the very 
ones who have called for a settle- 
ment when they ran out of steel. 

I do believe history will repeat 
itself this next year unless many 
steel customers begin to build up 
their supplies to a higher level 
than they have done this week. 

Some customers, in the face of 
better business, are still reducing 
their inventories. The probability 
is that most of these steel users 
will all come into the market at 
the same time next spring, thus 
adding to the confusion. 

If and when the strike comes 
after July 1, 1959, there is a possi- 
bility that more than 16 million 
tons of ingots will be lost tem- 
porarily. 

This tonnage will have to be 
made up so we look for a strong 
operating rate in the last quarter 
of next year; perhaps running as 
high as 90 to 95 percent of capacity. 

It is my guess that the steel in- 
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dustry will make close to 110 mil- 
lion tons of steel ingots next year 
and this allows for any work stop- 
page that might occur. 

Now is the time to buy hot- 
rolled sheets, cold-rolled sheets, 
galvanized sheets, bars, plates 
and shapes if current inventories 
are at a low point. 

Within the next few weeks de- 
liveries on those items will be- 
come extended to the point where 
often you will have to go out of 
your regular buying area if you 
want steel quickly—and even then 
you will not find the kind of a de- 
livery you will want. 

Furthermore, things will be 
hectic next spring and a satisfac- 
tory inventory now would be a 
good hedge. 


The Select Group: Cooperatives 





For many years we have reported 
to you on the situation in regard 
to cooperatives and their effect on 
our industry. 

Today these tax-free parasites 
still remain “The Select Group” of 
this country. 

They are more dangerous now 
than they have been at any time 
because they have had one more 
year in which to retain their tax- 
free earnings and add this to their 
capital whereas their competition 
is paying 52 percent to the govern- 
ment. 

To meet the competition of co- 
operative wholesalers, the indepen- 
dent tax-paying distributors have 
been forced to cut their margin to 
an unhealthy level with volume re- 
bate, direct-from-factory deals and 
payment of freight charges. 

This has raised havoc in the 
wholesale hardware field and has 

















resulted in reducing profits on the 
average to less than 2 percent of 
sales. 

Possibly the cooperatives in the 
hardware manufacturing field have 
not yet been noticed. But, in the 
lines of fertilizers, oils, cotton and 
dairy their progress has been out- 
standing and from the success in 
these other fields you can be sure 
that the hardware industry will 
be next. 

Let us first look at the problem 
from the manufacturers’ stand- 
point. 

Even though a manufacturer 
may not have direct competition 
from a competing co-op, still what 
are his problems as they exist to- 
day? 

If all hardware wholesalers 
throughout the country were to 
convert their operations to that of 
a co-op, or “dealer-owned” whole- 


by H. L. Thompson, Jr. 
Co-chairman 

NWHA Committee on 
Cooperatives 

President 

The Bostwick-Braun Co. 
Toledo 
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saler, and eliminate all salesmen 
where would the manufacturers de- 
velop the sales effort so vital to 
their business? 

There would no longer be any 
wholesale hardware salesmen to 
present manufacturers’ new prod- 
ucts and programs. The manufac- 
turer would then have to triple or 
quadruple his sales organization, 
thus raising tremendously the cost 
of his product. 


Dealers have a stake 


At the same time let’s look at it 
from the retailers’ point of view. 

The retailer spends time and ef- 
fort to sell the items in his store. 

Does he like to see the efforts he 
has put forth lost when a consumer 
co-op, or discount house, moves in 
and steals his consumer who hopes 
to get a discount or a rebate? 

Although no specific legislation 
for eliminating the co-op tax ad- 
vantage was passed by Congress 
this year, nevertheless, a great deal 
of successful work has been 
complished. 

In addition to this, tremendous 
strides have been made in having 
other trade associations join with 
us in this important battle. Other 
industries are working on this 
problem with their own industry- 
wide committees just as we have 
done in the wholesgle hardware 
business. 

It is the combined effort of all of 
us that is needed to correct the 
present unfair situation. 


ac- 


Legislation coming up 


I believe I can say to you confi- 
dently that the next session of Con- 
gress after the election will look at 
this matter most seriously and cor- 
rective legislation should not be 
far off. 

It may not be possible to develop 
a full taxation of both co-ops and 
the recipients of patronage divi- 
dends, but at least if we obtain 
partial legislation the sacred prin- 
cipal of no tax for co-ops will be 
broken. 

The managers of the co-ops want 
to be able to accumulate their capi- 
tal on a tax-free basis so that they 
can expand and buy other busi- 


nesses. 

It is this tax-free accumulation 
of capital that is so dangerous to 
everyone in every type of business. 
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If co-ops were taxed on the same 
basis as other businesses, members 
of a co-op would benefit more be- 
cause the co-op management would 
then be forced to pay out their 
earnings in cash instead of 3 or 5 
year debentures or other types of 
allocations. 

This tax - exempt competition 
from the co-ops, in my opinion, is 
the major problem of our industry, 
and tax justice must be obtained 


if our industry is going to continue 
successfully into the future. 

You should not feel discouraged 
because of the long battle. 

Individual businesses or even 
trade associations could do very 
little by themselves in fighting this 
battle. But, banded together under 
one central organization a great 
deal can be accomplished. 

That is why we have the Na- 
tional Tax Equality Association— 





President 
*Adger S. Johnson 


National Carbon Co., Div., 
Union Carbide Corp. 


V ice-Presidents 


John Gibson, III 
McKinney Mfg. Ce. 


Paul C. Nicholson, Jr. 
Nicholson File Co. 


*George H. Day, I 
Lumite Div. Chicopee Mills, Inc. 
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Arthur L. Faubel 
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Executive Committee 
1959 


Ben Billinger 
Gilbert & Bennett Mfg. Co. 


Ray C. Fischer 
Irwin Auger Bit Co. 


R. C. Hudson 
H. D. Hudson Mfg. Co. 


William H. North 
Ferry Cap & Screw Co. 


1960 


W. G. Rector 
True Temper Corp. 


E. J. O'Leary 
Ruberoid Co. 


H. M. Huffman, Jr. 
Huffman Mfg. Co. 


Stanley J. Roush 


Corp. 
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Atkins Saw Div., Borg-Warner 


*Newly elected 


1961 


*R. A. Aldeen 
Amerock Corp. 


*G. S. Case, Jr. 
Lamson & Sessions Co. 


*James C. McKay 
McKay Co. 


*R. L. Waterman 
Corning Glass Works 


Advisory Board 


Fayette R. Plumb 
Fayette R. Plumb, Inc. 


Robert G. Thompson 
Lufkin Rule Co. 


Spencer T. Olin 
Olin Mathieson Chemical Corp. 


John S. Tomajan 
Washburn Co. 


Herbert P. Ladds 
National Screw & Mfg. Co. 


Harold F. Seymour 
Columbian Vise & Mfg. Co. 


George H. Halpin 
Minnesota Mining & Mfg. Co. 


Richard L. White 
Landers, Frary & Clark 


R. H. Coleman 
Remington Arms Co., Inc. 


Franz T. Stone 
Columbus McKinnon Chain 


Corp. 


B. B. Wood 
Wood Shovel & Tool Co. 


*John C. Cairns 
Stanley Works 











the only organization continuously 
presenting our position. 

There is every evidence that we 
are going to gain some measure of 
relief in the next Congress. How 
much depends on us—whether we 
put ourselves 100 percent in the 
battle or remain just half-hearted. 

There is no quicker way to lose 
a battle than to stop fighting. Our 
members have been leaders in this 
fight. Now is the time to continue 
our leadership and get behind the 
program if we wish to be success- 
ful. 

Our association members and our 
manufacturing friends have been 


loyal and helpful in their contribu- 
tions to the National Tax Equality 
Association. 

Your continuing support is ab- 
solutely vital if we are to carry on 
and obtain corrective legislation. 

Experience is invaluable and I 
feel that their present efforts will 
produce the best results. I can 
tell you that they have definite 
plans of action. 

What we need is your whole- 
hearted support so that they can 
earry through. 

On behalf of Seth Marshall and 
myself, I want to thank you for the 
help you have given our committee. 


We are fortunate that we don’t 
have to fight this battle alone; that 
we have allies in numerous other 
industries, who in varying degrees 
are suffering the same kind of com- 
petition. 

I cannot think of any better way 
for our industry to spend its money 
than to support a program that 
will protect it from a growing com- 
petitive menace brought on by the 
Federal income tax advantage that 
our co-op competitors have. 

In continuing our efforts and 
winning this fight, we will be able 
to protect our industry and im- 
prove our profits for the future. 


Modern Order Processing With RAMAC 





by S. E. Cram* 
President 

W. Bingham Co. 
Cleveland 


3 


RAMAC is a memory storage 
device of tremendous capacity. 

We are using it to replace cleri- 
cal functions, to perform those 
functions more accurately, more 
rapidly, in a more acceptable fin- 
ished product, at less expense. 

We expect to continue its use to 
replace further clerical functions 
and to develop and analyze data 
that is not available now, at all. 

Our primary clerical problem is 
this: 

(1) To take a sales order writ- 
ten at random in the field. 


(2) To break it down to a maxi- 
mum of 11 order filling depart- 
ments. 


(3) To arrange the items in 
each department in order filling se- 
quence. 





Editor’s note: Delivered by John 
Dwyer, International Business Ma- 
chines Corp. Mr. Cram was unable 
to attend the convention. Mr. 
Dwyer gave the talk at Mr. Cram’s 
request. 
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(4) To produce the correct 
number of shipping labels for each 
item in each department. 


(5) To use the correct descrip- 
tion and manufacturer’s number. 


(6) To use the right price. 


(7) To compute the correct ex- 
tension. 


(8) To compute the 
salesman’s commission. 


correct 


(9) To produce the invoice. 


Fifteen years ago this was all 
manual. Ten years ago, order du- 
plication became automatic through 
the use of offset printing equip- 
ment. Now we do it with “con- 
trolled measured units of electri- 
eal energy.” 

(At this point a series of 30 
slides was introduced. Each slide 
showed highly specialized functions 
of the RAMAC setup.) 

There are many questions that 
are asked by every visitor we have. 
I think I can answer many of 
those that you will ask now, by 
answering those that have been 
asked the most frequently in the 
past. 

A first question that is always 
asked is this: Are you putting a 
perpetual inventory control on this 
machine? 

The answer is yes. But not in 


the manner in which it is usually 
considered. 

Remember that we are getting a 
production of approximately 33 
finished cards per minute. This in- 
volves many electronic steps with- 
in the equipment—all of which 
take time in terms of micro- 
seconds. Any additional steps in- 
corporated into the process would 
require just so much more time, 
if it were done line by line. By do- 
ing this, we would reduce our 
production from 33 cards per 
minute to perhaps less than 30. 

This is important when you are 
processing from 12 to 15 thousand 
lines per day. 

We intend to put our inventory 
into the RAMAC storage unit. We 
will not, however, up-grade it or 
down-grade it on a per line basis. 
We intend to correct our inven- 
tory levels once a day by using a 
summary punched total of each 
day’s billing cards. 

This will be more than sufficient 
for our purposes. In any installa- 
tion where a line by line perpetual 
inventory is important, it could 
easily be incorporated into this 
process; only, however, at a loss 
in time in getting order into the 
warehouse. 

Second question: What other 
equipment do you need, to process 
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12 to 15 thousand lines a day, in 
addition to the RAMAC? 

We are using eight key punches, 
one verifier, one collator, two sort- 
ers, two 407 accounting machines, 
one 519 document originating ma- 
chine, and one 552 alphabetical in- 
terpreter. 

The RAMAC is divided into sev- 
eral parts, some of which you need 
not take if you have no use for 
them. Such as, for example: the 
printing out-put, if you are going 
to use nothing but the Card Punch 
out-put. 

The total monthly rental on this 
installation including excise taxes 
and state taxes is $6671 a month. 

Next question: Is this installa- 
tion paying for itself? 

Here again as I pointed out be- 
fore, the benefit derived depends 
on the processes that you were 
using before the change was made. 

We use seventeen people in this 
department. Certain other depart- 
ments have disappeared, such as 
operators for seven Multilith ma- 
chines, a cost department whose 
work has now become automatic, 
and comptometer operators for ex- 
tensions and totals on _ invoices. 


These are now automatically ex- 
tended on the original pass through 
the RAMAC. 

To date we have a net saving of 
approximately 20 people in terms 
of office clerical help. On this basis, 
the installation comes pretty close 
to paying for itself. 

We have not as yet incorpo- 
rated projected processes such as 
payrolls, accounts receivable and 
accounts payable, perpetual inven- 
tory with a low point order warn- 
ing, and statistical analysis. 

Under this last heading, we in- 
tend to use statistics that would 
not otherwise be available other 
than at a prohibitive cost, to de- 
velop an accurate distribution 
cost accounting process. 

The danger involved in develop- 
ing the wealth of statistical data 
available is in permitting enthusi- 
asm to run away with common 
sense. 

Time and money must be spent 
only for what is valuable, not for 
the production of beautiful look- 
ing statistics that are not used to 
practical advantage. 

We believe that the side issues 
and supplementary benefits, which 
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in themselves would not justify 
the cost of the equipment, will 
prove to be a very tangible saving 
in the overall installation. 

Another question that is fre- 
quently asked: What happens when 
this thing breaks down? 

We had the first one in the in- 
dustry. We had to learn how to 
use it and IBM had to learn how 
to service it. 

The few breakdowns that we 
have encountered that could not 
be serviced promptly, did not seri- 
ously affect our operation. 

We have occasional delays that 
are being serviced promptly and 
they are occurring less and less 
frequently. They present no more 
serious an obstacle than a break- 
down on any other piece of elec- 
tric equipment that is being used 
in processing. 

Question: How long does it take 
to process a rush order? 

When we decide that any one 
order is important enough to hold 


Old Guard Members Renew Friendships 





Thirty members and quests attended the Old Guard luncheon on Oct. 8. At the head table standing, left to 
right are: William Ives, Baltimore, veteran member of the group; J. Harry Norton, Baird Hardware Co., Gaines- 
ville, Fla.; Harry Hoffner, Old Guard president; John C. Cairns, AHMA president and C. A. Pitts, Old Guard 


secretary. 
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up the processing of all of the 
others, and this is a decision that 
has to be made in any kind of an 
installation, we can put a properly 
written order of 30 lines through 
the entire process in less than 15 
minutes. 

Question: Were you able to use 


any of your former personnel? 
Yes. All personnel in this de- 
partment, with the exception of 
the programmer, have been taken 
from other office occupations. Ma- 
chine operators, such as_ key 
punchers, were given a _week’s 
training at the IBM Educatioh 


Center, and picked up further ex- 
perience and efficiency on the job. 

This is a fascinating piece of 
equipment and a terrific stimula- 
tion to the imagination when its 
full potential is thoroughly under- 
stood. 


The Wholesaler's Job Is Vital 
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.. . we believe in the wholesaler’s 


importance in moving our portable 


appliances, and we'll do all we can 


to keep this system healthy .. .” 


Wholesalers are a most impor- 
tant element in the distribution of 
our portable appliances. We are 
vitally interested in the whole- 
saler’s future, for we have no 
other form of distribution to the 
hardware market. 

We must depend on the inde- 
pendent wholesaler to move our 
products. 

What is the size of today’s port- 
able appliance business? Best avail- 
able estimates put this figure at 
about $1 billion. And this amount 
will multiply as power facilities, 
new ideas, new consumer needs, 
and the standard of living grow. 

Wholesalers’ volume should in- 
crease with this market growth. 

Sixty percent of portable appli- 
ance sales now comes from items 
developed within the last 10 years. 

What about the next 10 years? 

Another 60 percent growth is 
entirely possible, maybe more. 

The last few years have been 
tough, but there are signs of im- 
provement for you in merchandis- 
ing portable appliances. Hardware 
wholesalers have weathered many 
crises. In portable appliances, you 
have weathered the worst, I’m sure. 

Everything now depends on your 
outlook. 

Some dealers are dropping out 





by C. C. Mendler 
Vice-president 
Sunbeam Corp. 
Chicago 


of the portable appliance business. 
This dealer shrinkage has been of 
great concern to us since we had 
to drop Fair Trade. We are much 
concerned about the small dealer. 
We have based a big stake of our 
business and sales promotion in the 
dealer. 

We recently set about to get the 
facts about hardware dealer shrink- 
age. We surveyed many cities and 


states. To give you an idea of this 
survey, here’s what we found out 
about dealer shrinkage in a city 
of 150,000 population. We worked 
with three wholesalers, and anal- 
yzed invoices for two full six- 
month periods, and learned: 

71 dealers bought our portable 
appliances in the April-June period 
of 1957. 

63 dealers bought our products 
in the April-June period of 1958. 

In view of this small decline in 
dealers handling portable appli- 
ances, were larger dealers taking a 
bigger share of the business. Was 
the sales pattern changing? 

We checked to get the answers, 
and found that in the April-June 
period, 1956, 27 percent of dealers 
had done 71 percent of our total 
business. In the April-June period 
of 1958, 73 percent of the business 
was done by 27 percent of dealers. 
Not much change, and a definite in- 
dication of the continuing impor- 
tance of hardware dealers in this 
state. 

Hardware and automotive deal- 
ers accounted for 40 percent more 
sales volume than the second big- 
gest outlet in this state, and are 
easily the leading outlet. This 
proves: 

(1) The small dealer is still mov- 
ing big quantities of portable ap- 
pliances. 

(2) The portable appliance busi- 
ness is quite stable, two years after 
fair trade’s passing in this state. 

(3) Hardware dealers produce 
more sales than other retailers. 

Wholesalers must help. You 
must: 

@® Drop the defeatist attitude. 

@ Impress on dealers that they 
must not run away from the prob- 
lem, for the portable appliance cus- 
tomer buys many other things in a 
hardware store. When a dealer 
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throws in the sponge, he begins to 
dig his own grave. He’ll lose many 
sales and considerable traffic by 
giving up on appliances. 

@ Show your dealers how to raise 
their retail prices with deals and 
services price cutters haven’t got. 
A good example is our recent pad 
and cover promotion. It was very 
successful for dealers, for it coun- 
tered the straight price appeal of 
discounters. 

@ Keep up to date on new prod- 
ucts and new promotions. Mer- 
chandise these promotions on the 
dealer level. 

@ Impress on dealers that they 
needn’t meet every low price 
thrown at them. Why? It’s sim- 
ple: customers have little knowl- 
edge of everyday prices, even on 
the most important of branded 
items. 

@ Pound home the known fact 
that customers would rather buy 
portable appliances from a hard- 
ware dealer. He’s a trusted mem- 
ber of the business community. He 
is stable, and he renders service 
and oft-times credit. He has many 
advantages over discounters. 
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Machine Can't Figure 1/6 Doz. 





Since our association started 
promoting Simplified Unit Pricing 
a few years ago, much progress 
has been made. We have now had 
enough experience to know that 
this method of pricing is sound 
and practicable. 

We can now order, and receive 
an invoice for hinges that are 
priced by the pair, not dozen pair. 

Cabinet hardware can be or- 
dered and will be invoiced by the 
piece or pair, instead of dozen or 
gross. 

Hammers and saws are now sold 
by the each instead of dozen. 

Rope and chain are sold per foot 
instead of pound. 

We could mention hundreds of 


manufacturers who now price 
their products by the Simplified 
Unit Pricing method. 

We are still a long way from 
getting 100 percent cooperation 
from our suppliers. 

Those manufacturers that have 
not even made an attempt to 
swing over to Simplified Pricing 
demand our attention. 

You may buy a mortise lock for 
$7.70 each. However, a rim lock, 
close in value, is $83.90 per dozen. 

Padlocks are still priced per 
dozen as are files and thousands 
of other items. 

The abrasive people have a 
pricing setup that would give an 
Einstein trouble. Different types 
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by H. F. Nolan 

Chairman 

NWHA Committee on Simplifi 
Unit Pricing & Packaging 
Director of Purchases 


Buhl Sons Co. 
Detroit 


of abrasives have 40 different base 
discounts—16, 17, 19, 25, 27, 39, 
44, 46, 55 percent to name a few. 

In addition, there are quantity 
discounts: less than one unit— 
base plus 10 percent; one to six 
units—base less 10 percent; seven 
to 14 units—base less 24 percent; 
15 or more units—base less 35 
percent. 

I wonder if a lot of the top man- 
agement in wholesale companies 
realize the amount of unnecessary 
work that is piled upon their buy- 
ers or billers or bookkeepers by 
out-moded pricing practices. 

Another problem has come about 
because a lot of manufacturers 
have converted to Simplified Unit 
Pricing, but have failed to follow 
through on their packing. These 
manufacturers have only done 
half the job. 

A still bigger problem is the 
manufacturer who announces that 
he is going to Simplified Packing 
and then ships part of his line in 
14 dozens or dozens. 

A change in packing units per- 
haps means some additional ex- 
pense, but judging from the profits 
(or losses) that wholesalers re- 
port these days, the manufacturer 
is in a better position to stand 
these expenses. 

I feel that the wholesaler also 
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has an obligation in the simplifi- 
cation program. If we continue to 
place orders in units of dozen or 
gross, after the manufacturer has 
converted to each or hundreds, we 
are not living up to our end of the 
bargain. 

If you are already, or are plan- 
ning on, using machine billing, it 
is important that you throw out 
the dozen and the gross. 

The machines can’t read % doz- 
en, 43 dozen, or 4% dozen. 

In fact, | would guess that many 
of the young men that you hire 
for your stockroom think '% dozen 
is 3 and 4, dozen is 4. Most people 
know that ™% dozen is 6, but the 
1/6 dozen really throws them. 

There is another custom of some 
manufacturers that deserves our 


attention. That is their method of 
allowing cash discount, the cash 
discount being allowed only on 
the net amount after the freight 
allowance is deducted. 

On a $1,000 worth of merchan- 
dise and a $50 freight allowance, 
the cash discount would be $19 in- 
stead of $20. 

Actually, the net result is that 
the customer who discounts his bills 
receives only 98 percent freight 
allowance, whereas the non-dis- 
counting customer receives full 
freight allowance. This hardly 
seems fair. The simple solution 
would be to insist that all ship- 
ments are prepaid. 

A suggestion has been made by 
one of the manufacturers. Evi- 
dently, manufacturers also have 
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problems. This manufacturer 
questions whether any considera- 
tion has ever been given to whole- 
salers using a standard purchase 
order form. That is, standard as 
to size and layout. 

There is no doubt that a lot 
could be done along this line to 
help the manufacturer. 

There is also the possibility 
that a standard order form might 
help to speed up shipments. 

It is your committee’s intention 
to request sample orders from 
wholesalers so that this matter 
can be given further study. 


Activities of the Association 





Here are figures covering sales, 
inventory, accounts receivable, and 
an outlook. These figures were dis- 
cussed at our executive committee 


meeting vesterday. They are as 
follows: 
Sales 

Eight months, 1958, com- 

pared to 8 months, 1957 — 3% 
Nine months, 1958, com- 

pared to 9 months, 1957 — 2% 
srd quarter, 1958, com- 

pared to 3rd _ quarter, 

RUE in coe adince wake + 19 

Inventory 


Sept. 30, 1958, compared to 


SR: BE aweess 3 — 4% 
Sept. 30, 1958, compared to 
DS et ee SiG hoe os -~11% 


Accounts receivable 


Sept. 30, 1958.. 49 calendar days 
Sept. 30, 1957.. 50 calendar days 


Outlook estimate 


1958 1957 
Last half vs. last half... +34%% 
Full year vs. full year... —24% 


President Stiles and I were dis- 
cussing a number of the current 
problems which are facing us and 
there is one area on which I might 
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make a few observations. Corre- 
spondence received in your asso- 
ciation office indicates that there 
might be an improvement in the 
communications between buyers 
and the president or general man- 
ager of our member companies. 

This was especially noted when 
a policy change or announcement 
by one of our manufacturing 
friends had not been brought to 
the attention of a number of the 
general managers to whom I spoke 
on a recent occasion. 

Some of them indicated that they 
were immediately taking steps to 
urge their buyers to keep them 
fully informed of changes so that 
they might supplement the views 
which were expressed to the man- 
ufacturer by the buyers. 

There seems to be a more genu- 
ine and forceful interest on the 
part of all of our members in see- 
ing that the manufacturers from 
whom they buy are following poli- 
cies which are helpful to both the 
wholesaler and the retailer. 

It is definitely the right and the 
privilege of each of our individual 
members to request advice as to 
the manufacturers’ sales policy and 
individually to determine whether 








by Thomas A. Fernley, Jr. 
Managing Director 
NWHA 


it is to the benefit of his company 
and his customers to stock and sel! 
that line. 

With some of the so-called new 
methods of distribution, and the 
interest of some manufacturers in 
experimenting with new outlets, 
the wholesaler should be most care- 
ful in screening the products which 
he will handle. 

Another area that I would like 
to briefly comment upon is the 
need for members to tell their cus- 
tomers, and having their salesmen 
tell customers, about the many ser- 
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vices and benefits through buying 
from the wholesaler. 

Recently we forwarded to you a 
leaflet prepared by Van Camp 
Hardware & Iron Co. of Indian- 
apolis entitled “Why?” This leaflet 
points up the disadvantages of 
dealing with cooperatives which, in 
a number of sections of the coun- 
try, are quite active. 

In the words of Sid Wesseling, 


director of sales of Van Camp, ° 


many manufacturers and dealers 
felt that his leaflet brought out a 
number of facts with which they 
were not acquainted. It also be- 
hooves the full-function wholesaler 
to constantly and continuously em- 
phasize the vital role of the whole- 
saler in the health and well-being 
of our economy. 

In closing, I would like to ex- 
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press appreciation to president 
Stiles for his untiring efforts on 
behalf of the entire membership. 
He has been a most active and 
energetic president, and has given 
much of his time and thought to 
the problems of our industry. 


Making Our Salesmen More Productive 





a panel discussion 


Successful Salesmen 


by Richard H. Yaun 
Yaun Metal Products Co. 


Div. R. D. Yaun Supply, Inc. 
Liberty, N. Y. 


A salesman makes friends of his 
customers. 


When a salesman wants a man- 
agerial position he must demon- 
strate his ability to show that he 
can manage his own territory. 

A capable salesman takes part in 
sales meetings, instead of sitting 
like a bump on a log. 

A salesman should read a busi- 
ness paper regularly to understand 
his industry. He should carefully 
read weekly staff bulletins. 

He should be truthful, make his 
customers believe what he says. 

His associates, customers and his 
house should all trust him. 

A salesman is developed by hard 
work. He must have the desire to 
succeed and the ability to analyze 
his job and his territory. 


We Use Aptitude Tests 


by Howard W. Squire 
Tiffin Art Metal Co. 
Tiffin, Ohio 


We must be sure that we have 
real salesmen when we hire them. 
We use aptitude tests to find out, 
after having checked experience 
and background of the applicant. 
Six factors help us weed out the 
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least desirable applicants. These 
are: 

(1) Frequent change of address 
during the past five years. 

(2) Recent failure in his own 
business. 

(3) Divorce or separation within 
two to five years prior to time of 
application, even though the appli- 
cant may have remarried during 
that period of time. 

(4) More personal indebtedness 
than can be paid back within two 
years of normal earnings. 

(5) Previous income so high 
that there must be a radical change 
in standards of living to accept the 
new job. 

(6) Unexplained gaps in employ- 
ment records. 

If the sales applicant has none of 
the factors we try to determine his 
attitude. We believe a salesman 
must be hungry to make more sales, 
more money. 

If our sales applicant has satis- 
fied us on these points we use apti- 
tude tests. 

We must first know that we have 
real salesmen before we try to 
make them more productive. 


It's Like Farming 


by Orin J. Lockwood, Jr. 
Binghamton Hardware Co. 
Binghamton, N. Y. 


You might compare selling to 
farming. 

There must be good ground with 
the salesman selling himself. 

There must be fertilizer, or sell- 


ing the company and the fact 
that there is good management be- 
hind it. 

There must be seed in the form 
of good products from top-quality 
manufacturers. 

Equipment and tools are needed. 
These include monthly news and 
views letters. 

We give out easy-order card pads 
for customer mail orders, and see 
that salesmen get credit for orders 
received on these cards from their 
territories. 

Our salesmen use station wagons 
for calls on accounts so that they 
can carry samples for demonstra- 
tions. They are urged to spend 
more time on good accounts and 
less time on poor accounts. 

Our salesmen receive four-year 
reports so that they can compare 
sales month-by-month to see how 
their volume is in line with current 
conditions. 

All salesmen work on commis- 
sion. 


Sales Incentives 


by Clayton E. Caddy 
Kinsner Supply Co. 
Cleveland, Ohio 


Our nine salesmen are all on 
salary plus a percentage of the 
profits. 

When the inside sales depart- 
ment receives an inquiry by phone 
a duplicate copy is made, one copy 
going to the salesman and the other 
to the sales manager. 

Our salesmen are given market 
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advice sheets to give customers. 

We hold a sales meeting every 
three weeks and usually have a fac- 
tory man to demonstrate a major 
line at each session. 

About once a month we have an 
individual conference with each 
salesman. If that salesman is not 
doing as well as others we check to 
find the reasons. 

Our sales manager spends at 
least one day a month traveling the 


territory with each salesman. 

We try to impress on each sales- 
man the importance of customer 
credit. Salesmen are given a record 
of each account which is past due. 

We have sales contests. When a 
man wins one of these events his 
wife receives the $5 prize instead 
of her husband. 

When a salesman fails to sell an 
account for three months we give 
the account to another salesman. 


Employee and Public Relations 





a panel discussion 


Fringe benefits 


by Leigh P. Helm 
Raub Supply Co. 
Lancaster, Pa. 


Remember that a fair basic wage 
is no longer sufficient. Show em- 
ployees that those who grow with 
your company will be recognized 
financially. 

Use a job evaluation program, 
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plus merit rating or a personal 
rating program. Be sure that your 
employees understand that pro- 
gram. 

Review your fringe benefits peri- 
odicaily. Don’t allow your program 
to be less than the average in your 
area. 

Supplement your personal con- 
tacts with employees with quarterly 
news-letters. 

Remember that a number of fac- 


tors build a company’s reputation. 
These include: steady employment, 
participation in community drives, 
dealings with your suppliers and 
your contact with prospective em- 
ployees. 


Learn to listen 


by Noel E. Girard 
Girard Supply Co. 
St. Paul, Minn. 


Executives must learn to make 
effective use of people by learning 
how to listen. 

Managers who want to get things 
done by people must be willing to: 

Create a permissive atmosphere 
in which people feel free to express 
themselves frankly and completely. 

Recognize that real strength 
rests in the people you manage. 

In a two-way communication let 
the other fellow do his share of 
talking. 

Consider the other fellow’s ideas 
and thoughts on all subjects. 

In our organization we use role 
playing with good success. Our peo- 
ple find it interesting and enjoy- 
able. We should do move of it. 

When a decision has to be made 


Luncheon 





Members and guests of the Hardware-X Club at its luncheon meeting Oct. 7. Wilton S. Terstegge, a past presi- 
dent of Southern Wholesale Hardware Association, was succeeded as Chief-X by R. H. Coleman, an AHMA 
past president. The club is comprised of past presidents of the major wholesalers’ and manufacturers’ groups. 
At the head table are left to right: Harry A. Hoffner, Old Guard secretary; W. W. French, Jr., NWHA past 
president; Thomas A. Fernley, Jr.. NWHA managing director; Sen. Wallace F. Bennett, Utah: a speaker at the 
AHMA morning session; Wilton H. Terstegge, Chief-X of the X-Club and past president of SWHA: John C. 
Cairns, AHMA advisory board; R. Bruce Wall, NWHA secretary; George A. Fernley: Arthur L. Faubel, AHMA 
secretary-treasurer; and Ralph E. Kirby, SWHA managing director. 
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in our firm I have acquired the 
habit of asking myself these ques- 
tions before making a decision: 

Have I really gotten advice of 
others or am I making this decision 
completely on my own? 

Am I making the decision first, 
ordering it into execution and then 
asking for advice? 

First, I do not have the knowl- 
edge and skill to make major de- 
cisions without recourse to counsel. 

Second, we want to give younger 
men a chance to cultivate the abil- 
ity to make decisions. Judgment is 
the result of experience. To be 
skilled in making decisions, sub- 
ordinates must be given a chance 
to learn by doing. 


Public opinion 

by Louis F. Demmler 
Anchor Supply Co. 
Pittsburgh, Pa. 


You can help mold favorable pub- 
lic opinion and relationships by par- 
ticipating in community activities 
wherever possible. 

If you issue a house organ for 
your trade and your employees you 
can help create that favorable at- 
mosphere. 

At the employee level give at- 
tention to the ideas of people who 
want to make money for them- 
selves. 

Show them how to do this by 
helping you to make a profit. 


Rewards for employees 
by John Y. Petrie 
Famous Furnace Co. 


Cleveland, Ohio 


If you want to keep unions out 
of your place go a bit beyond their 
demands. 

Try to anticipate problems be- 
fore they arise. 

Have a profit-sharing plan to in- 
clude all employees of your com- 
pany. 

Bonuses every year and other 
fringe benefits must be offered. Re- 
member the list of such benefits is 
steadily increasing in all sections. 

Reward employees for their ef- 
forts. 


Imports: You Can Still Lick Them 





A list of goods offered by foreign 
manufacturers and importers to 
hardware distributors reads almost 
like an index to a hardware cata- 
log. 

The question before the house 
fs: What is the American hard- 
ware distributor supposed to do 
about it? 

Our job is to serve our dealers 
with the right merchandise at the 
right price. 

Are we to hold back and refuse 
to sell them foreign goods and let 
the chains and discount houses 
and others get all this business? 

What is the American manufac- 
turer supposed to do about it? 

Can he afford to shut his eyes 
to this tremendous amount of mer- 
chandise that is coming in every 
day? 

Can he afford to meet the price, 
and still pay the wages American 
labor is demanding? 

Should he put out an inferior 
product to meet the price or pos- 
sibly change the brand on his pres- 
ent product and be content with a 
smaller margin of profit? 

To make this talk all inclusive 


of import items would be taking in 
too much territory, so for sim- 
plicity I will stick to what the 
steel mills call “merchants wire 
products.” My company does han- 
die foreign wire products. We 
went into it late and very reluc- 
tantly, but with us it was a matter 
of survival. In contrast to the 
metropolitan distributor, where 
wire products doesn’t amount to 
so much, it is the major volume 
line of most rural distributors like 
ourselves. 

Let’s look at a few facts in this 
class of merchandise. 

First, how does the quality stack 
up with American? 

From actual experience I don’t 
know, having never stretched a 
fence, but I do know the com- 
plaints are very seldom and trivial. 

What about the price? 

Now here is the meat 
coconut. 


in the 


With the same percentage mark- 
up, the going price to the retail 
dealer on American nails is 1854 
percent higher than foreign, while 
American barb wire cost the retail 


by John W. Sheffield 
President 
Sheffield Hardware Co. 


Americus, Ga. 


dealer 45 percent than 


foreign. 


more 


On barb wire this figures a dif- 
ference of $3.25 per spool at the 
wholesale price and approximately 
$4 per spool at retail or what the 
consumer has to pay. 

How about patriotism? 


You might ask, shouldn’t Amer- 
icans buy American-made goods? 


Well that sounds good, and pos- 
sibly that’s the way all of us should 
feel about it. Fourteen years ago 
I was the operation officer of an 
Armored Division in World War 
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Il, and the chances are I helped to 
shoot up some of the steel mills 
in the Saar Valley that I am now 
buying from. But my granddad 
marched with the army of North- 
ern Virgina and yet he had made 
himself rich 14 years later on hard- 
ware he purchased from. the 
Yankees! 

If he could live and let live with 
the Yankees, I figure I can live 
and let live with the Heinies. 

The next questions: 

How big is the thing getting to 
be? 

What part of the market has 
been captured by the foreign prod- 
ucts, and what is the tendency? 

Is it growing or diminishing? 

To get some ideas other than 
my own, I wrote to all members of 
this association in Georgia. 

It came as a distinct surprise to 
me to find that over half of these 
handle no foreign wire products 
at all. 

However, each of these indicated 


although they were carrying only 
American products they couldn't 
very well say they were selling 
any. 

One of these who handle no 
foreign products made a compari- 
son between 1954 and 1957 on his 
American wire products. He found 
that his total nail business is now 
only 26 percent of what it was in 
1954, his total field fence business 
is now only 7 percent of what it 
was in 1954. 

Figures given me by those who 
did handle foreign products were 
rather startling. 

One of the distributors made a 
detailed study on common nails 
only, in °56, ’57, and °58 and came 
up with the following figures: 

Total sales on all common nails 
equals 100 percent. 

Nineteen fifty-six—foreign 74 
percent, American 26 percent. 

Nineteen fifty-seven foreign 82 
percent, American 18 percent. 

Nineteen fifty-eight—foreign 91 
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percent, American 9 percent. 

Another said for the last 12 
months foreign nails accounted for 
95 percent of his total nail volume. 

Three distributors said foreign 
barb wire accounted for 100 per- 
cent of their barb wire sales. 

As far as my personal observa- 
tion goes, Japanese wire products 
are only a small percentage of the 
European wire products entering 
south Atlantic ports. However, I 
was talking to an importer recent- 
ly and he told me he brought in 
27,000 kegs of Japanese nails to 
Savannah, Georgia, alone in Au- 
gust of this year. 

At this point 
might be raised: 


these questions 


Why doesn’t Congress do some- 
thing to keep out these cheap 
foreign goods? 

Why don’t we have higher tariffs 


Officers of the National Wholesale Hardware Association 





Officers, advisory board and executive committee members of the NWHA, left to right: W. W. French, Jr.. 
John H. Mize, William A. Parker, advisory board; W. E. Smith, R. C. Lenfesty, executive committee; Howard 
W. Price, vice-president; Gordon W. Farr, executive committee; John S. Stiles, president; J. Rayner Harper, 
executive committee; James P. Townley, vice-president; Charles L. Hildreth, advisory board; John W. Sheffield, 
executive committee; Henry J. Allison, advisory board; H. L. Thompson, Jr., executive committee. 
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to protect the American laborer 
and manufacturer? 

Well, that’s a point where there 
might be some difference of 
opinion. 

The American consumer might 
have some thoughts on the subject. 
Remember that $4 difference I was 
telling you about in the price of a 
spool of barb wire? 

Is it better for the economy of 
the country that that $4 be used 
for adding to the profits of the 
steel industry, and adding to the 
standard of living of the steel 
worker, or will it be better for it 
to be in the consumer’s pocket so 
he can spend it for other things he 
sorely needs. 

As far as protective tariffs are 
concerned, it is my personal opin- 
ion they are on the way out. 

If we are to continue to have a 
united front of Western Nations 
against Communism, it is only a 
matter of a few years before 
tariffs between Western Nations 
will be just as unthinkable as be- 
tween the states of the Union. 

I don’t mean to imply that the 
hardware distributor doesn’t care 
whether or not the American wire 
products manufacturers pass out 
of the picture, in fact that’s what 
we don’t want. 


What Others are doing 


What is the solution? 

I would like to bring up the fact 
that several American manufac- 
turers of other lines have met the 
situation in a realistic manner. 

A well-known axe manufacturer 
has put out an axe at a price that 
has really knocked- the pants off 
the imports of this item. 

A well-known file manufacturer 
came out with a line of files below 
the imports, and this really shut 
their water off fast. 

Also a well-known hinge manu- 
facturer did the same thing, and 
imported hinges are now a scarcity 
in our particular area. 

If the very day the first boat 
load of foreign barb wire hit the 
dock, our American manufacturers 
had come out with a wire below 
the importers’ cost, they would 
have broken up this thing before 
it started. 

I don’t mean come out with an 
inferior product. None of these I 
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have named came out with any- 
thing inferior. They just branded 
it different to meet the situation. 

To my mind they were realistic 
and they won the bout with im- 
ports by a knockout in the first 
round. I still think it isn’t too late 
for the producers of merchants’ 
wire products to do likewise. 

That’s just about the story on 
imported merchants wire products 
as I see it. I fully realize I have 
given no solution to the problem, 
and have asked more questions than 
I have answered. 

It may not be in direct keeping 
with the assigned subject, but it 
would be hard for me to sit down 
this morning without saying a 
word on how I feel about the atti- 
tude of American manufacturers 
of merchants wire products toward 
the legitimate distributor. 

One main reason why there is so 
little evidence of loyalty on the 
part of the hardware distributor 
for the wire products manufac- 
turer, is due to the manufacturers’ 
lack of policy toward the dis- 
tributor. 

If you stop and analyze it you 
will find they actually have no dis- 
tributor policy. Their entire sell- 
ing plan is based on volume of one 
particular sale, with no considera- 
tion whatsoever given to functions 
performed. 

Anybody, and I mean anybody, 
can buy merchants’ wire products 
just as cheap as the established 
hardware distributor, just so long 


Arthur L. Faubel 
Secretary-treasurer AHMA 
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as they have the money and buy 
in the same quantity. 

The legitimate distributor who 
stocks merchants’ wire products 
the year round, has no considera- 
tion whatsoever from the manu- 
facturer when some consumer 
wants a large quantity of these 
products. 

Our company recently lost a 
large sale of this type, and I’m 
speaking from bitter experience. 

If the legitimate distributor 
needs a few fill-ins, the manufac- 
turer makes it just as difficult as 
possible and just as expensive as 
possible for him to get them. 


Price penalties, too 


On top of an already too high 
price, the manufacturer penalizes 
the distributor if he buys nails in 
less than 10 keg lots of a size. 

He is again penalized if the total 
order of nails doesn’t equal to 
20,000 Ib. 

He is again penalized by the 
manufacturer if he doesn’t buy as 
much as 40,000 lb of wire products 
at one time. 

On top of this he is penalized 
by the railroad if he doesn’t buy 
an 80,000 Ib car. 

It doesn’t seem to me it would 
take much deep thought by the 
manufacturer to realize that this 
complete lack of a distributor 
policy, plus a long list of penalities 
ean’t do anything but irritate the 
average distributor. Irritation is 
no means of building up loyalty. 

I'll tell you what I think the 
manufacturer of merchants’ wire 
products should do to combat the 
foreign imports. 

(1) Take another look at their 
sales policy. 

Give credit for functions per- 
formed. Show by actions and not 
cocktail parties that they are in- 
terested in the distributor and the 
services he performs for both 
manufacturer and retailer. 

(2) Put out a product to meet 
foreign competition. 

Call it by a different name, put 
it up in a different package, but 
anyhow put it out. 
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EXPLANATORY NOTE OF PRICES 
Items 1, 2, 3, 4 and 6 represent dollars per gross ton 
(2240 lbs.) 


Item 5 represents dollars per net CWT (formerly 
quoted per gross ton). 


Items 7 to 19 represent dollars per hundred pounds. 


Item 20 represents discounts from price list which 
would need to be consulted. 











EK pitor’s Note: Hardware Age presents herewith the revised 1958 edition of the Table of Market 

Values of Iron and Steel, Wire and other Metals Used in Hardware Manufacture. The editors 
of Hardware Age express their appreciation to Oliver Brothers, Inc., compilers of this data, for 
permission to publish this chart. 
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advancing again by leaps and bounds until July, 1920. This was the turning point of the greatest inflationary 
movement we have yet witnessed, which was followed by the Post-War deflation culminating early in 1922. Per- 
haps more remarkable, however, was the steady recession in prices from April, 1923, to September, 1929, when 
production was steadily mounting, together with profits, to record heights. 

The March, 1933, figures represent the period of the culmination of the banking crisis. Those for August, 
1933, are the first Steel Code prices under the NRA filed Aug. 29 of that year. The June, 1938, figures reflect the 
drastic price cuts announced near the end of that month when the basing point system was broadened by the ad- 
dition of many new market centers, and differentials in price at the various basing points were eliminated or 
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PLUMB TOOLS 


INCREASE CHRISTMAS SALES 


BUY - DISPLAY - SEll 


America’s favorite hand tools in 
sparkling, festive green and gold boxes 


Plumb Tools-Non—Breakable Fiber-Glass Handles 
Stronger than Steel with the Hickory Feel 
Individually boxed 
Cat. No. and packed 
Nail Hammer F57X  Y%3 Doz. to shelf carton 
Half Hatchet FH2X %Doz." " . 


Plumb Autograf Tools —Polished Heads-Red Handles 
Nail Hammer XOANI1% YY Doz. to shelf carton 
Half Hatchet XAH2 Ve Dea. °° . 


Plumb Advertised Finish Tools—Black Heads-Red Handles 
Nail Hammer X81 Vs Doz. to shelf carton 
Half Hatchet X2962 %Doz" " " 
Belt Axe with 

Sheath X682 Y3Doz." " 


ORDER 
NOW 
FAYETTE R. PLUMB, INC. © Philadelphia 37, Pa. 







































More accurate handling of money and faster service are advantages offered 


by new cash registers which automatically compute customer's change. 


Cut down on errors 


Here are several ways to protect profits and keep customers 


by cutting down on mistakes in handling money 


Errors happen in handling of 
money. Sometimes it’s an error in 
adding up the sales slip. Some- 
times it’s an error in computing 
the charge for an item sold by 
weight. Most frequently it’s an 
error in figuring the _ correct 
change a customer should receive. 

Money handling errors hurt a 
store. Errors against the store 
represent profit loss. Errors 
against the customer mean lost 
customers. 

These errors can be minimized. 
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That’s because surveys show that 
most errors result from mistakes 
in mental arithmetic. Opinion Re- 
search Corp., of Princeton, N. J., 
found four out of five sales per- 
sons tested gave a wrong answer 
to one or more problems involving 
simple mental addition or sub- 
traction. 

By eliminating the mental arith- 
metic factor, there is less chance 
for error.” There are several ways 
this can be done. 

One way is to keep a pad and 


pencil alongside the register where 
salesmen can figure how much 
change to give. 

Another way is to count out the 
change adding back to the amount 
received from the amount of the 
sale. 

Another way is to have an add- 
ing machine alongside the regis- 
ter which the salesman can use 
to figure out the amount of the 
sale and the amount of change to 
give. 

The newest and most effective 
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|profits | 


are EZ to C. 


with SOUTHERN 
FASTENERS 


The line to stock in fasteners is Southern—the 
screws and bolts with all the requirements for 
fast turn-over: 
@ Dealer Profit 

Constant High Quality 

Fool-proof Packaging 

Consumer Popularity 

Unexcelled Service 

Broad Range of Finishes, Sizes 
If you, like your customers, appreciate the value 
extras built into U. S. A.-made Southern 
Fasteners, you'll sell the entire Southern line in 
today’s quality-conscious market. 





Write for our new Package Stock Guide, 
Address: Southern Screw Company, P. O. Box 
1360, Statesville, North Carolina. 
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SOUTHERN SCREW CO 


TAPPING @ 


PAN 
HEAD 
GROSS 


MLOE 
US A 


CADMIUM PLATED 








TAPPING SCREWS WOOD SCREWS STOVE BOLTS 
MACHINE SCREWS & NUTS WOOD DRIVE SCREWS 
CARRIAGE BOLTS 





WAREHOUSES: 
NEW YORK CHICAGO DALLAS LOS ANGELES 
SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


F 4 SCREW COMPANY 


STATESWILAEC ° NORTH CAROLINA 
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Cut down on errors 
(Continued ) 


way is with one of the new cash 
registers which figures the change 
automatically. Salesmen add prices 
of merchandise on the register to 
reach the sales total. Then they 
enter the amount of money re- 
ceived, touch the “change key” and 
the register does the rest. It fig- 
ures the change automatically, 
shows the amount of change in the 
register window, and prints the 





amount on the customer’s receipt. 

The advantages of such a regis- 
ter are several. Errors in figuring 
change are eliminated. Customers 
are more satisfied because they 
have a complete record of the 
transaction on their register tape. 
Store owners do too. It makes 
checking out the register at the 
end of the day easier. There is 
faster service for the customer. 





ee ecg 
een 





serine PINS 














THE LINE 
FOR ’59 


IN LAWN AND GARDEN SPRAYERS 


New Design! 
New Appeal to Customers! 
New Sales for You! 


Most sales-stimulating innovation in years in 
lawn and garden sprayers! Chapin’s new wide- 
diameter compressed air sprayer in a complete 
range of capacities! Larger diameter and lower 
height add greater balance and stability, new 
carrying convenience, modern appearance. SAME 
dependable Chapin quality and performance. 
Two-stage safety lock. Oil-resistant hose, gas- 
ket, valves. 


Send for our new 
1959 catalog il- 
lustrating Chapin’s 
complete line of 
dusters and spray- 
ers. Write Dept. #2 


<@ Compare this new 
wide-diameter Model 
No. 141 with this old- 
style small diameter 

Model No. 140 » 


A complete range of ca- 
pacities in both styles 


Quality Sprayers and Dusters since 1887 
MANUFACTURING WORKS, INC. 


BATAVIA, N. Y. 





One estimate is that check out is 
speeded 15 to 25 percent with the 
automatic register. In self service 
stores during peak hours, faster 
check out service is a plus benefit 
for the storeowner. 

Salesmen’s efficiency is also im- 
proved. Automatic registers re- 
duce mental strain and fatigue 
during rush hours. Salesmen know 
they don’t have to worry about 
whether they made the right 
change. There is less worry on 
their part that the register might 
not check out right. Thus they can 
concentrate on giving better ser- 
vice to customers. 

There is also less chance for 
errors in writing up sales slips be- 
cause all prices are added on the 
register. A recent check of sales 
slips in a large retail store re- 
vealed that 60 percent of all sales 
slips were written up incorrectly. 
The majority of errors’ were 
against the store, too. 

Another area for mistake in 
handling money is in rapid com- 
puting of charges for goods sold 
by weight. For instance, an item 
might retail for 35¢ a lb. One cus- 
tomer comes in and asks for 6 oz. 
Another customer asks for 20¢ 
worth. The salesman has to do 
some rapid calculating and his re- 
sults are not always correct. 

Ways to remedy this situation 
include either making up a de- 
tailed price and weight chart or 
using a scale calibrated for prices 
by weights. ®@ End 





HARDWARE HUMOR 


| 


APPLIANCES 


— VIN IN COLOR 


——— — 


PANTS. 








"I'm interested in 


stripes or polka dots.”’ 


something _ in 
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around the house. That’s why it’s on 
shopping lists more and more often. 


But, as you know, today’s “shopping 
lists” are usually entrusted to memory. 
So display SOLOX—give memories a jog 
and make those sales in your store! 
The bright new label on the SOLOX can 
has real stopping value for traffic 


areas. SOLOX can boost sales of related 
items too. 


Present supply running low? Better 
stock up now—then display SOLOX! 
You’ll sell more because it does more 
jobs! 


DISTRIBUTORS: Write to U.S.I. about 
the profit-making opportunities 
SOLOX offers you. 
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@ Only SOLOX does so many things "= 
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... youll SELL more 
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DISPLAY SOLOX with CLEANERS. 
SOLOX cleans windows, mirrors, tile— 
no streaks, no film. Cleans oil-base 
painted surfaces. Cleans linoleum. Cleans 
chromium, stainless steel, aluminum. 


DISPLAY SOLOX with SHELLAC 
and PAINT SUPPLIES ~ SOLOX re- 
moves shellac, thins shellac, brightens 
shellacked tloors, cleans shellac brushes. 


——_—ooO—Oo Cee esa eee 





4 


One-finger closure! 


DISPLAY SOLOX with OUTDOOR 
BARBECUES ~ SOLOX kindles charcoal 
and wood fires. Fuels alcohol stoves—no 
soot, no odor. 

DISPLAY SOLOX = it does even more! 
Cleans motors and ignition parts. Primes 
gasoline torches. Dries 
quickly. 


photo prints 


Write to U.S.1. for a FREE supply of 
giveaway folders illustrating the uses 
of SOLOX. Use them in your promotion 
or stack them on your counter. 


J 





| NDUSTRIAL CHEMICALS CO. 
— Division of National Distillers and Chemical Corp. 

99 Park Ave., New York 16, N. Y. 

Branches in principal cities 





Same high quality SOLOX features 
bright new can label! Dripless spout! 







es. he hl Ul ee DD pe eee 


homes! 


STARRING today in the 


nations most 


cabinet 


Iriathi rise 


interesting 
bAeltiamstieh-) am tlaehile-leli- 


thsi 


STAR'S. : 


merical 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 


Polished Brass, 
Nickel or Prime 


Polished Copper, 
Coat. 


SWEPT-WING 
HINGE 


#519 
Flush Type 


ee 


& 
Semi-Concealed 
5" 


7518 
Offset Type in %" 


OVAL HINGE 


#522 
Flush Type 


Semi-Concealed 
Type Jin "Ya" 


¥,"" 
#521 
Offset Type in %" 


V-PULLS (with concave center) 


<y 


— 


> 595 
3" Centers 
(not avail- 


+ 
~~ able in Nickel) 


KNOBS & BASES 


#597—i'/."" Knob 
##597—2" Knob 
##510-B—2//,"" Base 
#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combination 
desired—not avail- 
able in Nickel) 


ALWAY MAGNET 
CATCH 


for complete 
ca & price 
list TODAY. At- 
tractively finished 
Birch Pilaque 
11'Y2"*x15'/." x ¥" 
to display 
mounted samples 
available upon 


request. 


380 


sine ak eueeaiaaas 


RODUCTS ©°: 


TAR METAL P 
Butler otF 


#232 
Only catch in its 
rice class that can 
used on lipped, 
flush or overlay 
doors (Aluminum 

only) 


Ni ¥ 


Rentals can help sales 
of new outboard motors 


A southeastern hardware dealer 
keeps several outboard motors in 
stock to rent to customers who want 
to use them for an occasional trip. 

The rental idea is used as a sales 
making idea. : 

If a customer takes out a motor, 
likes it, and decides to buy it or a 
new unit, then the rental charge is 
deducted from the selling price of 
the new motor. 

The rental refund applies only to 
a single week-end rental. 

Why? 

This dealer says, “Unless we set 
a time limit on the length of rental 
which is deductible from the pur- 
chase price, we might find ourselves 
faced with customers who demand 
that we deduct rental paid over a 
long period of time. We must have 
some safeguard.” 


Power tool trade helps 
to sell other customers 


Personalized selling helps sell 
more power tools in a Minnesota 
store. 

Here’s what it is: 

After the firm has sold a power 
tool a member of the staff gets in 
touch with the customer and asks 
what use he makes with the unit. 

This often brings the firm some 
ideas that may be used to sell equip- 
ment to another customer. 

When customers look at a power 
tool and ask about a specific use, the 
salesman can tell them names of 
people who use it for that partic- 
ular purpose. 

The dealer says, “When a cus- 
tomer talks like this we take the 
time to tell him the answer and to 
let him know of customers who use 
that tool for the same job. This 
gives us a chance to demonstrate 
the tool’s use and to talk terms.” 


Monthly ad cards pull 
traffic for this store 


When a newly opened New En- 
gland hardware store in a shopping 
center decided to use promotions 
to build more traffic it began to use 
monthly mailings. 

Since its opening several years 
ago the firm has used a post card 
to reach 550 home owners once a 


MER- 
CHANDISER 
Attractive 
floor unit, 


measuring 
24°°x21" x54” 


The new K-4 contains 21 of 
the most popular sizes and types 
of fixtures . . . 11 in transparent 
bags, 10 in open stock packages 
... plus 5 each of the most popvu- 
lar kit, 4 convenient sizes of perfo- 
rated board and a supply of 


do-it-yourself folders. 


List Price $96.15 


K-2 MERCHANDISER 


Attractively printed, 
16”x20” counter unit, 
with a stock of 18 
best selling fixtures 
and supply of folders. 


SELF SERVICE BAGS 


Eosily displayed in bin 
or perforated board for 
customer convenience, 
improved oppecronce, 
easier selling. 


ORDER FROM YOUR WHOLESALER 


Turnbuchles ne. ; 


“One good turn (buckle) deserves another” 
BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 
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month. One mailing offered cus- | — ERTS ae ee ee Re ee cntincuiais . ‘ 


tomers who brought the cards to 
the store, by a specific date, a silver t E Uj d 
EM Up...an 
e 






dollar. Most customers who brought | 
in that card spent $5 or more over | 
and above the dollar they received. 

Another mailing offered a 50¢ 
piece to customers who brought the 
cards into the store. Sales to those 
who brought in these cards aver- 
aged $2.80. 

Other mailings used by the firm 
have emphasized the fact that the 
store is an “easy to shop-easy to 
park” place. These cards each pro- 
moted nationally -advertised mer- 
chandise. 















Serve Vourself BOLT TRAY 


women to revamped store For “Super Market” Selling in Hardware Stores! 


Attractive girls invite 


When a southern dealer modern- 
ized his store he gave particular u 
attention to feminine trade. 

The dealer sent three attractive 
girls throughout his trading area 
to tell housewives about the mod- 
ernized store. 

During the visits the girls em- 
phasized the store’s new 75-car 
parking lot and reminded women 
of expanded stocks of housewares 
and gift lines shown in the re- 
vamped store. 

When the girls left each home 
they presented the housewife with 
a Homemaker’s check list giving 
the name and address of the firm. 
That list showed some of the main 
groupings in gift, housewares, 
home cleaning, home decoration 
and rental departments. 

The check list emphasized that 
the store is a one-stop shopping 
center. | 








HARDWARE HUMOR 























GARDEN WoRKS Ho? | . - 5 Let ae 5 ae 
oe =. | PACKAGED 
= | | > Carriage Bolts Large Machine Bolts REFILLS IN 
J Assortments: “" xi" town 4” Ye" x1" te A” 26” SMALL 
: nl - Small Machine Bolts Cap Screws QUANTITIES 
> Ve" al” te "2 4” “4%” tea" 12” . 
: . s 
Sizes 7 Stove Bolts—Rd. or Flat Hi. Hex Nuts hs emer 
— We" nh" tes" 212A" %"to'’r” tap ALL ZINC CHROMATE PLATED 









The LAMSON & SESSIONS Ca. 


5000 TIEDEMAN ROAD, CLEVELAND 9, OHIO + PLANTS AT CLEVELAND AND KENT, OHIO + CHICAGO «+ BIRMINGHAM 


"No, Hamilton, that isn't what | | e 
meant when | said to push power 


mowers today.’ 
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The world is full of honest folks but every 
once in a while a hardware dealer runs into 
an exception when renting tools. Here is 
such a case with ideas on... 


How to get your tools back 


The loss of tools when rented and not returned is a rather rare occur- 
rence with hardware stores. Yet, it does happen and every once in a while 
some dealer finds he has rented a tool to a customer who does not return 
it and cannot be found. 


Such a situation happened recently with a dealer who wrote to HARDWARE 





THERE'S 
PRESTIGE 
AND PROFIT 
IN YALE 


From Yale, pioneer in 
lock and hardware 
progress, you get a 
complete customer- 
satisfying line...the 
kind that brings repeat 
sales and builds 
respect and loyalty for 
your store. Yale’s 
assured quality and 
performance, wide 
price range, 
merchandising 
assistance, will give 
you fast and profitable 
turnover. Stock today. 
Call your jobber or 
write to: The Yale & 
Towne Manufacturing 
Company, Lock & 
Hardware Division, 
White Plains, N. Y. 


JUST MENTION YALE AND 
MAKE THE SALE 


YALE—REG. vu. s. PAT. orr. 


YALE & TOWNE 





AGE, about it. The loss was a belt 
sander. The customer had come 
into the store occasionally to make 
a purchase, so was not a complete 
stranger the day he rented the 
sander. The customer’s name and 
address were accepted but the ad- 
dress was a phoney. 

The question comes up, how can 
a store get positive identification, 
in case of doubt? 


identification is needed 

One way to do it is to ask the 
customer for identification, such as 
his driver’s license or social secu- 
rity number. Some sales forms on 
tool rentals contain a line listed as 
“Identification,” “Driver’s license 
number,” or “Auto license.” This 
identification process is not always 
followed when the sales person 
knows the customer. However, in 
any case of doubt, the clerk can ask 
for identification. Many depart- 
ment stores ask for such identifica- 
tion if customers do not have their 
charge account plate. 

If a dealer gets into a border line 
case and hesitates to come right out 
and ask for identification, here is 
another way to handie the situa- 
tion. 


Jot down car number 

After the rental transaction is 
completed, pick up the tool and 
start for the customer’s car. Ex- 
plain that this is just a little extra 
service given on rentals. Then note 
the automobile license number and 
write it down immediately on the 
rental form. 

Some hardware dealers ask for 
a deposit. This, too, may be waived 
if the customer is well known to the 
sales people. However, a deposit is 
a rather positive attraction to get- 
ting tools returned. Few dealers 
require a deposit since few tools 
are not returned. 

Insurance protection usually does 
not extend to merchandise outside 
the store area. Checks with insur- 
ance companies indicate insurance 
against theft of rented tools, off 
the store’s property, would be quite 
expensive. © End 
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CHORE @@: MASTER 


7e.-* 


can be the star of your store... 


CHOREMASTER said, “Look ... where the difference REALLY 
is!” at the National Hardware Show. Thousands of canny dealers 
and distributors did just that. Here are product and promo- 
tion features they're talking about... using to make extra sales 


and profits... 
EXCLUSIVE PROFIT PLAN 


CHOOSE minimum quantity or- 
der of Mowers, Riders, Tillers or 
Tiller /Mowers. 


GET ¢ Big Demonstrator Bonus 
e 3 Ads for the Price of 1 

e Plus Regular 50/50 Co-op 

e Trades Finest Warranty 

e Free Telephone Advertisin 

e Free Deluxe Dealer Manu 

* Mow-Grow Easy Pay Plan 

¢ Free Display Stand 

. = Display Material 


\vusa POWER PRODUCTS, INC. 


828 EVANS ST., CINCINNATI 4, OHIO 


ae * Rs A Subsidiary of 
YUBA CONSOLIDATED INDUSTRIES, INC. 


SALES-MAKING NEW FEATURES 
e Dial-a-Season instant cutting 
height adjustment 
e Improved, Snap-on Safe-T- 
Guard 


¢ Bigger, Huskier Tiller Tines 

¢ CM Control Center . . . at the 
fingertips 

e 5-Second Tiller/Mower 
Changeover 

e Easy Tilling Stabil-Stake 

e Unconditional 1-Year Warranty 


3 Request new full-color literature and details on dealer opportunities. 









LUBRIPLATE 
2-C€ Outboard Motor Oil 


Mixes instantly and thoroughly with 
gasoline, burns completely, reduces 
carbon build-up on plugs, assures 
quick starts—minimizes stalling. 


Available in screw cap or flat top cans. 


= 
Underwater Gear Lubricants 


Lubriplate i 90 (fluid) for 
gearshift motors. 

ae No. 105 (grease) for non- 
gearshift motors, or where grease is 


LUBRIPLATE Senié- tite “A” 


A mul marine grease for 
for tai on catmeeede Also 
raihie Whenl bearings and winch 

—general marine lubrication. 


| WBRIPLATE 
| HOS 


LUBRIPLATE H.D.S. Motor Oil 
High film asrength. en duty, porn 


ee er 
gi te Sa Dots ng 
Motor oil e a available. 








Sample panel saves time 
in sale of wood screws 


Because many householders do 
not know the size or type of wood 


screw they want, a western firm 


shows mounted samples of every 


size and type it stocks. 

These are mounted on a display 
panel. Fish line holds the fasteners 
to the panel. Cellophane tape 
fastens the price tags just below 
each mounted sample. 

Tags show the screw size and the 
price for two screws, one dozen and 
one gross. 

A large jar mounted on the panel 
displays the contents of an assort- 
ment of different sizes of wood 
screws regularly offered as a pack- 
age deal. 

Customers like this display be- 
cause it helps them to quickly find 
what they want. The firm benefits 
because of the time saved when a 
customer who wants one or two 
screws can be quickly served. 


Barbecue demonstrations 
sell outdoor equipment 


Show ’em how is good advice for 
selling any hardware lines. 

It is even more important when 
the line is outdoor barbecue items. 

A Pacific Coast dealer decided to 
barbeque a couple of chickens as a 
treat for his employees during 
regular business hours. The aroma 
of the sizzling fowl attracted cus- 
tomers who had not previously 
visited the store. 

This started him to thinking 
about the value of barbecue demon- 
strations for customers. 

Demonstrations are now held 
several times a year. 

The firm has loaned large size 
barbecue units to a few social 
groups to which it sold charcoal, 
hickory chips, and other specialties. 

Some members of these groups 
bought barbecue outfits after tast- 
ing the food cooked at their club 
outings. 


Simple idea uses extra 
display space on walls 


How can you use display space 
above the top of your wall shelv- 
ing sections? 

One dealer solved the problem 
by making four separate display 
niches atop the ledges of the wall 





BY NEW PRODUCTS 
>/ DEALS & PROFITS 


NONE 


ne ee 


AXA 


| OVERNIGHT 


-- or your 


MONEY BACK 


RAT-NIP [as shown) now available 
in single tubes @ 69%¢ [2 FREE 
with 10] or double tubes @ 98¢ 
[2 FREE with 12] 


. MOUSE-NIP (as shown) [2 FREE 
with 10] 


GAS'M (for moles) [1 FREE with |1] 
RAT-NIP REDI-BITS with WARFAR- 


IN. Guaranteed permanent con- 
trol of rats and mice. I'/ Ib. 
size $1.49. 


[2 FREE with every 12] 
ORDER ‘ NIP-CO Mfg. | 
- g. Inc. 
TODAY « New Rochelle, N. Y. 














the only complete 
line of quality 
caulking products 


The modern caulk. 
Super-elastic . . ap- 
plies easier, better, 
faster. All colors, 


, FOIL CARTRIDGES 
BULK 


Caulking Gun Pressure | 





Speeds loading of bulk caulk 
without fuss or mess. 





~ PRECISION GUNS 


Full Barrel 
in all sizes including 
new aluminum barrel models. 


Cartride e Guns 
for 842” and 10” cartridges. 


Air Pressure Guns also available 
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shelving on each side of the store. 

Each of the eight units has a 
backdrop of corrugated paper sup- 
ported by uprights fastened to 
ceiling and ledge. Bulky items are 
featured in these displays much 
of the time, although mass dis- 
plays of small packaged items are 
sometimes highlighted in them. 

The ledge-top display sections 
are about 10 ft wide. 

Different colors of corrugated 
paper are used for each section. 

Fluorescent lighting spotlights 
displays in each section. 

These special display units make 
it easy to keep the ledge tops clean 
because it is a simple matter to 
dust them when displays are 
changed. 


Simple ideas help build 


charge account profits 

Do you go after or merely accept 
charge accounts? 

A California dealer says, “We 
have never refused a charge ac- 
count to anyone, and seldom lose a 
penny because of it.” 

In fact, this firm goes after 
charge account business. 

When a newcomer in the area 
wants a home service job done, 
the service man is told, “Do the 
job and then leave. Do not wait 
for payment nor even talk about it.” 

What happens? 

Usually the customer visits the 
store within a day or two to ask 
about the bill. 

The customer is told not to worry 
about the charges. 

She is advised, “You have a 
charge account in our store. You 
can just add whatever purchase you 
want to this account.” 








"This is the size | want... Will you 
wrap it please.” 
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Fine Cutlery 
Priced to 
Sell 


Cutlers since 1875 








































PUTTY 
KNIVES 


Here's 5 reasons why 


...correctly designed to 
do a better job. 
..+qQuality-made for cus- 








Finest, HighCarbon \ Snanth enlinatian. 
Cutlery Steel, hardened, ° ion 


a ... colorfully packaged for 
ee eo | Ne quick sales. 

— ... priced for rapid turn- 
over. 

... first choice of both pro- 
fessionals and home owners. 


Choice of flexibility for 
different jobs and dif- 
ferent tastes. 


Designed for perfect 
balance and work- 
Genuine Imported Rosewood ability. 
handles for longer wear. 


Handles securely 

"locked" by brass 

compression rivets. 
NOW! 


Vacuum Packed on 
colorful cards. 


CLEAN! CLEAR! 
CRISP! BRIGHT! 


For EXTRA Sales Appea! 
Attractively packaged on 
colorful card. 


SEE YOUR HARDWARE JOBBER 
ABOUT THE COMPLETE GOODELL LINE 





Easy to Buy, Stock and 


Sell because it's acom- GOODELL COMPANY 


plete line of Best-Sellers 


froma Single Dependable Antrim, New Hampshire 


Source. 





meketc} a an - Jo) maa 


TWO-WING 
SPRING TYPE 


FINE QUALITY and SKILLFUL WORK- 
MANSHIP are the distinguishing fea- 
tures of Arro Toggle Bolts. 


TUMBLEHEAD 
GRAVITY TYPE 


Falls into open position 
to fasten work securely 
against hollow walls. 


This well made toggle bolt makes fast- 
ening to tile, plaster, wall board, or any 
type of hollow construction, quick and 
sure. Its lively spring, when released, 
spreads the steel wings into open position 
—tightening develops maximum holding 
power. 


Used extensively by electricians, plumbers, 
decorators, maintenance men, sign men 
and many other tradesmen. 


SCREW HEAD STYLES 


¥% oO 


RIVETED HEAD 
STUD BOLT TYPE 


Falls into open po- 
sition by gravity. 


ARRO-CORE MASONRY DRILL 
MACHINE SCREW ANCHOR 


EXPANDER HAMMERLESS SETTING FOOL ARROFLUTE CARBIDE MASONRY DRILL 


———L_————— 


FOUR-FLUTE HAND STAR DRILL 


O-E EXPANSION SHIELD 


eo 


MAL-LEAD BOLT ANCHOR 
FOUR-FLUTE DRILL POINT 


Ss 
ih 


TWIST DRILL POINT 


jae 


RUBBERGRIP DRILL POINT HOLDER 


STUD BOLT ANCHOR 


Seepage, 


JUTE PLUG 


TUMBLE TYPE 
TOGGLE BOLT 


LITTLE MAJOR TURNBUCKLE 
DISTRIBUTORS: 
This Advertisement Appears in Leading 


Publications Directed to Your Customers 


ARRO EXPANSION BOLT COMPANY 


Dept. H, P.O. Box 388, Marion, Ohio 








A bargain brush still 
pulls store traffic 


The bargain brush idea still pulls 
good store traffic. If you back it 
up with other paint department 
bargains your paint department can 
profit even more. 

Stransky Hardware in Buffalo 
recently gave mid-summer store 
traffic a lift with a paint festival. 
Robert Stransky says that the pro- 
motion worked fairly well. 


5¢ traffic lure 


Primary promotion medium was 
a 9x14-in. ad in the Buffalo Evening 
News which was built around a 
Paint Festival theme. As a special 
traffic puller the store offered a 
half-inch angular trim brush for 
5¢ to anyone visiting the store 
during the promotion, and bringing 
in the ad. 

“The brushes actually cost us 7¢ 
each but they were good traffic get- 
ters,” said Mr. Stransky. 

“For example, one customer who 
admitted coming in only to secure 
the 5¢ brush went out with a $9 
paint order.” 

Another special featured a one- 
half-pint can of all-purpose enamel 
with a colorful plastic paint apron 
for 69¢. The combination was a 
$1.25 value. 


Paint thinner special 


Stransky’s offered a gallon of 
regular $1.15 paint thinner for 79¢ 
and house paint at $4.79 a gallon 
compared with a regular price of 
$5.79. Other paint specials also 
were featured. 

Mr. Stransky reported that many 
shoppers took advantage of the 
chance to win $29.40 worth of house 
paint in a drawing climaxing the 
promotion. To enter the drawing, 
the shopper filled out a newspaper 
coupon with his name and address 
and brought it to the store. No 
purchases were required for entry. 

The firm made a play for phone 
business during the promotion, 
spotlighting its three phone num- 
bers and pointing out that it de- 
livers anywhere. 

The newspaper ad was backed up 
with extensive in-store display in 
the paint section. 
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Display racks free! 


| Nt, ; : ‘2? Sp Co a a 
eS -a ieee 
Sid 11 Ze i benh a bid 
i. > 
a eee poe bee fe 
24) [zag jag (22 7 AC K -% 
WA Tip Te 18 ee 


aais | 22 3) 4s) bel bate 
(yas ein eae eat and related items 


WAT TRA Tee 
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¥ei know that people who get tacks 
always buy related items, hammers, 
cutters, wire and screen. Make it 
easy for them. Keep your tack stock 
orderly and out in front! Designed to 
stand or hang on pegboard. Wonder- 
ful for self-service. No deals required 
— get as many as you need. Order 
only the sizes you want. 


Ask your jobber. 
W. W. CROSS-& COMPANY ~- Jaffrey, N. H. 
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How to cut ad costs and increase ad power 


You can reach 1000 prime cus- 
tomers for $20 a month with an ad 
message that is far more personal 
than newspaper, handbill, or broad- 
side advertising. How? 

Try using post card mailers. 
Many dealers have, and are pleased 
with the results. You use your own 
mailing list, for these customers 





are regulars in your store and like- 
ly to respond to ads that feature 
timely values. Figure on 3¢ per 


* customer as your total advertising 


cost. 

Once each month you mail your 
post card ad. It contains as many 
items as you wish to feature. Most 
dealers who use this sales device 








SMART PACKAGING 


SELLS SUN 


/ 


RAY 


ae 


STEEL.WOOL «< «¢ 


J 


i re ee 





' 


speeds self-service...steps up impulse buying! 


TWIN PACK 


You sell the full 16-pad package of 


Sun Ray Layer-Built pads ‘‘as is.” 
When only a few pads are needed, 
you break a Twin Pack in two, and 
sell 8 pads! Customers like this con- 
venience and economy... you save 
sales time and speed self-service too! 


Available in grades 0000, 000, 00, 
0, 1, 2 and 3. 


3-IN-1 PACK 


Colorful, eyecatching Sun Ray pack- 
age of assorted grades boosts sales 
and profits. Six big, handful-size Lay- 
er-Built pads...two each of fine, 
medium and coarse grades in each 
package. Home craftsmen and do-it- 
yourselfers can do almost every steel 
wooling job with this assortment. 


Order Sun Ray from your jobber to- 
day, or write for free descriptive 
literature to: THE WILLIAMS COM- 
PANY, London, Ohio... manufactur- 
ers of quality steel wool products for 
over 35 years. 


STEEL WOOL 


LAYER-BUILT PAOS © JEX HOUSEHOLD PADS + BULK POUND TUBES 




















split mailing lists into one, two, or 
three parts to balance traffic. 

For example, an Arizona dealer 
with 1000 names on his list sends 
500 cards on the first of the month 
and 500 on the fifteenth. 

You can fit about 12 key items on 
each card. Reduced prices and spe- 
cial services should be stressed. 
Name brands and seasonal lines 
count heavily. 

If you mail 1000 cards per 
month, your yearly ad bill is just 
$240. If you get a mere 10 per- 
cent return in traffic, your year’s 
response is 1200 prospects and 
probable sales you probably 
wouldn’t have had otherwise. Not 
bad for $240. 

Other costs? A stencil duplicat- 
ing machine for post cards costs 
about $16. Properly cared for, it 
will last indefinitely. Stencils cost 
pennies. Your print shop is your 
typewriter. 

Postcard mailers get to be habit 
forming. Customers look for them 
regularly, pick out household, gar- 
den, sporting staples, and buy of- 
ten. 


Tenant repair service 
pulls store traffic 


To build store traffic and keep 
overhead down some hardware 
dealers sublet parts of their stores 
to other businesses. 

One southern dealer who sells 
radio and TV sets sublets part of 
his store to a TV and radio service 
company. 

The service man pays rent for 
his section of the store and handles 
all service on sets sold by the 
hardware store. 

During the warranty period the 
service man handles all service for 
the hardware dealer’s radio and 
TV customers at no cost to him 
nor to the customer. After the war- 
ranty has expired, the service man 
charges the customer. 

Two advantages of this plan are 
that customers know that they can 
quickly get service from the hard- 
ware firm’s tenant. Customers of 
the service man must go through 
the hardware store to get to that 
department. The tenant service 
man is thus a good traffic puller 
for the hardware store. 
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WEATHERPROOFING PRODUCTS 





Bad weather time is good profit 
time for you if youre well 
stocked with new Drarstop. 
The most popular priced, fast 
moving, nationally advertised 
weatherproofing products on 
today’s market! 
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DRAFSTOP VVeatherstripping 


Insulates—stops drafts, dust, water and insects— 
keeps weather out—temperature in. Genuine white 
viny! foam bonded to clear grain wood molding by 
Roperts’ exclusive heat and pressure method. Seals 
tighter, lasts longer. Closed cell foam won't absorb 
moisture—highly resistant to chemicals, weather and 
the elements. Will not freeze. Shapes easily to un- 
even surfaces, paintable. Speedy installation. Just cut 
to size and nail in a matter of minutes. You EARN 
MORE BECAUSE IT SELLS FASTER! 

DraFstop Weatherstripping. 15 complete kits con- 
taining two 7-foot lengths, one 3-foot length and 
package of nails in colorful self-selling display carton 
— Suggested retail price $1.95 per kit. 





DRAFSTOP Door Bottom 


Stops drafts, dust, water, insects—keeps cold out— 
heat in. Made of durable extruded aluminum. Clear- 
anodized to eliminate stains on doors or thresholds. 
Never discolors. Extra tough, pliable vinyl guard is 
impervious to weather — resists extreme temperature 
changes. Unique automatic spring action allows 
ample clearance for carpets or door mats. Stainless 
steel spring for trouble-free operation. Nylon stop- 
roller insures positive closing and tighter seal. Screw 
slots permit easy adjustment to any threshold. The 
Drartstor Door Bottom installs in a jiffy! You EARN 
MORE BECAUSE IT SELLS FASTER! 


Drarstop Door Bottom + 10 complete kits in 
colorful self-selling display carton. 
Suggested retail price $2.95 per kit. 


Point-of-purchase material and sales aid 

kits available to help you sell more. 
our letterhead for 
. catalog sheet. Order your stock from 
your distributor or direct from RoBeRrts. 
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e | CARRIAGE—American Std. round head sq. 
1 2 \\v eng sq. nuts. Sizes: %.” x ¥%" through 
‘7 x 90"’. 


LAG—American Std. regular sq. head with 
(eR awn. gimiet points. Sizes: 4%" x 1” through 1” x 16”. 


Award Winning Packaging MACHINE—American Std. regular sq. head 


Attractive, sturdily built cartons are conven- \\\\\ au? _ nuts. Sizes: 4" x ’%” through 
iently shaped for ease of handling .. . add sales 2 aw. 
punch to your shelves. Color-keyed, easy-to- 


read labels speed identificati d simpli 
inventory canteal, ee TTT STOVE-—steel and brass; slotted, round, 


flat, oven heads—hex and square nuts. Sizes: 
Ye" x ¥%" through ’” x 3”. 
Be ce 
AWA ot garb od fr ELEVATOR—available in 
. . Ad all standard sizes with regular square nuts. 
machiian  Ab- 
rs a WoOoOD-steel, brass and silicon bronze; 
slotted or Phillips Recessed flat, round, oval 


yates AY: heads. Sizes: %4"’ x No. 0 through 6” x No. 30. 
| Special finishes to order. 


Wise TAPPING-—slotted or Phillips Recessed 
» Pee flat, round, oval, pan, oven heads. Sizes: 


: . . * 4°? vf 
el elerctina'e service. customer 4" x No. 2 through 2” x No. 14. 


satisfaction ... fasteners for MACHINE-steel and brass; slotted or 


Phillips Recessed flat, round, oval, fillister, 
your every need binding, oven heads—hex and square nuts. 
| Sizes: 4%" x No. 2 through 6” x % 


CAP SCREWS—bright or high carbon heat 


rs Tit treated; hex heads with hex nuts optional. 
, Sizes: %" x ’" through 24%” x 10”. 


STAINLESS and ALUMINUM—all stand- 
ee ANAL ard sizes; slotted or Phillips Recessed. Ma- 
| chine, tapping screws—flat, round, oval, pan, 
truss heads. Wood screws—flat, round, oval 
heads. 


TAPED SCREWS-—for manufacturers who 
supply screws with packaged products. In- 
dividual or continuous tapes—plain or printed. 


SQUARE and HEX—complete line of fin- 
ished, semi-finished, heavy, regular, jam, 
slotted, thick, thick slotted, castle, cold 


A Powerful Sale-Maker = punched and hot pressed nuts. 


Brilliant red merchandiser stops traffic anywhere : ? : 
and stimulates sales on high-profit zinc plated Special Purpose Fasteners. For special types outside 
bolts. Holds 61 popular sizes of machine, car- the hardware line, our complete facilities enable us to manufac- 
riage and lag bolts. ture a wide range of special fasteners to help meet these requests. 


Write for Catalog! 


PITTSBURGH SCREW AND BOLT CORPORATION + GARY SCREW AND BOLT DIVISION 
P. 0. Box 1708, Pittsburgh 30, Pa. Peoples Gas Bidg., Chicago 3, Ill. 


SOUTHINGTON HARDWARE DIVISION + AMERICAN EQUIPMENT DIVISION 
Southington, Conn. P.0. Box 69, Norristown, Pa. 


AMERICA'S MOST COMPLETE LINE OF INDUSTRIAL FASTENERS 
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Editor's Note: Presented herewith is the 1958 edition of the Table of Values of Manu- 
factured Hardware and affiliated lines compiled by Oliver Brothers, Inc., information 
and buying service for wholesalers. This table supplements the Table of Values of 
Iron, Steel, Wire and Metals which is also published as an insert in this issue. 


Col. No. 


Market Values of Ma 
From December, 1913 


Published by Hardware Age, Chestnut an 
Compiled by Oliver Brothers, Inc., 421 


10 


il 





MATERIAL | Unit 





March 
1933 


ios 





Steel railroad spikes, % x 6% 100 Lb. 





Track bolts, square nut, 4% x 3% 100 Lb. 








Crow bars, 10 to 26 Ib., average all sizes 100 Lb. 





July, 1928 and later, by the piece. 


Striking hammers, Oregon pattern, 6 Ib gece per 100 ihe. 





Doz. 








Machine bolts, % x 4, C. T., Sq. & Sq., carload 100 Pcs. 





Since April l, 1927, per 160 


Hot pressed nuts, square, blank, ‘4 in., hvy., carload, bulk pleses. prices per 100 tbs. 











Iron turnbuckles, 1 x 6 in., take up, with stub ends 100 Pcs. 











eo mins fia; *)| @| & 


Spring cotters, steel 4, x 14 1000 Pcs. 








ro" 
So 


R. H. steel rivets, 4 x 14, in kegs 100 Lb. 











~ 
rs 


Upholsterers cut tacks, No. 4, blued, in bulk* 100 Lb. 














-_ 
bo 


Wood screws, flat head, steel (new list prices May 1957) Per Cent Off List 





_ 
w 


Shovels, plain back, No. 2, C grade Doz. 





rs 
she 


Ball tip, loose pin, steel butts, 344 x 34, plated, No. 241F 








_ 
o 


Wrought brass butts, 2 in. narrow 





~ 
for] 


Stillson pattern wrenches, 10 in., steel handle 





_ 
~3 


Monkey wrenches, steel handle, 10 in. 











_ 
oo 














~ 
wo 


Carbon twist drills, 44 in., round straight shank, Jobbers Lengths... 











Doz. 
Doz 
Files, 10 in. flat bastard Doz. 
Doz 
Doz 


i) 
o 


Chisels, plain handle and edge, 1 in. socket firmer 








rns I 00 is cava es ce eee ews sceesscces Lb. 














alm el alel-a|amlolol| w/e! o|/ S| olw/ a) ol a| |e! 








Post-hole diggers, Eureka pattern, 4 ft. handles Doz. 








Car movers, Badger #9, (Since 1964 $249) Doz. 











Wire rope, plow steel, 6 by 19, % in. bright, non-preformed, f.c... . . 100 Ft. 


(Prices previous to 1948 on crucible cast steel, now discontinued.) 


Poultry netting, 2-in. mesh, 20 gage wire, galvanized after woven 
(Prev. to Sept. 30, 1947 were quoted on galv. after woven only.) 





Roll of 600 Sq. Ft. 
carload 




















Wire screen cloth, 12 mesh, black, less than carload. Since 1960 


100 Sq. Ft. 
galvanized 18 x 14 mesh Lc. 1 

















Galvanized water pails, 10 qt., light pattern, less than carload Gross 











Enameled cast iron sinks, flat rim, 18 x 30 











Finished brass compression bibbs, standard pattern, for L P. % in.e 


Axes, handled, first quality standard grade, e bit, base 
(Prices prior to Sept. 30, 1961 on unhandled. 




















12.00 





Cipouler orem Dalemted, Be Te. BOB... wc ccc cece weet 





7.50 


8.00 


9.00 


7.60 





Lawn mowers, 16 in., ball-bearing, medium grade, 6-blade (prices 
previous to 1944 based on 14 in., 4-biade, cast iron) 


























5.50 


6.40 








7.00 


6.00 








5.50 














* Prices previous to June, 1926, were on American Cut Tacks now discontinued by most manufacturers. 
+ June, 1926, to June, 1930, prices on 13 in.; other prices on 12% in. 

t New list Nov. 21, 1935. 

@ Ceiling prices established by Government Price Administrator in 1941; or later through to 1946 


4 


7 


10 


ll 


by O. P. A. In many cases this was automatic by fixing price ceilings at selling price in effect March. 


1942, in other imstances by specific O.P.A. rulin 
@ %” size generally discontinued as of March, 
production. Manufacturer of ed 

but resumed in March, 1947. 


faaz. %” figures show lower price because of 
finished all brass bibbs was temporarily discontinued on March 17, 1942, 


greater 





s of Manufactured Hardware 


ber, 1913 to September, 1958 


d by Hardware Age, Chestnut and 56th Sts., Philadelphia 39, Pa. 
ed by Oliver Brothers, Inc., 421 Canal St., New York 13, N. Y. 
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ii 


12 


13 


14 


15 


Compiler’s Note: Lists and discounts have been reduced to unit prices or unit quan- 
tity prices as required. In doing this, consideration has been taken of the fact that list 
prices on some items have been changed from time to time and the net prices shown 
are based upon the lists and discounts in effect on the dates given. The data for Wood 
Screws represent the discounts reduced to a unit percentage. The prices shown rep- 


resent what would be recognized as a reasonable wholesale price allowed by the manu- 
facturer to the wholesaler. 


23 24 25 





March 
1933 


pam | 


ios? 


June 
1939 


June 
1940 


Dec 


| | 


Sept. 30 | Sept. 30 | Sept. 30 





2.16 


2.40 


3.00@ 


1960 | 1961 | 1962 








6.90 60 





4.22 











8.75 











12.80 | 14.70 | 14.70 





TT 








“7 
1.27 1.46 | 1.46 





6.16 





12% OPA® 








18.75 | 15.82 | 16.82 





ee 


—— 

















12% OPA 














1.23 


| 
6.22 6.86 | 7.01 


1.09 | 1.20 








66 .00@ 








1.37@ 














135.00 136.00 | 136.00 


Ge — 

















o emi ion Pig; */| @/| & 





2.25 | 2.26 











12% OPA® 


ee 











9.21 | 10.01 


_ 
o 





14.00@ 














18.90 | 18.90 


~ 
~ 














12% OPA 


oe —— 














0.676 | 


~ 
bw 








10.25 plus 
14% OPA® 








2.98@ 











17.65 


_ 
w 























6.29 


~~ 
re 











6.48 
10% OPA® 











11.562 


~ 
o 





7.86e@ 























12.48 


~ 
o 




















12.62@ 

















19.68 | 


~ 
~j 





2.76 

















4.56 


_ 
oo 



































1.68@ 


6.27 plus 
14.7%, OPA® 



































9.96 | 12.60 | 





25 plus 
13.34% OPA® 

















0.48% | 0.49% | 











15.40@ 














24.00 26 .00 

















2.48 





60 .00 














91.20 | 91.20 | 





9.406 




















14.40 15 .36 





3.192@ 


4.64 alter 5.04 after 
3.3 before | 3.79 before 3.95 belere 











1.36 


1.29 











18.12 


20.78 








1.98@ 





3.86 galv.| 4.18 galv.| 4.36 galv, 








40 .20@ 











62.16 | 69.24 





3.15 





























10.55 | 11.58 | 10.98 














10.44 | 4" 11.74 "11.75 
12.00 ac” 12.34 * 12.32 











10.80 














17.26 | 27.00 
| 








6.00 


6 .00@ 


6 .00@ 





6.00@ 




















6.50 | 17.50 | 13.00 











3.76 





4.10 





4.30 











4.50 





4.36@ 












































9.00 9.65 | 10.56 
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11 


12 


16 


16 


17 


18 





19 20 21 22 23 24 26 27 28 


Denotes ceiling prices. 
Discontinued temporarily. 


ff March. A Price ceiling, March, 1942. 
Se “} Later advance allowed by O.P.A. 
@ In Feb., 1942, excepting for defense housing, manufacture of enameled sinks was ordered stopped as 
of July 31. 1942. A 5 per cent increase was allowed. Their manufacture has been resumed in Acid 
Resisting finish. 


aushow lower price because of greater 
rily discontinued on March 17, 1942, 








Pienic marks opening of | WRIGHT'S FAMOUS ROOSTER 


new housewares section 
To publicize the opening of a 

new housewares section in its re- in A 4 i SETTING 

modeled and enlarged store a mid- 

western dealer held a public picnic 

in a local park. 


Although tickets were not needed wr G « T LI RK F 
for customers who wanted to at- 
tend, the dealer gave them out at 
the store. 


Full-page newspaper ads, radio REVERSE TWIST 
announcements and word-of-mouth 


invitations helped bring out more 


than 1500 people. Adults were 
served soft drinks. For the young- x ETTI x G 
sters there was free ice cream. 


An outdoor stage show included 
entertainers from the staff of a 
local radio station. 








Dae case 
a : ° fener SAS 

This idea will help you aS 

sell higher priced items ae 


When a customer wants cheap 
tools, housewares or paint, show 
him that quality items are less ex- 
pensive in the long run. 

Point out that a low-priced item 
is more expensive because its 
shorter life will make earlier re- 
placement necessary. 


rf te ASK, : 


witpede pS) ‘ 

f Wie 4d: 
Ou pike has >, =| i 
A} ners | 


ele gra Tie se 


“ 


hit. 
meat, 


4 wy wre ye, wl, d iG f/*. ee 
qr a ” «. lad Se ; 


a 
Ml 
nif 


425 + 
“rey t 4 


In the case of some edge tools, 
remind the customer that the qual- 
ity item will hold its edge better 
and longer. 

Translate this longer life into 
savings effected because the item 


does not need servicing for a long 4 v. | WRIGHTLINE HEXAGONAL 


time. <i 
If you are selling paint then em- : i (Poultry) NETTING comes to you 


phasize the fact that quality paint a. perfectly straight and flat, and 
will cover a larger surface, that it stays that way. No sags. No bulges. 
can be more easily applied and é 

that it will last longer than cheap- e Stretches more easily. WRIGHTLINE 
er paint. ; reverse twist netting with reinforc- 


ing line wires. 
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Know-how is the key for 
homeworkshop tool sales 


Encourage your salesmen to know 
how to use power tools. 


Prompt delivery from stocks in Wor- 
cester, Chicago, Atlanta, New Orleans, 
Dallas, Los Angeles, San Francisco and 
Portland, Oregon. 


This can be your key to many 


sales. Industrial Wire Cloth ® Standard Hardware Cloth © Hexagonal Netting © Wire 


A western dealer has a salesman Strand © Woven Wire Lath © Welded Fabric © Screen Cloth © Gutter Guards 


who is keenly interested in wood- 
ki job dh labo 
‘hop in his own home. | @e Fe WRIGHT STEEL & WIRE CO. 


The salesman told one customer Worcester 3, Massachusetts 


how he had cut out the pieces for 
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AKAY ADD-A-FENCE in flamingo, pink, 
yellow and white. Streamlined de- 
sign with section joiners and corner 
locks. Ideal for outlining gardens, 
shrubs, and for corner markets. 
Break resistant, color fast. Never 
needs painting. Suggested retail, 
four sections plus corner locks and 
ininers, $2.49. 


AKAY “BIG FREEZE” ICE SCRAPER in 
marbleized and assorted colors for 
easier scraping and speedier defrost- 
ing of deep freeze units and re- 
frigerators. Does any rough, tough 
ice removing job with ease. Sug- 
gested retail, 39c. 

ALSO AKAY CLIP-ON WINDSHIELD SCRAPER 
in transparent, self-service packs. 
Marbleized and assorted colors. 
Suggested retail, 19c. 


AKAY MEMO-MASTER 
= in new decorator 
F colors to match 
» your telephone. 

75-foot paper roll, 

encil and pencil 
adder. Suggested 
retail 98c. 





i ~~ : 
ik ~~ Sue 
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NEW PLASTIC HOLDERS FOR AKAY ADD-A-TRELLIS 


make attractive 2- and 3-unit com- 
binations easy to erect. Permit de- 
signs up to 96” wide, 10’ high. Add 
beauty and support to climbing 
plants—flowers, vegetables, vines. 
Trellis retails at $1.35 per section. 
3-unit holders @ $1.98 .. . 2-unit 
holders @ $1.49 ea. incl. joiners, 
hardware. 


NEW AKAY DRI-FLOR DRIP CATCHER in 
decorator colors and white. Rust- 
proof metal hanger strips make in- 
stallation and removal simple. No 
glues. No suction cups. Easy does 
it! Moisture drains into cups that 
twist to empty. Lasts a lifetime. 
Individually boxed. Suggested re- 
tail, $2.99 each. Also Akay Toi-Tra 
drip catchers for wall-hung flush 
boxes, to retail at $1.79. 


AKAY PLASTIC HOLD- 
A-BOOK in decora- 
tor colors. Holds 
recipe books, 
newspapers, texts, 
etc. in home, office 
and classroom. 
Suggested retail, 
98 cents. 


ROTARY POWER MOWER 
BLADE BALANCER 


a picket fence for his yard. The 
customer’s interest was aroused so 
that he bought some power tools 
and accessories from the dealer. 

The dealer says, “Very few of 
these customers will buy enough 
tools to fully equip a shop, but start 
with one or two items and then add 
to them during the year. 

“We like this type of buying be- 
cause it makes the customer return. 
The more often a customer comes 
back, the more he will buy, not only 
of power tool items, but also of 
other types of merchandise.” 


Free soil testing offer 


attracts lawn customers 


Some hardware dealers offer 
free soil testing service. 


It gives the dealer a chance to 
sell not only the best seed for 
local conditions, but also opens 
the way for sale of fertilizer. 


Promote your free soil testing 
service through direct mail, news- 
paper ads, radio or television ad- 
vertising. 

Invite customers to bring a 
small sample of soil to your store 
for testing. Then ask them to re- 
turn for the free report on your 
findings the next day or later that 
same day. 

This means that each customer 
wanting soil testing service must 
make at least two visits to your 
store. 


When you give your customers 
the soil report you have a chance 
to sell seed, fertilizer, lawn mow- 
ers, fertilizer spreaders and lawn 
and garden furniture. 











NEW AKA 


NEW AKAY ROTARY POWER MOWER 
BLADE BALANCER —protects against 
crankshaft damage due to unbal- 
anced blades. Plastic cone is de- 
signed to accommodate any size 


shaft hole from %” to 1%”. Com- 
plete unit weighs only one ounce. 
Packed 12 to a “talking” display 
earton for self-service, impulse 
eales. Retails at 69 cents. 








ONG CORPORATION Division of Hauser Products Inc. 
4034 North Kolmar Avenue Chicago 41, Illinois 








"Why not, it's my day off.” 
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cREE FLOWING 


New “tresoor 


S807 pestROVER 


e Faster ey with free-flowing e Cuts cleaning and repairs 


Anti-Soot 2 @ Self-selling cannister-type 
e Helps prevent chimney fires sprinkler container 


1 ib. 6Sc 





How to 


merchandise 
full line 


oiftwares 


How a Texas dealer uses the open 
house approach to build store traffic 
in the fall to show entire line to 


Christmas shopping customers 


An open house in giftwares in the autumn puts the 
spotlight on a department just as it comes into its 
heaviest sales months. 

Mack J. Webb Hardware Co., in El Campo, Texas, 
has used the open house approach as a major promo- 
tion to build traffic for giftwares. Webb Hardware 
capitalizes on two customer-buying attitudes: 


(1) Christmas gift season. 
(2) The local harvest sales season. 


Webb Hardware holds its open house in October. 
The exact date depends when fall stocks have been re- 
ceived and put out on display. 

The Christmas promotion is a natural. The harvest 
season is a local event. The store is in a predominate 
rural area, and consumers have plenty of money after 
the harvest. Consumer buying is at a peak, among 
farmer customers and those that live in town. 

The store also has a third factor in the promotion. 
That is getting names off the giftwares department 
register, after open house, to add to the store’s mailing 
list. 

All women credit custemers and all other women 
whose names are on mailing lists receive post cards 
inviting them to drop in on the named day to have a 
cup of coffee or a cold drink and to see the new gift 
lines. 

Ads are published in weekly newspapers just prior 
to the open house. 

Coffee and kolaches, a local confection similar to 
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Open house customers signs register, and Mack Webb 
gets another name for his mailing list. 


sweet rolls, are served as well as soft drinks, cake and 
doughnuts. 

Mrs. Mack J. Webb, manager of the giftwares de- 
partment, serves as hostess during the open house. 

Mrs. Webb says, “Although we display all of our 
new giftwares, we do not try to sell anything during 
this event. We want customers to feel that they are 
guests not obligated to buy anything. When anyone 
wants to buy something, we sell it to her.” 

This annual event spotlights the gift department 
and impresses local women with the fact that it is a 
logical place to find gifts for all occasions. 

When Mrs. Webb learns of a forthcoming wedding 
she builds traffic by sending postal cards to friends 
and relatives of the bride-to-be and invites them to 
visit the store to select gifts for the young woman. 

At the same time, she contacts the prospective bride, 
or her mother, and asks her to come and select her 
patterns of housewares. 

This information goes into a book in the department 
where it is available at all times when friends want to 
make purchases for the bride. 

Mrs. Webb keeps a record of the gifts bought for 
the bride so that later gift-buyers will not duplicate 
something already bought for her. She makes it plain 
to the bride, or her mother, that in case of duplications 
the bride may exchange any gift bought at the Webb 
store for any other article of like value. 

The gift department is located in the front of the 
store, to the right of the entrance. One open-back 
window displays giftwares and gives a clear view of 
the department from the street. ®End 
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For Oil and Kerosene Units 


CHIMNEY 
WEEP 


FUEL OIL 
ADDITIVE 


and SOOT DESTROYER 








™~ 


~~ 


HELPS KEEP BURNERS 
Clean end Trouble Free! 





e Cleans out soot and dissolves 
Sludge and gum automatically 


e Helps check oily odors 


e Cuts cleaning and repairs 


e Helps clear out clogged fuel 
lines 


Pt. 1.39 Qt. 2.49 3g Gal. 4.69 
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COMBINATION 
WRENCH SETS 


plus a 
plastic case! 


Here's a set that sells fast. Box § 


and open ends—same size open- 
ing on both ends—%” tos”. Heat 
treated, accurately milled — box 
ends hot broached. Chrome 
(P 3408) or Velco (P 3412). Blue 
plastic case has grommet for 
hanging; snaps shut. 


THE VLCHEK TOOL CO, 
3017 E. 87th Street, Cleveland 4, Ohio 
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Readers 








How to price files? 
Dear Editor: 


We make it a practice in our 
store of putting a little sticker on 
every file we display. Then we put 
the price on the sticker. 

This takes a lot of time, but we 
think it is very important, especial- 
ly where we are attempting to en- 
courage some self-service. 

I wonder why some manufactur- 
ers couldn’t work out some simple 
means so that we could do a better 
and faster job of putting the price 
on each file. I don’t like the idea of 
pre-pricing the files at the factory. 
I would rather put on the prices 
ourselves. 

Maybe some manufacturer can 
take this ball and run with it. 

Sincerely, 
Henry D. Florence 
Florence’s Hardware 
Hempstead, N. Y. 


A useful idea to aid 


your secret cost code 
Dear Editor: 


In reference to your article, 
“How to make your own secret cost 
code,” on page 53 of the June 19 
issue... 

We have done this for years, only 
still more simple. 

Why complicate the code by sea- 
sons? Just use month of invoice, 
for example: LMAND8 for Janu- 
ary, 2MAND8 for February, and 
so on. And use D and X to stand 
for 0 (zero). Also, use the equal 
sign (=) to stand for repeats. 

Here, we use an S for Shapleigh, 
B for Belknap, W for Witte, etc., to 
show from whom we got the order. 
There may be defects or other rea- 
sons why we want and need this in- 


ichek 


OPEN END 
WRENCH SETS 


OPENINGS 


plus a 
plastic case! 


10 different openings from %," up to 
%”". Guaranteed Drop Forged! 
Expertly heat-treated for maximum | 
strength. Now available in Polished 
Chrome (P3342) or Velco (P2564). Blue 
plastic case has grommet for hang- 
ing; snaps shut. 


THE VLCHEK TOOL CO. 


3017 E. 87th Street * Cleveland 4, Ohie 
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“Molyfiex” Display 
Card Assortment 
No. 166 


Attractive 10” x 1342” 
three-color easel- 
backed card holds 10 
copper - finished blades 
—assorted 18- and 24- 
tooth. 








STAR “Flex-Pak’” Blade 
Assortment 

























Lets you carry a balanced in- 
ventory of 80 Unbreakable 
Special Flexibles and 20 
“Molyflex” STAR 

Blades. Doubles as 

a counter display — 
- when your custom- 
ee ers can see *em— 
they buy ‘em! 


STAR No. 10 
Hack Saw Frame 


Ready to go to work — complete 
with a STAR Unbreakable Special Flexible 


Blade in a colorful metal-reinforced cardboard box. 





STAR Special Flexible Assortment No. 45 


A fast selling, all-purpose assortment mounted on an 
eye-catching 2-color display card. 


STAR No. 190 : bw / 
Pack 
= . 
50—12” STAR Spe- os 
cial Flexible Blades 


mounted two to 
an attractive peg 
board card for fast 
self-service sales. 


1@ BN 
:@ BVT E> ® 


a 








STAR No. 185 Pack 
10—12” STAR “Moly” 
High Speed Blades — 
mounted one to a colorful, 
informative card for bin 
or peg board display. 


STAR hacksaw blades and frames are packaged with your 
customers in mind — type, size and number of teeth clearly 
marked for quick identification. It makes selection easy. 


And your customers know STAR quality — standard in the 
industry for over 75 years—the finest grades of steel, a 
unique tempering process and a handsome rust-eliminating 
finish add up to the smoothest, fastest metal cutting blades 
on the market. 


Check the attractive STAR packages above — designed for 
fast moving, self-service counter, bin or peg board display. 
These sturdily packaged, colorful sellers boost first-time 
sales and make repeat sales easier. 


Order Now — when you stock STAR you know you're as- 


sured of prompt deliveries and a fair sales policy — from the 
company that sells only through recognized wholesalers. 


CLEMSON BROS., INC. Middletown, New York, U.S.A. @ «9 


MAKERS OF HAND AND POWER HACKSAW BLADES, FRAMES, METAL AN" 
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WOOD CUTTING BAND SAW BLADES AND CLEMSON LAWN MOWERS 
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formation. The S, B, or W is set 
up only once for each invoice. 
For the good of the order, 
G. O. Busch 
Proprietor 
Busch’s Hardware 
Union, Mo. 
Editor’s note: An article called 
“How to make your own secret cost 
code” appeared in the June 19 is- 
sue of HARDWARE AGE. Judging by 
our mail, there’s considerable in- 
terest in the subject. The letter 
above is one dealer’s idea for im- 
proving the code. More such ideas 
are welcome. 








How to get more displays 


HOLDS 200 2-0z | on your present fixtures 
“WINDOW BOXES” Here is a way to get added dis- 


play space from your present 
’ 7 fixtures. Frank C. Aldrich, presi- 
TAKES LESS THAN dent-treasurer, Hoxsie Hardware 
1% SQ. FT. OF é Co., Warwick, R.I., used _ this 
COUNTER SPACE. ae method and added 160 linear feet 
Detuad shun 00" ebtn wt to fixtures at a nominal cost. 
17” deep x 19” high. Adjustable shelving was _in- 
stalled between the two lowest 
shelves on the gondolas. The ad- 
justable metal fixtures make it 
possible to move this new shelf 
around to accommodate merchan- 
dise of all sizes to best advantage. 

On the six 10x5-ft gondolas, this 
bonus shelf provides about 160 fit 
of shelving. The full 180 ft would 
have been available but Mr. Aldrich 
decided to keep certain gondola 
end spaces for rolled paper goods 
and other long items. 

Installed in February, this extra 
shelving brought more merchan- 
dise out on open display at little 
extra cost. It improved the appear- 
ance of the store, and provided 
“better browsing’, says Mr. Ald- 
rich. ® End 








Merchandise and Display Shipped as One Unit 


Two cartons banded together — weight 39 Ibs. Refills 
of any Atlas Vg-lb. package available in wraps of 10. 


TACK 7 
CORP. Auxiliary shelf between base and sec- 
® 
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ond level shelf increases display 


FAIRHAVEN, MASS. °® HENDERSON, KY. | space on a gondola fixture. 
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QUALITY ISN’T SOMETHING 
YOU SWITCH 
ON AND 


You can't pull a switch and suddenly start claiming quality. 
Quality is more than a claim. At Zenith, quality has been the 
policy for forty years with no switching on and off. And this 
policy has insured continuous quality in Zenith products. 


There are some who believe that a quality reputa- 
tion can be created as simply as pulling a switch. 
Actually, quality can’t be “switched on and off’’ 
depending on the needs of a marketing situation. 

You can’t slight quality over a period of time 
and then start building quality overnight. Quality 
is more than a claim—it is more than a desire. 
Quality requires long range planning, thinking 
and training. 

At Zenith we believe in quality. It began at 
Zenith 40 years ago. We know that quality is not 
merely a combination of quality parts and com- 
ponents built to the highest standards. It is not 
only skilled engineering and craftsmanship. At 
Zenith every employee must be trained in quality 
over a long period of time and must dedicate 


himself to thinking constantly in terms of quality. 
You get quality by working at it—constantly, 
continuously over the years. Quality is an attitude 
—a state of mind—a policy that every individual 
of the Zenith family practices and believes in. 
We are grateful for the dealer acceptance and 
customer satisfaction that Zenith quality prod- 
ucts have earned. It is the result of this constant 
and continuous determination by the entire 
Zenith family to produce only the finest. 
Zenith’s success is the result of quality and a 
40 year determination not to switch it on and off. 
We don’t believe that others can suddenly decide 
overnight to start making quality. It’s a way of 
life that is built over the years and that’s why at 
Zenith the quality goes in before the name goes on. 


1 LLL hae potbets 


BEFORE THE NAME GOES ON 


Zenith Radio Corporation, Chicago 339, Illinois 


40 years of leadership in radionics exclusively. The Royalty of television, stereophonic high fidelity instruments, phonographs, radios and hearing aids. 
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S 


cive vou BI (3 


EASY-TO-SELL 
PROFITS 
CUP HOOKS 


One-Piece Durable 
6 sizes ('2"" to 4") in Nickel and 
Brass, each 
packed ‘100 t: 
@ box. %" siz 
carded in 
popular color 
o Nickel anc 
Brass. 


‘ez UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated finishes. 2-to-a-card or 
in boxes of 50 


GRIES 
E-Z 


«3 GOAT HOOKS 


Lacquered Brass, Nickel, 
Chrome or Bright Iridite 
Finish in boxes of 25 with 
2 flat head steel screws 
per hook. 


=" WING NUTS 


Bright rustproof finish . 
4 popular sizes . . . boxed 
= _. attractive counter 


Ar ag Pg 
“g»_ VAP. NUTS 


100 to-a-box in 
a = —- of 
aivactively tnisneu wud 
in a self-selling counter di 


thread 
assortment in 4 popular divple 
Also — in bulk or in 
boxes of in all thread 


of money-making 
ware items, including DRAPERY RINGS, SCREEN & 
WINDOW HARDWARE, DRAIN COCK KEY YS. 


Dealers: See your jobber salesman for 
ivery on these and other 


GRIES REPRODUCER CORP. 


~v orid's foremost ucer of smoll die oo 
161 Beechwood Avenue, New Rochelle, N 
NEw Rochelle 3-8600 
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Sell lighting fixtures 
with giftwares appeal 


Want extra sales in your light- 
ing fixture department? Try giving 
it a gift shop atmosphere. 

Customers often find it a prob- 
lem to pick out a useful gift. A 
suggestion from you may be all 
they need to steer them to your 
fixture displays. 

Folks who are moving into an 
older home will want new lighting 
fixtures as replacements for exist- 
ing ones. Even people who live in 
new homes will have plenty of use 
for a new fixture as a supplement 
to their standard equipment. 

To sell more fixtures as gifts. 
stress ease of installation. Manu- 
facturers usually include instruc- 
tions, where necessary, in the 
fixture package. 

Improved packaging of fixtures 
is also designed to help your gift 
sales approach. Many manufac- 
turers now package fixtures in at- 
tractive picture cartons that illus- 
trate uses. 

You can increase “take home” 
sales of lighting fixtures if you 
suggest them as gifts. 


Hats for extra traffic 


It started off with a few base- 
ball caps in sporting goods and 
wound up a full time, full profit 
department. Now Newton Square 
(Pa.) Hardware Co. sells more 
than 1000 hats and caps a year. 
Average unit price is around $1.29. 

Who buys hats in a hardware 
store? 

When it rains, gabardine and 
rain-treated hats and caps move 
fast. When a long hot spell sets 
in, woven hats for men and women 
go out of stock quickly. 

The junior set gives the store 
a steady stream of traffic for base- 
ball hats. There are hats and caps 
for golfers. fishermen. and hunters. 
Seasons change and hats change. 
but there is always some hat in 
vogue. Only two factors. bear 
watching: 

First, buy hats in advance of 
seasons and close them out before 
seasons ends: second, don’t get in- 
volved in styles. hich priced lines. 
or frillv items. Stick to simple, well 
tailored hats in one or two colors. 





NEW... 


midget pliers 
added to 


KLEIN line 


Hardly larger than a package of your 
favorite cigarettes, these new Klein 
Midget Pliers will simplify many of 
those small jobs where space is 
confined. 

Midgets in size but giants in perform- 
ance, they solve major problems when 
wiring up electronic assemblies; mak- 
ing model trains, airplanes, automo- 
biles, or in amy extremely small or 
confined work. 

These new midgets are additions to 
the famous Klein line of high-quality 
pliers that are backed by over a century 
of manufacturing experience. See your 
dealer. 


No. 257-4 Oblique Cutting Plier Size 4 in. 
321-44 Long Nose Plier 4% in. 
322-44 (Without Knurl) 4% in. 
224-42 End Cutting Plier 4% in. 


Free Bulletin on Klein Pliers 


Bulletin 758 lists the many 
various pliers in the Klein 
line. A copy is yours for the 
asking. Write for it today. 


Wreck oo KLEIN & Sons 
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Customers pick 
these counter beauties 


Sales blossom wherever these slim, perky and colorful dis- 
pensers with BEAR Cellophane Tape are displayed. Elegance 
plus super-quality tape ... so fresh, all-clear, and so easy to 
dispense . . . means fast turnover and easy profits. 
This handsome FREE display rack packs 
a terrific sales wallop in only « bit more 
than a ¥% square foot of counter space. 
Only 2014” high, 812” wide and 514” deep 
... yet it holds 72 dispensers with tape. 
Its sturdy steel wire construction with 4 
» shelves and eye-catching display sign 
> invites self-service. 
Deal CD-1 consists of: 

24 rolls ( 2" x 200” in dispensers) 

24 rolls (142” x 400” in dispensers) 

12 dispensers (for 2” x 800” tape) 

12 rolls ( 4/2” x 800” in tins) 

The rack is free. 


Start “growing’ sales” order your BEAR 
Cellophane Tape and Rack Today 


BEAR [“ofenc\ TAPE 


BEHR-MANNING CO. TROY, N.Y. aA DivViSitON OF NORTON COMPANY 


BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones =~ Pressure-Sensitive Tapes 
HT.3 WORTON PRODUCTS: Abrasives - Grinding Wheels - Grinding Machines - Refractories - Electrochemicals aSeasives 
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Convention Calendar 


conventions 





SY: 


© DESIGNED FOR SERVICE 
© CUSTOMER ACCEPTANCE 
© PROFITABLE VOLUME 


Professional design, high quality and 
generous dealer mark-up makes the 
B & C line the one to sell. If you are 
not now enjoying the advantages of 
the B & C line and would like to know 
more about them, write B & C. 


shows conferences 








Convention Check List 


or complete details about the conventions and shows listed below, see the 
alphabetical listing starting on p. 126, Oct. 9 issue. The next 
complete listing will be in the Nov. 6 issue. 





c 


1958 
BENCH VISES October February 


: 29-30 National Assn. of Domestic & 2-3 Wisconsin Retail 
as = agli eames — —— Form Pump Mfrs. Meeting, Assn., Milwaukee 


Hardware 


No. 153 
No. 149-150 


Gray iron, finished in baked Red enamel. 
Swivel positions are easily and quickly 
attained. 

No. 149—Jaws and opening 13," 

No. 150—Jaws and opening 2'//," 

No. 153—Jaws and opening 2!/," 


WOODWORKER'S VISE 


For every 
bench. Gray 
iron jaws, cold 
rolled steel 
guides. Finish- 
ed in baked 
Red enamel. 
%,"' dia. screw. 
Acme Threads. 


No. 176—Jaws 6'/2"", 3'/2"" deep. Opens to 4'/2"" 


SAWHORSE VISE 


Holds work in hori- 
zontal or vertical 
position. Gray iron, 
finished in baked 
Red enamel. Main 
screw %" dia. 
Acme thread. 
Ciamps to 2". 


No. 175—5%,"" Jaws open to 4" 


THE BRINK & COTTON mre. co 


33 POLAND STREET ¢ BRIDGEPORT. CONN 








Chicago 

30-Nov. | Montanc Hardware & |m- 
plement Assn. Convention, Bill- 
ings 


November 


10-14 Cotter & Co., Spring Goods 
Future Order Show, Chicago 

17-21 Cotter & Co., Spring Goods 
Future Order Show, Chicago 

18-20 Retail Paint & Wallpaper Dis- 
tributors of America Conven- 


tion & Trade Show, Cleveland 
1959 


January 


4-6 Ace Hardware Corp., Chicago 
5-7 Minnesota Retail Hardware 
Assn., Minneopolis 

11-13 Texas Hardware & Implement 
Assn., Dallas 

12-14 Western Retail Implement & 
Hardware Assn., Kansas City, 
Mo. 

12-16 National Housewares Exhibit, 
Chicago 

18-19 Ilinois Retail Hardware Assn., 
Peoria 

18-19 Louisiana Retail 
Assn., Baton Rouge 

22-24 Intermountain Assn. of Hard- 
wore & Implement Dealers, 
Elko, Nev. 

25-27 Hibbard, Spencer, Bartlett & 
Co. 6th Annual Merchandise 
en & Convention, Evanston, 
i. 

Pacific Northwest Hardware & 
Implement Assn., Spokane 
North Coast Retail Hardware 
Assn., Portland, Ore. 

United Hardware Distributing 
Co. Annucl Convention and 
Merchandise Show 

Indiana Retail Hardware Assn. 
Indianapolis 

Missouri Retail Hardware Assn.., 
St. Louis 

Mountain States Hardware & 
Implement Assn., Denver 


Hardware 


2-4 New York State Retail Hard- 
wore Assn., Syracuse 
Connecticut Hoardwore Assn.., 
Hartford 

8-9 Tennessee Retail 
Assn., Nashville 

8-10 Tri-State Hardware & Imple- 
ment Assn., Amarillo, Tex. 

8-10 California Retail! Hardwore 
Assn., San Francisco 

8-10 Virginia Retail Hardware Assn.., 
Roanoke 

8-11 Ohio Hardwore Assn., Cleve- 
land 

10-13 lowa Retoil Hardware Assn.. 
Des Moines 

15-16 Arkansas Retail 
Assn., Little Rock 

15-17 Nebraska Retail 
Assn., Lincoln 

15-17 Kentucky Retail 
Assn., Louisville 

15-17 Alabama Retail 
Assn., Mobile 

15-19 Michigan Retail 
Assn., Detroit 

16-18 Pennsylvania & Atlantic Seo- 
board Hardware Assn., Harris: 
burgh, Pa. 

22-23 Mississippi Retail Hardware 
Assn., Jackson 

22-24 New England Hardwore Deal- 
ers Assn., Boston 

22-24 Oklahoma Hardware & Imple- 
ment Assn., Oklahoma City 

22-24 Pacific Southwest Hardware 
Assn. West Coast Hardware & 
Housewares Show, Los Angeles 

22-24 West Virginia Hardware Assn.. 
Charleston 

24-26 Hardware Assn. of the Caro- 
linas, Charlotte 


Hardware 


Hardware 
Hardware 
Hardware 
Hardware 


Hardware 


March 
8-10 Pacific Southwest Hardware & 


Housewores Show, Phoenix 
9-14 American Toy Fair, New York 
15-17 South Dakota Retail Hardware 
Assn., Sioux Folls 
15-17 Florida & Georgia Retail 


Hardware Assns., Jacksonville 


For complete details about conventions and shows listed above, see the Oct. 9 
issue of Hardware Age 
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Drills of every type .. . for every purpose... in 
compact, handy sets that appeal to hobbyists, farmers 
and mechanics. The famous > symbol on a drill means QUALITY. 


Sold in sets, the quality multiplies... and so do the profits ! 




















No. 56 No. 276 


Regular Length Drills for General Use Short Length for use in Electric Drills 


Plastic container holds 11 high speed Home length drills, Ye” to %” by 
drills, Ys” to 4%”. Also with carbon 64ths, in steel case. All drill sizes 
steel drills (No. 22). plainly marked 











Metalworking Drills With 4” Shank 


Sizes %e” to 4%”, all with \” shanks. 
Steel container with smooth-fitting 
slide cover. 








f No. 755 ul 14 
Carbide Tipped Masonry Drills Woodworking Drills With 4” Shank 
Tough, flexible plastic container, with Sizes 4%" to 4%”, all with 4” shanks. 
6 efficient masonry drills in popular These drills cut fast, with little effort 
sizes—%e6" to %”. or power. 





Bit Stock Drills 


For metal or wood. Clear plastic case 
holds 9 drills, 4s” to %”. Ideal for 


home and farm. 


Ask your Wholesaler about these and other CLEVELAND brill Sets 
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< rat CLEVELAND ews: DRILL CO. 


% 1242 East 49th Street Cleveland 14, Ohio 
Stockreems : siettudkch:= Ged < Gisela «ddl: s + tes eens $< tes 





CLEVELAND HARDWARE WHOLESALERS EVERYWHERE ARE READY TO SERVE YOU 









WHAT'S 





(Continued from page 15) 


treatment. It uses all garden chem- 
icals. Made of durable plastic, 
solid brass fittings, the gun is easy 
to use. Spray can be adjusted from 
a fine spray for close work to a 
steady stream with a range of up 
to 20 ft. The Eveready pressure 
container is designed to power the 
gun, can spray 80 pints of liquid. 
Gun retails for $14.95, pressure 


pack for $2.49. National Carbon Co. 
For more data circle No. 14 on postcard, p. 141 


Roller, pan decorator kit 


Home decorators will like this 
low-cost roller and pan set. Kit 


includes heavy duty pan with lad- 
der-lock legs, roller frame with 
removable end caps, and two dis- 
posable covers, one for walls and 
ene for ceiling. Customer saves 
20¢ on this limited time offer. 
Wooster Brush Co. 


For more data circle No. 15 on postcard, p. 141 


Oriental motif escutcheons 


This Oriental contemporary lock 
escutcheon from Schlage features 
the symmetrical Ming motif com- 
bined with the Tulip knob design. 
This debossed Ming design comes 
with a baked lacquer finish of 
Mandarin red or black in the re- 
cessed areas which won’t chip or 
crack, It is also available with a 
pebble finish in self metal. Lock 
and 7 in. square escutcheon comes 
in wrought brass, bronze or alumi- 
num in all standard finishes with 
the complete range of Schlage knob 
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designs. The metal is solid. Schlage 
Lock Co. 


Fer more data circle No. 16 on postcard, p. 141 


Low cost rotary tiller 


Here’s a budget-priced tiller for 
suburban and home garden needs. 
Pow-R-Boy 66 is light-weight, can 
handle heavy duty tilling and cul- 
tivating chores. Tillage width is 
14 in. Extension tines provide 24 
in. tillage. In 4 models, 2% to 2% 
hp, with rope and recoil starters. 


$ 


Retail prices start at $119.95. 


Hahn, Inc. 


For more data circle No. 17 on postcard, p. 141 


1959 line of chain saws 


Two higher horsepower, low cost 
chain saws spark the Titan line. 
The 4900 series features all-posi- 
tion fuel pump and carburetor, 
right hand starter, guide bar 
length up to 30 in. The 4800 series 
has anti-flooding, multi-position 
diaphragm carburetor, up to 24 in. 
guide bar. Both weigh about 21 


lb. Free bulletin available. Pro- 
pulsion Engine Corp. 
For more data circle No. 18 on postcard, p. 141 


Household drain cleaner 


Designed to prevent messy floors 
when used, this drain cleaner will 


clear up to 1% in. waste lines. 
Spring and drum have aluminum 
finish over steel to prevent rust. 
Spin-A-Rod accommodates % in. 
snakes in 15 or 25 ft sizes. Refill 
snakes available. General Wire 
Spring Co. 

For more data circle No. 19 on postcard, p. 141 


Spray stops skidding rugs 
Householders can help stop home 
accidents with this spray. Sprays 
on rug backing or the base of any 
article which needs _ stabilizing. 
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New is the magic word that spells increased sales. 

Mrs. Housewife thrills at the sight of a new appliance or cooking utensil that will 
make her daily tasks easier. She wants . . . and buys new housewares items to add 
new beauty to her home. 

No hobbyist can resist a new tool for his basement shop. A display of new baseball 
gloves never fails to entice Junior who is seeking an errorless mitt. And . . . new toys 
bring joy to grandparents, dads and moms, as well as to the little ones. 




















==1© d When you secure your merchandise stocks from Worthington, you 
always get the best new products first! 


Worthington’s 14 buyers, with aggregate experience of 455 years, 
are constantly searching for new items and new lines. They visit 
manufacturers’ plants . . . interview salesmen .. . call on retailers 

. check on competition . . . survey, study, test . . . for the sole 
purpose of providing you with the best in new and improved mer- 
chandise. Further, they make certain that new products are guaran- 
teed, nationally advertised and backed with modern sales aids. 


Ask your Worthington representative to show you his “‘new mer- 
chandise sheets” and samples—today! Then, to make sure you’re the 
first in your community with the best new products, place your order 
with Worthington, the 129-year-old firm that has introduced 4,244 
new items this year. AA-ve20 


















































2 of the 14 Worthington buyers, who pro- 
vide you with the best new products first, are 
J.J. Bohning and A. C. Maecker. 


Mr. Bohning, Ist vice president and direc- 
tor of purchases, came to Worthington as an 
order clerk in 1911. From 1920 - 1938, he was 
electrical buyer. Elected a director in 1935, 
he became manager of the Electrical Depart- 
ment in 1938, and company general manager 
in 1948. He was elected to his present position 
in 1949. 


Mr. Maecker, 2nd vice president, started 
as office boy in 1913. After World War I 
service, he joined the purchasing department. 
He was elected a company director in 1935 
and made assistant director of purchases, 1942. 




















Ia 


THE GEO. WORTHINGTON CoO. 


CLEVELAND 1, OHTO 
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WHAT'S NEW 





Rug-Sta also keeps dresses from 
sliding off coat hangers, keeps or- 
naments on the table. The 10 oz 
ean retails at $1.59. Boyle-Midway. 
For more data circle No. 20 on postcard, p. 141 


Hinge for door with holder 


This anchor hinge is for use 
where door holders or closers are 


employed. Metal or wood doors 
get extra holding strength with 
the hinge. A 7% in. anchor plate 
fits into top of door and ties door 
stile and top rail together. Fits all 
decors 1-%4 to 2-% in. thick. Model 
T 4A 3392 for use with surface ap- 
plied door closers. Model T 4A 
3393 when closer is concealed in 
top of door. McKinney Mfg. Co. 


For more data circle No. 21 on postcard, p. 141 


Seven model mower line 

The 1959 Atlas-Aire mower line 
features 7 models in 19 to 24 in. 
sizes. All have handle that stands 
upright for easy storage. The han- 


dle also adjustable to height of the 
owner. A new blade gives easier 
starting with less blade drag on 
grass. Most of the mowers in the 
line are equipped with Briggs & 
Stratton engines rated from 2 to 
3 hp with Choke-A-Matic control 
and remote rewind starter. The 
19 in. economy model features a 
2 cycle, 2 hp Clinton engine. Atlas 
Tool & Mfg. Co. 


For more data circle No. 22 on postcard, p. 141 


Wrench with locking jaw 


Clik-Stop adjustable wrench 
holds exact jaw settings automati- 
cally. The new tool gives frac- 
tional jaw opening gradations as 
low as .0076 in. Narrow jaws per- 
mit tight work. In 4, 6, 8, 10, and 
12 in. sizes, and in 12 piece assort- 





ment in self-service display. Penens 
Tool Corp. 


For more data circle No. 23 on postcard, p. 141 


Tungsten carbide abrasives 


Long life and fast cutting speed 
are features of this line of tungsten 
carbide abrasives called Carbraze. 
It is available in sheets and discs 
in a wide selection of grits. The 
line, designed for use with hand 
tools, stationary and portable elec- 
tric tools, is also available in a 
number of special types, sizes and 
grits. For instance, sheets up to 16 
in. wide by 58 in. long. The com- 
plete product line is attractively 
packaged to sell. Carbraze, Inc. 
For more data circle No. 24 on postcard, p. 141 


Wire hook bending tool 


You will find this wire bending 
tool useful around the store for 
making panel hooks and so on. 


Your home craftsmen customers 
will also find this tool interesting. 
E-Z Bendit is a 6 in. x % in. tool 
for making any shape hook to fit 
4% or \% in, perforated paneling. 
The tarnish-proof tool sells for 
$1.49 and comes with six 8 in. 
lengths of aluminum hook wire. 
Additional lengths of aluminum 
wire are available in 8, 12 and 24 
in. sizes. Ardor Mfg. Co., Inc., Div. 
Royal Oak & Paint Co. 


For more data circle No. 25 on postcard, p. 141 


Scissors for left handers 

Lefty 5 in. scissors are ground 
and fitted especially for left handed 
cutting. Forged steel, nickel plated 
and polished, No. 270s-5 is an ad- 


dition to the Kleencut 
scissors. Acme Shear Co. 
For more data circle No. 26 on postcard, p. 141 


line of 


Low cost infrared heat lamp 


This infrared heat lamp for 
home and farm use retails for 
$2.10. Soothes aches and pains, 

(Continued on page 145) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 


























FIRST CLASS 
PERMIT NO. 36 


New York, N. Y. 











BUSINESS REPLY CARD eemennen 
Ne postage necessary Hf mailed in the United States queas 
POSTAGE WILL BE PAID BY ~~ 
HARDWARE AGE — 
Post Office Box 60 — 
Village Station omnes 


NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After thet use own letterhead fully describing item wanted. 10/23/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New" columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 


= ae ewe ee ee eee ee ee —_ 
_ ee a anh anm Gu cee eed, 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 10/23/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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BUSINESS REPLY CARD 
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POSTAGE WILL BE PAID BY 


HARDWARE AGE 
Post Office Box 60 


Village Station 
NEW YORK 14, N. Y. 
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NEW GREENLEE 
ZIP Bit 
with exclusive nonslip hex shank 


THE GREATEST VALUE IN SPADE-TYPE 
ELECTRIC DRILL BITS... PRICED TO SELL AT 
60¢, 65S¢, and 7O¢. Your customers will be quick to 


see and buy the extra value, the extra features that only the 
GREENLEE ZIP BIT can give them: 





@ Hex shank gives positive, non- @ Cutting edges easily resharp- 
slip drive...added strength ened by filing or grinding 


@ Hex shank chucks quickly, @ Entire ZIP BIT heat-treated, 
accurately in any 1/4” or larger tempered for long life 
electric drill 


@ ZIP BIT bores in any wood, any angle, any speed 


} Rachel Mikel tok se on peckeged in colori dple 


orton with une acetate cover. 


6-piece ZF BIT set | 1l-piece Z/P BIT set | 6-pieceZ2#P BIT set 
in metal rack in metal rack in plastic roll 


No. 33M-6 ... contains six | No. 33M-11 ... contains 11 No. 33R-6 . . . contains six 
ZIP BITS .. . one each, 3/8”, ZiP BITS ... one each 3/8”, ZIP BITS .. . one each 3/8”, 
1/2”, 3/8", 3/4", 7/8", 7/16", 1/2", 9/16", 5/8", sa % 3/8", 3/4", 7/8", I". 
:*. 33/16", 3/4", 13/1, 7/9", 

$390 | '°/'6. $715 $390 


List price: 








List price: List price: 


OPEN STOCK...ALL SIZES INDIVIDUALLY CARDED...NO. 33 





SIZE I 1/4”| 5/16”| 3/8") 7/16” | 1/2” | 9/16") 5/8” | 11/16" | 3/4") 13/16") 7/8"| 15/16” 





LIST 
PRICE 60 | 60 | 60; .60 | .60/| 60) .65 65 65 70 70 70 















































ORDER NOW FROM YOUR WHOLESALER 


GREENLEE TOOL CO. 
1810 Herbert Avenue, Rockford, Illinois 
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WHAT'S NEW 





(Continued from page 140) 


thaws pipes, used for drying, 
heats poultry brooders. The unit 
has a red bowl glass front, rated 


at 250 watts, and lasts 5,000 hours. 
An extra hard glass lamp is avail- 


able for use where moisture or li- 





quids could cause breakage. West- 
Electric Corp. 


For more data circle Ne. 27 on postcard, p. 141 


inghouse 


Aluminum baked potato pins 

Home chefs will be enthusiastic 
about these potato pins. Spud- 
Niks cut baking time for potatoes 
by one third. They 
bursting. Six pins to a 


also prevent 


‘eusable 








plastic box. Suggested retail price 
s 29¢. Atlas Tack Corp. 


For more data circle No. 28 on postcard, p. 141 


Baby cup of stainless steel 

The right size for small hands, 
this stainless steel cup has a 
smooth edge which can’t hurt a 
baby’s lips. Impervious to acids, 
never needs polish, easy to keep 





and won’t bend or 
Also good for 
Manufactur- | 


clean, 
dropped from table. 
storing foods. Foley 
ing Co. 


For more data circle No. 29 on postcard, p. 141 | 


Expanded dog supply line 
Leather leads, 


lars have been added to 





break it | 


harnesses and col- 
the Rin) 


~~ 
* PROVED / 


BEST SELLER 


Coy ab ab neh OM oloebetoney om cole) 


HYDE No. (120 
TOOL TOWER 


free with tool asst. 






















features 
17 different 
tools on 
only 14” 
square of 
floor 
space 



































Tin Tin deg _ supply line. 
chains, choke chains, tie-out chains 


and swivel picket pins are included | 


in item No. R-75. Dealer cost is | 
$38.57, retails for around $65. 
Warren Products, Ltd. 


For more data circle No. 30 on postcard, p. 141 


Tackle rust preventative 


Your customers can protect their 
fishing tackle from rust and corro- 
sion with this powder called 
Rustopper. The powder creates a 
protective vapor and can also be 
used on tools, machines, guns and 
other ferrous metal items. Protects 
up to three years. A tube-like air 
gun container of Rustopper sells 





Dog | 





Ke ; # 
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HYDE MFG. CO. 


Southbridge, Mass., U. S. A. 


WHAT'S NEW 





for $1. Comes mounted on a 5% 
x 9 in. display card. Horrocks- 
Ibbotson Co. 


For more data circle No. 31 on postcard, p. 141 


Decorative escutcheons 
Housewives who like Oriental 

motifs will be customers for this 

line of imported Chinese escutch- 





PLANTA 


NOW... 

THE WORLDS 
LARGEST 
SELLING 
PLANT 


% ae a 


INTHES 
MOST CONVENIENT 
FORMS 


5 -e ne items yA 
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POWDER: 


Plant Food in soluble powder form is becoming more and 
more popular. This is the proven PLANTABBS formula ina 
strikingly designed display package. ® will sell and re-sell 
quickly due to the magic sales appeal of PLANTABBS 


eons. Six of the items, including 
the Long Life design (shown), list 
for $12.50 each. The Classical de- 
sign lists for $15 and the Dragon 
sells for $65 with Schlage hub. 
Drawer pulls in a Dynasty series 
and a Good Omen series plus a 
group of Chinese cabinet trims are 
also available. City of Hankow 
Tassel Co. 


For more data circle No. 32 on postcard, p. 141 


Yard and garden tractor 


This 1959 Wheel-Horse tractor 
comes with an oil sealed unit en- 
closing transmission, differential 
and reduction gears. The all gear- 
drive tractor has 3 speeds forward, 


plus reverse. Attachments include 
a 3-gang mower that cuts 5 ft 
swath, and a self-dumping trailor 
with 9 cu ft capacity. Optional 
equipment includes foam _ rubbei 
seat cushion and tool box. Wheel- 
Horse Products. 


For more data circle No. 33 on postcard, p. 141 


Pneumatic door closers 


These pneumatic door closers for 
screen, storm, and combination 
doors will supplement your build- 
ers’ hardware line. Standard duty 
model No. 853 and heavy duty 


COO er Ee 


PLANTABBS CORP. 


CAN WEEKLY—TV GUIDE—PAR- 1105 MARYLAND AVE., BALTO. 1, MD. 
ADE and other national media. See these new products, Booth 931, National Hdwre. Show 
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STAR 


SERVICE SHARES 


FULLY GUARANTEED AS TO QUALITY, FIT, AND FINISH 
Patterns are available for practically all plows, 
listers, middlebreakers in No. 1 soft center or No. 2 
crucible steel of the highest quality obtainable 


Also, we are now producing a new line of Star 
Blade-T ype Plow Shares—in regular and short pat- 
terns—-made from solid steel, rolled to our own 
strict specifications, and automatically heat treated 
for maximum strength and wearing qualities. You'll 
want complete details now. 


STAR MANUFACTURING COMPANY 


DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S.A. (Est. 1873) 





















°° ANY ANGLE! 


LOCKS AT 





S-STRAIT—LINES 














no. 66 adjustable 


TRY-SQUARE 


. « « for carpenters, sheetmetal 
workers, builders and home shops... 


Push button release; 


blade locks at desired 


angles or straight for easy carry and storing. 
All metal, extra durable, precision-built and 


attractively packaged. 





New improved +125 
STRAIT-LINE Chalk Box, 
extra quick filling through 
nylon slide opening. 


Sold by leading jobbers everywhere. 


STRAIT-LINE PRODUCTS INC. 


P. O. Box 557-A 


Costa Mesa, California 
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deal gift anytime e e aa 


‘DRILL SETS 


HIGH SPEED STEEL 
FOR 14° ELECTRIC DAILLS 
HS-19-SET s6ilvan ser, 
HS-45-SET S982 ran SET gsssontMent 
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READY FOR 
CHRISTMAS 
SHOPPERS ? 


TS A Mae! <M Anes HERE’S A COLORFUL 
+n WALL OR COUNTER 
Fit 1/4 ‘ DISPLAY reminding 
———,| your customers that 

) ... suddenly it will 
be Christmas! 
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® ATTRACTIVE, ATTENTION 
WINNING . . . this display is 
mode of durable white card- 
board with red lettering. Con- 
venient size 1544” high, 1X," 
deep and 11%,” wide, 











@ Disploy features three No. 
HS-13 and three No. HS-45 
drill sets. Beautifully packaged 
in plastic containers. Each in- 
dividual set is gift wrapped. 


Remind your customers to 
start Christmas Shopping NOW' 



































All drills fit Y4” chuck. 


STANDARD [OOL (70. 
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SEOCH sMOP 


Pianned for the Workshopper's Needs 





A lot of investigation, oe and 
experience contributed to the planning 
of the “STOCK your SHOP” system. 
It is designed primarily for the work- 
shopper, the man who builds or re- 
pairs things for pleasure or for pay, 
the do-it-yourselfer, the skilled me- 
chanic or carpenter, the small shop 
owner. These fellows showed that 
they needed screws in something less 
than grosses, something more than 
dozens — and they needed a handy 


tting a few or a fistfull 
quickly and conveniently when they 
wanted them. Hence — the “STOCK 
your SHOP” system, sparkling clear- 
plastic 2” x 2” x xes, uniformly 
priced at only 59c, that contain gener- 
ous quantities of standard top-quality 
screws. More important: clear plastic 
DraweRacks to hold the boxes, for 
stacking or mounting in any arrange- 
ment, anywhere. And —all wood screws 
are Elco-SPEEDized for easier driving. 


method of fe 


CONVENIENT TO BUY » & 
4@@ CONVENIENT TO USE! 


No. 40 Assortment, shown above, is a revolving, mini- 
mum-space, self-serve display that offers a full selection 
of the most-wanted, most-needed sizes and types for 
quick and easy purchase. Once customers learn how to 
build up neat storage with DraweRacks (see left), they 
come back for more and more — new sizes and replace- 
ments. “STOCK your SHOP”’ boxes make great gift 
items, too, for the hard-to-find-for friends and relatives. 
Get started with “STOCK your SHOP” now! 


ELCO TOOL & SCREW CORP., ROCKFORD, ILL. 


Menvufecturers of Quality Fasteners for industry Since 1922 


iy ttc she 





ARCO pri artacuments.. 


A LARGE FAMILY OF FAST SELLING PRODUCTS 
backed by the biggest National Advertising 
Campaign of any attachment manufacturer. 


Feature these popular 


protits. All are 


in eye-catching display 


NEW 


“ARCO SCREW-DRILLS” 

| 4 sizes for every wood- 

screw. 98c ea. retail. 

mM Set of 4: +6-12— 
$3.69 retail. 


“ARCO 2-SPEED 
ANGLE-DRIVE” 
Right Angle Gear: 
Drive for 2 or 
double drill speed. ~ 
$4.95 retail. 


“ARCO-SAW” 


Cuts 2x 4's, Saws 
grooves with exclu- 
sive “Dado-Arbor” 


SS) $12.95 retail. 


Tololhmy LOA Mile] miei a-lehi-ts 


Taleihaleltiel 


Yehtict; 


“ARCO JIG-SAW”’ 
with exclusive 
Circle-Cutter & 
Rip Gage. $10.95 
retail. 


ly packaged 
boxes for 


eLtiia @:taetel ist 


Soe 


SCREWS BOLTS HUTS 


——— 
— ee 


“ARCO SCREW- MATIC” 
Screw Driver Attach- 
ment with Industrial- 
type Clutch & exclu- .® 
sive Bit Holder. $5.95 Ff 
retail. 


“ARCO HOLE-SAW” 
with exclusive automatic 
= “Slug-Ejector”. Works 3-times 
» faster than others. 8 models 


from $5.95 retail. 


“ARCO 2-SPEED 


ANGLE-BUFFER” 
The perfect tool 


' 
Orde 


ifele)t-meaaelia 


ARCO 
your jobber 
or write today for 
BRAND NEW 1959 CATALOG 
Arliss Mlilaiticl-. Maile ARCO 


more belo) t- 


ARROW METAL PRODUCTS CO. 


421 


WEST 203rd STREET * NEW YORK 34, N. Y. 


for sanding & buff." 
ing. $6.50 retail. (ace 


' ‘\ 
" ow, 
—| : Cog 4 ‘ 
' & 9 eS 
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WHAT’S NEW 


model No. 855 are reversible for 
right and left-hand doors. Hold 
open attachments are _ included. 
Kwikset Div., American Hardware 
Corp. 


For more data circle No. 34 on postcard, p. 141 


Pocket sized hand level 


This impact-resistant aluminum 
level has a pocket clip and a built- 


in sunshade. A wide field of view 
and machined reference lines in- 
crease level’s accuracy. For pro- 
fessionals and home owners. The 
unit sits firmly without rolling. 
Retails at $3.85. C. L. Berger & 
Sons, Ine. 


For more data circle No. 35 on postcard, p. 141 


Combination vise and stand 


Plumbers will like this combina- 
tion vise and vise stand that elim- 
inates bruised knuckles by position- 
ing the tightening handle on top. 


Model 7C is a chain vise with %& | 


to 5 in. capacity. Model TY is a 
yoke vise for %& to 2% in. pipes. 
Either model can be converted to 
other type with a few additional 
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Bofore you buy... 


see the BIG” 


Mow-MASTER 


line for 1959 

















Power Mowers - lola, Ree! oad Riding Models 


Many new features, plus 


Unique *Prest-0-Matic stand-up starting 
e Distinctive New Styling 
e Bigger Horsepower 


e Lower Price 


“Romember ! 


A few choice territories available 
Write for Information 


Propulsion 


ENGINE CORPORATION 


500 Marion Street, Milwaukee, Wisconsin 


ie. [ MACHINERY 
AN +p MA A 
a we 


MOW-MASTER POWER MOWERS —TITAN CHAIN SAWS 








EW! 


for STEEL, 

ALUMINUM 

or WOOD 

CASEMENT WINDOWS 


Shuford’s Casement Window 


@ EASY to SELL! 
@ EASY to USE! 


ExePusive design males it sure to seal! 


Now your customers can weatherstrip their own 
casement windows economically, easily, quickly! 


DO-IT-YOURSELF KIT 
contains 18-foot strip complete 
with adhesive and instructions. 


Made of 100% virgin vinyl, Shuford’s casement window 
weather stripping won’t crack or peel, stays pliable no 
matter what the weather. Resistant to moisture. Seals 
out drafts, dust and noise, cuts fuel bills, does not inter- 
fere with window operation. Gray color. 

Attractively packaged kits come packed 12 to carton, 
12 cartons to shipping container. Also in 500-ft. reels for 
sales by the foot. For high profits, quick sales, stock 
and display Shuford’s Casement Window Weather 
Stripping NOW! 


Order from your dealer, or write 





+ j le aT Bo 

PRESSURE-SENSITIVE PAPER TAPES Ite 
SASH CORDS * WEATHER STRIPPING \ Mills 
COTTON & RAYON YARNS » EXTRUDED PLASTICS 'CK Ory 


re, iy 
CLOTHES LINES « TWINES Shuforg AB 
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2594 World’s Largest Manufacturer of Cotton Cordage 
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parts. Stands are easy to set up, 
folding steel tray prevents collaps- 
ing. Three pipe benders are located 
over the rear leg. Toledo Pipe 
Threading Machine Co. 

For more data circle No. 36 on postcard, p. 141 





All nylon roller skates 


Youngsters will like these light- 
weight ball-bearing skates. They 


are made entirely of nylon except 
for an aluminum adjustment strip. 
The skates will fit shoes with soft 
or hard soles, can be used indoors 
or out and will not mar floors. In 
4 color combinations. Plastic ice 
skates with aluminum runners 
are also available. Manning Manu- 
facturing Corp. 


For more data circle No. 37 on postcard, p. 141 


Portable outdoor grill line 


A smoker-type grill with oven 
heat indicator of Hi-Lo outdoor 
grills. An electric motor turns the 
twin forked spit which is mounted 
above a 26™% in. square firebowl. 
Unit has 4 steel legs with two 
7 in. balloon-tire wheels. The De- 
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SLUMBER-GLO 


PLUG-IN 
Night Light 




























put new display 
on your counter 

-»-- Watch it Sell! 

e Holds 12 

e Assorted colors 

e Shipped already fitted 

e Compact (12” x 11%"x4") 








Economical, attractive light for safe nighttime comings 
and goings. Exclusive Slumber-Glo VERTICAL WALL- 
HUGGING DESIGN prevents accidental breakage or 
dislodging from outlet. NOW IN COLOR: ROSE, 
BLUE, IVORY, BROWN! Plugs into any receptacle. 
Endless uses---nursery, sickroom, bedroom, hall, base- 
— + ry, bathroom. 


‘ Write Today For Details and Prices 
Zocleste MFG. CO. INC. Dept. H-10 


Emmaus, Pa. 





| ~ RING UP PLUS PROFITS! 2" These Iwo Supe 


ROGERS tery) raat 


1. Make 48.1 % Plus Profits on this Rogers Display Offer 
YOUR COST SELLS FOR 







1 doz. bottles. ee 
4 holf pints...... 
1 pint. . 

1 doz. bottles. 




















$17.67 e "3 
9.16 Cost | wealth of wood- 

Orking informa. | 

YOUR PROFIT $ 3.51 tion, just the thing | 

48.1% on your investment! for aid in teaching. ! 

cee: sie Send just 20¢ fo, a! 

: TR VISE RAE ‘= jar of Rogers Giue | 

j*"4 your Free |} 

2. Make 50% Profits on Rogers Dandy Deal... ; copy of Roge,, ’ 

i Project Plans To. / 

) day. 


Retail Valve 


Buy 2 doz. bottles or tubes of “.% Glue. 
youll be invoiced for only 1% doz., 
equivalent to getting FOUR PRE! 

Sells for. . ic Wie. S688 
Your cost........ ewan _2.40 


‘YOUR PROFIT $2.40 


___ 50% on your investment) 
Re. oe . ‘ SESS S pes SRS 











STRONGEST GLUE...PROVED BY TEST 
...A TON OF STRENGTH in EVERY DROP! 
Glues wood, leather, glass, crockery, etc. 


ideal for home, school, office, workshop. 
carpenters and mechanics. 


ORDER FROM YOUR WHOLESALER NOW! 
Offers expire April 1, 1959. 


ROGERS 
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ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 
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damp cloth! e Big 
Promotion Back-Up! 
National advertising, 
free sales aids! e 
Choice of Take-Home 
Pkg. or Roll Goods! 


Sales-popular Miracle Polyethylene 
SHELF LINER 


e 5 Most-Wanted Shelving Col- 
ors! Turquoise, pink, yellow, 
white, red! e Versatile Uses Pep 
Up Sales! For shelves, cabinets, 
closets, more! e Handy 
11%” Widths! Quilted 
to keep flat, too! 
Washable, odorless! 
e New Self-Display 
48-Pack! Plus compact 
24-pack! e Nationally 
Advertised! e Choice 
of Take-Home Pkg. or 
Roll Goods! 


GERING 
SSS 


















Ait PURPO« 


HOUSGEHOL rs 
MAT 




























Gering Products, Inc., Kenilwerth, N. J. 
Garden Hose * Sprinkler Hose * Tidy-Mat Line * Super Mat 


Gering Products, inc., 
Kenilworth, N. J. 


Please send me 
complete informa- Addres 
tion and samples: 


OT Tercohold Nat City 


OF Shelf Liner My jobber is 


Name 








Zone —_.. State _.._. 
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Sell up to quality, not down to price... 


Model 8C1 (shown) Square Stain- 
less Stee! Automatic Fry Pan, 
$21.95. 8D1 Permonent-Mold 
Aluminum Fry Pan, $14.95. Re- 
movable control, $7.50. Match- 
ing cover, $4.90. 


Model 5D! Auto- \ 
matic Coffee 





Model 1824 (shown) 2-slice Automatic Toaster, $18.95; 
$22.95 in copper. Other Automatic Toasters from $16.95. 
1C4 (shown) 3-slice Powermatic Toaster, $34.95. 1816 
2-slice Powermatic, $29.95. 


Model 8A} (shown) 11” Automatic 


Fry Pan with built-in heat control, 
$19.95. 8Bi 12” size, $24.95. 


Vented covers, $3.50 and $4.50. 


£ 


a te me oe 


Model 482 Steam & Dry Iron; 

lightweight 3% Ibs., $16.95. 

4A4 Automatic tron, $11.95. 
‘ 


$ 
3 ees 


spent 


Model 981 (shown) “Instant Heat” 
ModellOAl 2-speed Star-Mix Blender Automatic Heater, $18.95. 9A2 


star-shaped container for faster, $29.95. 9Cl Radiant Heater, 
smoother blending, $34.95. $13.95. 


Quality beyond price makes Toastmaster Homewares easier 
to sell . . . because they’re worth more! 

And when Toastmaster customers come back, they come 
to buy again—not to complain or request repairs. 

Toastmaster Homewares are trouble-free. They’re made 
that way ... always have been .. . always will be. 

The Fall ad campaign is one of the heaviest in Toastmaster 
history ...ads in all leading magazines, climaxed by a 
Christmas color spread in the Post. 


TOASTMASTER DIVISION, McGRAW-EDISON COMPANY 


Model 2D3 (shown) Auto- 
matic Grill & Waffle 
Boker, $34.95. 2D2 
Woffle Baker, $21.95. 


Tie in now to build your sales and profits! 


TOASTMASTER’ 
et cucctins. wae Coane 


Prices shown are suggested retail prices. 
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luxe Yard-Chef has a full hinge 
hood. Entire body and hood as- 
sembly is finished in coppertone 
heat resistant paint. Union Steel 
Products Co. 
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File kit in plastic pouch 
Six files of Swiss steel are in 
this imported file kit. Heavy duty 








plastic pouch with metal eyelets for 
convenient wall mounting, plus tie 
strings, make this a versatile kit 
for repairman or the home work 
shop. Retails at $4.25. Pluto Im- 
port Co. 
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22-in. trimmer reel mower 

This 22 in. reel mower is de- 
signed to precision cut any lawn. 
Cuts from % to 2™ in. in \% in. 
adjustments. Front casters inside 
side plate permit trimming to 
within % in. around trees, hedges 
and flower beds. Powered by 
aluminum Briggs & Stratton 2 hp, 
4 cycle engine, with recoil starter. 
A 24 in. riding rotary and 18, 21 
and 22 in. mowers complete the 
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CASH IN 





on the year ‘round demand 





Meet the growing demand for packaged nails 
and brads with the fast selling Cortland Brand. Con- 
venient, easy-to-handle green and yellow packages 
sell themselves. All packages are clearly marked for 
weight, length and gauge. 


For extra sales at no extra effort, set up a simple 
display like this and profit the year ‘round. Every- 
one who comes into your store is a prospect. You 
can display a complete stock of sizes (Ye Ib., Y% |b. 
and | lb.) in a minimum of space. 


Ask your Jobber for Cortland Brand Nails and Brads 
by name. Display them in your store . . . and Profit! 


COLORFUL STREAMER 6” x 30” 
available for counter or window 
send post-card for your streamer 





"NAILS and BRADS 


WICKWIRE BROTHERS, INC., Cortland, N. ¥. 
Wire Screening @ Hardware Cloth @ Wire Nettings © Welded Wire Fabric 


WHAT’S NEW 


DON'T line. Leaf mulchers are included 
with all models. Electric starters 
BE available at extra cost. Moto 


ee 7} rvsrya"y Mower, Inc. 
Wand Fb +2 cxte “= ; + i ‘ For more data circle Neo. 40 on postcard, p. 141 
Saeeees }8=OUT! 


ee Fuller's #435 | Electrical cord holder 
eee OS 2 Self-Service Your customers will like this 
Plere@! I? spon holder that eliminates cord tangles 


} | =~ GRIP 
a ers 


lf you haven't got them, you can't sell 
them. If you don't sell, you don't profit. Whether 
it's one empty peg or no rack at all! 














ORDER or RE-ORDER TODAY. These screwdrivers, 
heavily coated with U. S. Rubber Co. top quality 
Neoprene, are oi! and water resistant with extra 
turning power, blisterproof grip . . . sell FAST! 





}| FULLER, TOOL CO., INC. 


near appliances, keeps cords out of 
3522 Webster Avenue, New York 67 


grasp of children. A self-sticking 
adhesive back makes installation 








/ easy. Cord can be removed from 
PACKAGED T 0 SELL f, AS 7 e holder and replaced as often as de- 

és sired. Cord-mount is pre-packed in 
8 ft lengths of white or brown. 
Retails for 98¢. Hoff & Lund Mfg. 
Co. 
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Table top record rack 


Here’s a record caddy for your 
home music corner. The B58-21 
YOU'LL find a = record caddy is 20% x 

marked preference 64% x 6% in., brass or black finish, 

for NEVERSLIP will support 4 multiple record al- 

Spring Lock Washers; they're precision-made from bums in center section. It will also 
cerca e ee ir: our own mill to controlled hold 45’s or 12 in. LP’s in their en- 
QUA epecitcatione. velopes in the side sections. Packed 


There’s a complete range of sizes for every need 
. available in a variety of packaging for quick 
selection, easy storage and inventory control. 


NEVERSLIP Feces 
SPRING LOCK WASHERS 


PHILADELPHIA STEEL AND WIRE CORPORATION 
PENN STREET and BELFIELD AVE., PHILADELPHIA 44, PA. 
SALES OFFICES AND WAREHOUSES: NEW YORK, DETROIT, CHICAGO, CLEVELAND 
HAE-PSW 406/358 
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BLUE BIRD GIVES YOU... 


“~ PROFITS to 
crow about 





... because BLUE BIRD Drop Forged 
Snips are famous, high-quality snips at a 
popular price. Every size and pattern is price 
to out-sell competition, with full mark up. 


Straight New Power 
enters Cut Snips 


Snips — ~~ 
ara 
Jey 
< 


. Straight, left or right 
| 
p em od hand patterns 
Snips 





BLUE BIRD SNIPS are drop-forged, heat- 
treated and precision adjusted for top per- 
formance. Hand-poiished and attractively 
boxed. 

ALL FULLY GUARANTEED 


we jVE Bip, 
eeeeeeeoeeeoeoeoeoeeeeoeoeeeceeee ee eee @ f A } 


BERGMAN 


TOOL MANUFACTURING CC., INC. 
1573-1575 NIAGARA ST., BUFFALO 13, N. Y. 
Established 1899 — Manufacturing Fine Quality Tools Over 50 Yeors 


BIRD'S fast-action 
sales display. 
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Customers 
like this 
self-feeding 


that reams 
extra Fast 
and Clean 


This RIZAID Spiral 
Reamer is fun to use, the 
smooth-as-butter way it 
turns into the metal—pipe, 
conduit box outlets .. . 
making holes in sheet 
metal. Using is believing 

. customers know they 
got most for the money. 
Order RIGID Spiral 
Reamers from your Whole- 
saler today. 


.. . or that other whiz for 
both hand and power 
reaming, RIEAID Lon- 
Grip, with five straight 
flutes that assure clean 
work, extra easy control. 





WHAT'S NEW 





Here’s Everything You Want 
in a FAST-THREADING veo Rei at #250, Arte 
Portable Pipe Machine 
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= 
: : roy EXCLUSIVE "POWER-MATIC 
POWERFUL 4) > CHUCK 


GEARED- 
"T2-V0mehse) ane 
aA 


Protective spray for metal 
‘i , This spray preserves and lubri- 
© te i. cates chrome, steel, aluminum and 
f = other metals. Use on outdoor locks. 
doors, folding tables, chairs, car 
chrome and bumpers. Prevents 
rust, pitting, is greaseless, color- 
less and non-irritating. Retails at 


ef SP RAY 


/Aluminu 


SELF-CENTERING $2.98 for one push button can. 
CUT-OFF DEVICE RECT READING Jet-Aer, Ine. 

LENGTH For more data circle No. 43 on postcard, p. 141 

RANGE: 2 TO 2’ PIPE 

EXTRA RANGE: % TO 

RANGE WITH DRIVE: S 


RECIRCULA 
Plastic detergent dispenser 
This attractive dispenser saves 
NO. 552 work and detergent for your house- 
wife customers. Holds a week’s 


Di Unstor supply of detergent. It is easy to 
we install, moisten back with water 
and stick up. The dispenser is 5° 
in. deep and retails at 98¢. Comes 


Threads ¢ Pipe 10 Times Faster in white, pink, turquoise, yellow, 
Than by Hand! 


No hand-threading tools needed when 

you use this complete pipe threading ma- Builders of 
chine. It’s built to take years of toughest the World's Most 
use, too. Priced far lower than you'd , 
expect. Complete Line of 
Threading 

See the No. 552 Pipe Master—the 
finest of all Oster portables—at your Equipment 
nearby Oster Selective Distributor. Or 

write for descriptive literature and the 


name of the distributor nearest you. dad tlear with gold sprinkle. Seife 


Products Co. 
THE OSTER MANUFACTURING CO., 1348 East 289th St. Wickliffe (Cleveland), Ohio | For more data circle No. 44 on postcard, p. 141 
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Wrought iron mail box 


Front-hinged swing-out letter 
compartment and top loop for 





newspapers and magazines are 
features of this contemporary 
mail box. It is available in black 
and white baked enamel finish or 
terra cotta and coral. Retails at 
$5. A free color folder describes 
the line of 13 Leigh Aristocrat 
boxes. Leigh Building Products 
For more data circle Ne. 45 on postcard, p. 141 


Three Christmas planters 

These three pieces can be used 
for planters, or for arrangements 
of evergreen, cones, or other 





Christmas decorations. Bells are 
51% and 7 in., sleighs 7% and 8% 
in., Santa’s boots are 5 and 5% in. 
high. All are in red or green coral, 
bells also in all-over gold. All re- 
tail between $1.25 and $3. Stan- 
ford Pottery, Inc. 
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Hammerless 22 cal. rifle 


Smooth action is a feature of 
this hammerless 22 cal lever action 
rifle. Weighing 5% lb, Model 275 
has the cartridge capacity of a 
tubular magazine, a one-piece wal- 
nut stock, and a visible feeding 
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The NEW TAYLOR CHAIN salesmaker 


ROLLS OUT CHAIN SALES 
ROLLS UP GOOD PROFITS 





Taylor’s mew store-tested chain salesmaker creates a dramatic 


display . . . speeds selection of any of 32 types and sizes of chain 
and attachments . . . stimulates the best chain profits in the hardware 


business! All on /ess than 2 sq. ft. of floor area. Put this new cost- 







aylor 
ade 


SINCE 
1873 





cutting, profit-making, chain sales 
tool to work in your store right away. 
Long leverage chain cutter included. 


Cali your jobber or write today. 


S. G. TAYLOR CHAIN CO., INC. 
Hammond, Indiana 
3505 Smaliman St., Pittsburgh, Pa. 





High-Quality Door Knobs 
in the modern, new 


VUE-PACK faa 
INVITE MORE KES 


Attractive, easily displayed, and durably made, 
Taylor Vue-Pack supplies sales punch to three popu- 
lar models of Taylor Door Knobs. 


No. 410 
TAYLOR BRASS PLATED DOOR KNOBS 


No. 402P 


TAYLOR SOLID BRASS DOOR KNOBS 
Satin, Polished or Chrome Finished 


No. 400 
TAYLOR FLUTED GLASS DOOR KNOBS 


Taylor brings you modern merchandising at its best! 
Here are fine, high quality door knobs, packaged to 
permit easy inspection, and to invite more sales. In 
addition—and this is important—the knobs are pro- 
tected from dust and dirt so that you have no spoilage. 
Stock only the fast moving knobs—Taylor Door Knobs in 
Taylor's exclusive Vue-Pack. 


Contact your wholesaler today! 


maT «ED 


TAYLOR LOCK COMPANY, Philadelphia 32, Pa. 


Manvfacturer of Locks, Key Blanks, Door Knobs 
end Byilders’ Hardware Since 1920 


TAYLOR LOCK 





WHAT'S NEW 





mechanism. A dovetail machined 
receiver makes detachment of tele- 
scopic sight easy. Noble Mfg. Co., 
Inc. 
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(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 16) 


he dealer display package is a 
supply of consumer Home Calk 
check lists and window banner. 
All literature ties in with the 
Handi-Family line of products. 
Gibson-Homans Co. 

For more data circle No. 48 on postcard, p. 141 


Paint brush floor display 


Painter’s Paradise is a floor fix- 
ture merchandising unit for Rub- 
berset paint brushes. Shows a com- 
plete line of brushes and rollers, 
plus pans and brush cleaners. Dis- 
play panel is perforated on both 
sides to hold up to 40 brushes. Also 
available are two displays called 
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OPEN UP NEW FUSE SALES 


— AT FULL PROFIT — 
WITH THIS NEW SALES-DOUBLER CARD 


TURNS THE SINGLE FUSE SALE 
INTO A DOUBLE ONE > 


Chrome King and Golden V. They 
are smaller units for counter dis- 
play brushes. All units free with 
assortments. Rubberset Co. 
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LESS 

Peephole in screen display ELIMINATE OWING 
A peephole and mirror device : pase 
shows customers the simple instal- 
lation of this fireplace screen. Then 
the customer takes a handy return 
postcard, notes size requirements 
of his fireplace at home, and orders 
direct from factory. No inventories 


































Y 
ALWAYS KEEP SPARES HAND 
see OTHER S10t _—— 
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for SHORT © " 
a" 1 2% 


actual size: 4 
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670 


SLO-LAG 
PLUG FUSE 


HERE IS THE BIGGEST 
MERCHANDISING W ALLOP 
IN FUSES 
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required, no installation problems, |~ 
no servicing. Bennett-Ireland, Inc. | 
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tilities, electrical 


(Pablic © 1 Code strongly prome 


National Electrica 
use of time delay fuses.) 








The EAGLE sales-doubler card describes the 
functions and benefits of and sells the need 
for time delay fuses to your customers. It in- 
creases sales and profits by turning the single 
fuse sale into a double one. Ask your whole- 
saler to include the Eagle No. 670 time delay 
fuse in your next shipment. 


Wall charts for handle dealers 


This handy wall chart makes fo: 
quick customer selection of the 
right size Link handle for hand 
tools. Chart shows pattern num- 
ber and exact eye tip size for any 
type, weight and make of standard 
hand tool. Full size reproduction 
of eye makes matching simple. 
Chart packed with each carton of 


Link handles. O. P. Link . - : | i 
Co., Ine. c ee MANUFACTURING CO., INC. 







SOLD THRU 
WHOLESALERS 
ONLY 


os veess 
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Any way you say oe AUTOYRE | 


FAIRFIELD 4000 LINE 
Famous matched styling, unmatched values 
Patented Armorized Chrome-12 finish 
Built-in durability for a lifetime of beauty 
Pre-sold by full time national advertising 


AUTOYRE 2800 LINE 
Exclusive Glue-on or Screw-on feature 
Matching concealed screw design 
Colorfully carded and pre-priced 
Complete selection of utility items 


AUTOYRE 2500 LINE 
Fastest selling budget-price line in the field 
Patented lifetime Chrome-12 finish 
Individually carded for fast-service sales 
Popularly priced for big volume, big profits 
25 matching items for greater add-on sales 


AUTOYRE PLAS-STIX LINE 
Exclusive Glue-on or Screw-on feature 
Four most-wanted decorator colors 
Carded and pre-priced for rapid turnover 
Patented Soap Dish with removable tray 


AUTOYRE 2100 LINE 
Super values for fast turnover 
Long lasting bright cadmium finish 
Complete selection of budget priced styles 
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.....stands for QUALITY 





In 1908 a smal! group of craftsmen began using the first 
automatic machines to make wire novelties. They called 
their company AUTOYRE (Auto-Wire). Today Autoyre prod- 
ucts are the recognized leaders in the bathwares industry. 


) 





There’s an Autoyre product 
line and mass merchandiser 
for every price class, 

every style, every need. 





Cbitoiju bathwares 


©1958 THE AUTOYRE COMPANY, 1949 N. CICERO AVENUE, CHICAGO 39, ILLINOIS @ A SUBSIDIARY OF EKCO PRODUCTS COMPANY 
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TO HELP YOU SELL 





(Continued from page 159) 


Galvanized ware catalog 


A 20 page catalog describes - 


the J & L Cream City line of hot 
dipped and sheet galvanized ware 
for home, farm, and commercial 
use. Contains specifications, user 
benefits, and main selling points 


includes calf feeding pails and 
wash tubs, incinerators, coal hods 
and oil cans. Jones & Laughlin 
Steel Corp. 
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Display for 99¢ tool sale 


Any tool on this board sells for 
99¢ or 88¢ if you specify #x88 
when ordering. You can choose any 
assortment from 35 tools; promo- 
tional aids will be marked either 


BASIC TOOL 
SALE 


of the illustrated products. Line 88¢ or 99¢ as specified. Board comes in two sizes with newspaper 
ad mats or mailers and window 
steamer selling aids. Oxwall Tool 


Co., Lid. 


For more data circle No. 53 on postcard, p. !4! 





because Plastex gives 


Vacuum bottle display 
you more fo sell! 


Five varieties of one pint vacu- 
um bottles are offered in this easy 
to set-up display by Thermos. Cus- 





FLEXIBLE PIPE 
Plastex Polyethylene ... in sizes 
from %” thru 6” — 75 and 100 psi 
pressure rated — single and twin- 
tube types—lengths- to 600’ — 
NSF approved. 


SEMI-RIGID PIPE 
Plastex Kralastic . . . in sizes from 
4” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end — NSF approved. 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 
Packaged Nylon and Styrene insert- 
type, for mechanical coupling to 
flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid 
Plastex Pipe—in every wanted 
style, ultra precision made, NSF 

approved. 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 


Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 
dry joints—10’ and 20’ lengths. 


Let us send you complete information 


THE PLAS TEY ©0. 
3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 


tomers are offered a choice of 
style, color and cup handle in the 
assortment. American Thermos 
Products Co. 
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Panelboard tackle display 


This attractive display holds 
everything the fisherman needs ex- 
cept rod and reel; require; little 
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YOU CLEAR 35¢ - 
ON EVERY SALE 


with Alcoa Aluminum Nails in new 89° household packs! 


Now Alcoa® Aluminum Nails in handy house- 
hold packs sell at the new low price of 89¢—and 
vield dealers a whopping profit margin of 40 per 
cent! Ten types of most-used nails are presorted 
and precounted—no handling problems—and 
packed for sure-fire sales appeal in “see-through” 
boxes to show contents. You'll like the way they 
move and your customers will like all their ad- 
vantages: * Nonstaining * Noncorroding + No 
Puttying or Countersinking. 


IN 50-LB BULK CARTONS AND HANDY JOB PACKS, T00! 


Builders and contractors can end unsightly 
“nailpox” with Alcoa Aluminum Nails. Meet 
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their requirements with 50-lb bulk cartons, or 
stock the handy “Job Packs” with the 10 most 
common nail types in a full range of sizes. 


ALCOA NAILS MEAN EASY SALES—-ORDER NOW! In 89¢ house- 
hold packs shipped in compact display cartons, 
in handy job boxes or 50-lb bulk cartons. Alcoa 
Aluminum Nails move fast and swell your 
profits. They're presold through hard-hitting 
sales messages in The American Home magazine 
and on TV's famous Alcoa Theatre to a market 
of millions. Write for the name of your nearest 
nail jobber, or call your nearest local Alcoa sales 
office. Aluminum Company of America, 1958-K 
Alcoa Building, Pittsburgn 19, Pa. 


ALUAAINUA 


mitt PROSUCTS 


ALCOA THEATRE 
Fine Entertainment 
Alternate Monday Evenings 





TO HELP YOU SEL 
EVERYBODY SELL 


New Disp! 
is a customer for S-K/Lectrolite Wrenches en red ri and Other 
| sienetin ealer Sales Helps 


floor space. Items are hooks, lines, 
leaders, lures, that get impulse 
sales. Fish-N-Fun comes both as a 
free-standing panel, retail value 
$207, and as a smaller hang up 
display at $112.50. Fred Arbogast 
Co., Ine. 
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Starter cord rack & basket 


This merchandiser comes free 
with a dozen nylon starter cords, 


; Sees ‘ 
z 3. ee ei"& 2 
24 es ¢ ¢ a : . . 
$ soir 2 % ae ; ‘ “Na “e : 
<a 3 ae AR esi. Sa s 
£66 . . 
% BEI eee ge. $ t , oe ‘ ; " 


home handymen, auto mechanics, farmers and — | 

has an extra basket to hold related 
appliance servicemen items such as clippers, grass nu- 
trients, gardening gloves. Comes 
with top panel. Puritan Cordage 
Mills 
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Selling wrenches is big business for hardware retailers who feature the 
S-K/Lectrolite line of socket and flat wrenches. Hardware stores all over 
the country get 3- to 4-time turnover with their complete S-K/Lectrolite 
line—and they find that the big-ticket, big-profit wrench sets produce twice 
the volume of individual wrenches alone. That’s why wrench sets are such 
an important feature of the NRHA Approved No. 100 Wrench Merchan- Mobile display tests saw 
dising Program. 

This mobile display shows the 
customer the anti-vibration quali- 
ties of Cummins Sabre-Jig saw. He 
can turn on the saw and see how 


S-K/Lectrolite’s No. 100 Program gives you a complete stock in a line 
that offers superb quality at attractive prices for outstanding value. The 
program provides special display accessories that fit any existing store 
fixtures to creaté a sales-boosting display in minimum wall space (only 
30” wide, 42” deep). Put that 3 to 4-time turnover to work in your tool NO VIBRATION | 
department. Ask your wholesaler’s salesman for details... or write, wire oo 

or ‘phone S-K/Lectrolite Tools collect! 


Phone Chicago LAfayette 3-1300 or Defiance, Ohio, 3-2065 


APPROVED MERCHANDISING PROGRAM 


$-K/LECTROLITE 
TOOLS 


Dept. 1403 


3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 
DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 





: 
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COLUMBIAN VISE & MFG. CO. 


sells only through 





WHOLESALERS! 


For 65 years, Columbian has been privileged to serve 
America’s hardware dealers—through WHOLESALERS! 


We are proud of this record and proud of our WHOLE- 
SALER ONLY sales policy which we believe is best for the 
dealer and his customers—and best for us, too. 


A few of the reasons why we sell to you through 
WHOLESALERS are: 


YOUR WHOLESALER SAVES YOU TIME. His salesman rep- 


resents hundreds of manufacturers ... enables you to buy 
a variety of quality merchandise on one order from one 
reputable firm. You save buying time .. . gain selling time. 


YOUR WHOLESALER SAVES YOU MONEY. By carrying 
large reserve stocks, he eliminates your need for big 
inventories . .. helps you get fast turnover, more profit 
on less investment. 


YOUR WHOLESALER GIVES YOU SUPERIOR PRODUCTS. 
He studies markets, compares and tests competitive items, 
is alert to style changes. . . sells only the best. 


YOUR WHOLESALER ENABLES YOU TO HANDLE MORE 
LINES. He delivers fast from his warehouse. You can 
carry minimum stocks with the assurance that he will 
replace fast-selling merchandise without delay. —aa-cesz 


See your WHOLESALER today about COLUMBIAN VISES and LEVELS! 
The Columbian Vise & Mfg. Co. « Cleveland 4, Ohio 


there’s a 


COLUMBIAN 


to meet your every need! 





COLVMBIAN 
1B A) K- 











Wy TO HELP YOU SELL 


New Displays and Other 


Dealer Sales Helps 
7\ Cala ea 


it will not move the sensitive spring 
mounted display board. Display 
available with minimum order of 
three saws. Cummins Portable Too! 


| Co. 
For more data circle No. 57 on postcard, p. 141 
7 
Sa les VI a | Force cup display aid 
, This 10 x 22 in. cardboard dis- 
play stand comes free with each 
master shipper of 6 Lee force 
the Do-It- 
Boom! 


cups. Tool is ideal for master 
plumber or home owner, is shown 
in use in yellow and black on white 
background. Lee Tire & Rubbe 


Corp. 
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Display of carded skewers 
Skewers will be in demand fo: 
roasting during the winter holi- 
: day season. This red counter dis- 
The Fine Complete Solder Line ay in dn st neal 
Sousen 15 A SALES “NATURAL” FoR THE poultry pins, aluminum heat rods 
DO-IT-YOURSELF MARKET especially if and unos cooking skewers Bhs 
you have the complete profit-maker fee a a. 
Kester Solder line in stock. Kester 
helps you sell with the handy 16-page 
“Soldering Simplified” manual... 
free to your customers. Write 
Kester today for a supply of 
this instructive literature. 


KESTER SOLDER COMPANY 


4207 Wrightwood Avenue 
Chicago 39, Illinois 


Newark 5, New Jersey 
Brantford, Canada 
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FOR A BIT WITH A BITE 


SUPER CARBIDE TIPPED MASONRY 
WTTERS 


A COMPLETE RANGE OF SIZES & TYPES 


EXTRA LONG SPEED SPIRAL 
#List “LD’’) 


NEW CORE-VENT (List “CFD") 


DURABLE SPEED SPIRAL 
(List “FDM") 


DEEP SPIRAL (List “FDS") 
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WRITE NOW FOR LITERATURE, PRICES 
TOOL COMPANY 


DEPT. 370, 21650 HOOVER RD. e¢ DETROIT 13, MICHIGAN 
WAREHOUSES: CHICAGO «o« DETROIT © NEW YORK © LOS ANGELES 


Division of Van Norman Industries. tne 
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Satisfied Dealers 


| Sh : : No. 434 assortment contains 48 
IS aron S Main Objective ecards. Washburn Co. 


For more data circle No. 59 on postcard, p. 141 


DON'T ASK us. ASK Counter display for solvent 


This two-eolor merchandising 
earton invites customer selection 





Vincent Meenehan 


Meenehan Hardware Stores 
Washington, D. C. 


100°/, Correct 


Four Years Experience has proven 
our conviction to be 100% Cor- 
rect. All Hardware Operators 
should embrace the Sharon pro- 


of No Sand, a multi-purpose sol- 
vent which ends the need for sand- 
ing painted surfaces. Holds 6 cans, 
takes 7 x 9 in. of space on shelf, 
counter, or island. Alean-Strip 
Co., Inc. 
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Cabinet hardware package 
The entire Penn-Akron line of 
cabinet hardware now comes in 
this type box. Painted red on 
white, each box is clearly labelled 





Plus 

Over 1000 Sizes in 16 Square Feet 

100°, Mark-Up 

Reduces Inventory up to 50% 

Valuable space saved for Impulse Items 

Free Racks 

¢ Printed pictures outside—printed prices inside 
Only the refill is replaced—not the entire 
Assortment 


: as to its contents. Line includes 
Stop Losing customers to your Competitor over 100 cabinet hardware prod- 


MAIL THIS COUPON TODAY: ucts. Penn-Akron Corp. 
Sharon Bolt and Screw Co., Norwood, Mass. 
Please Mail Additional Information 
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yo a ORE eee BR Fastener display rack 

SERBS OSE Nah SEE A aR De Gage SIM ge ee a Five dozen ‘% lb packages of 

ADDRESS tacks, wire nails and brads are 
(PLEASE PRINT) displayed with this rack. Can be 
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it Stops customers 
It Sells customers 


It Satisfies Your eustomers 
se” 


ASK YOUR JOBBER TO TELL YOU MORE ABOUT VU-PAC-RAC* 


Vw (ou SORA 


write for 1959 catalog H-59 


H. B. SHERMAN MANUFACTURING COMPANY 
BATTLE CREEK, MICHIGAN 


*A profit loaded hose goods department! 
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with New! Improved! 


PARKS 


SEALER PRIMER 
White Pigmented Shellac 


Superior in Every Way 
Parks Sealer Primer has greater viscosity, 
(REDUCES SPATTERING), seals and kills stains 
better, goes further, covers more and... 
DRIES FLAT IN 30 MINUTES! .. . ready for 
finish coat. 
Parks Sealer Primer with its pure shellac base 
costs no more and often less than ordinary 
products ... 
So for happy customers and *' 
give them the best... 


repeat” 
Parks Sealer Primer 


Made by the manufacturers of 
Parks ‘Quick Drying’ Shellac 


Available in Gais., Qts., Pints. Order from your jobber 


‘The PARKS COMPANY 


profits... 


Does 4 jobs 


easy application 


© Primes 


Kills Stains 


Seals 


Preserves 

















TEST If YOURSELF 
Write for FREE sample on your 
letterhead. Try it for a pleasant 
surprise. 


10 MAIN STREET 
SOMERSET, MASSACHUSETTS 








MORE POPULAR 
THAN EVER.. 


in their 

“SE R VE \" 
YOURSELF’ 
packet 


Moore Picture Hangers in their handsome, 
colorful Picture Window Packets sell faster, with 
less effort. They're easier to display, easier to 
hendie, and the 4 different sizes are more 
quickly identified. For more picture hanger 
sales, stock these 58-year favorites, NOW IN 
TODAY'S MOST MODERN HANGER PACKAGE. 





MOORE Sh CO. 


LVrT- e /90 


214.4,45 a eee ol 


PHILA 


44, PA 





BELONGS ON 
YOUR COUNTER 


The Moore 7 20B Counter 
Display. 72 Packet ca- 
pacity, yet is only 10%"' 
high, with 9°’ diameter 
base. All metal. Revolves. 
Ask your jobber. 

















TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


betes beled bod be» 
Lta8 |2e8 pF Bei t's 
yoy dp pop moh 

4 ta 


es oO Wa ae 


' hung from perforated panel boara 
| or used as an easel for 
| display. 
' can be obtained free. W. W. 
| & Co. 


counter 
impulse buying. 
Cross 


Creates 
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Applicator cap on cement 

Use of this liquid cement is sim- 
plified by the addition of an ap- 
plicator cap. The _ polyethelene 
brush will spread large or smal! 
amounts of cement over any sur- 
face. Base of cap is knurled for 


opening and closing tube. For 
hobby and general household use, 
cement is strong, flexible, and 
waterproof. Ambroid Co. 


For more data circle No. 63 on postcard, p. 141 


Packaging for nylon rope 
Multi-purpose braided nylon rope 
and cord for sportsmen comes in 
these display boxes and dispenser 
Handi-Cord, 500 Ib test, is in 30 ft 
hanks one dozen per box. Handi- 
Rope, 1000 Ib test, packaged in 30 
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How does a business 


earn good will? 
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The amount of good will in a business is a 
pretty accurate measure of its profits. 
Unless a business has a value way over and 
above its physical assets, something is 
wrong with its products, its services, or its 
management—because good will is purely 
and simply what people think of you. 


How do you develop and increase the good 
will in your business? One way is to sell 
brand name products in which people have 
justifiable confidence because they can 
depend on the value received. 


A good example are the products made by 
Ekco. Every Ekco product from Flint 
Cutlery to an Ekco potato peeler is the 

finest quality product in its price range. 
Every Ekco product is designed for maximum 
beauty, efficiency, and durability. When 

you sell Ekco products you prove your 
reliability, dependability, and high quality. 
You sell satisfaction and pleasure that 

results in good will for your store. 


Ekco Products Co., Chicago 39, LIilinois. 


Another reason why it’s good business to do business with Ekco 


® 


EKCO) 
FLINT 


v 
















TO HELP YOU SELL 


- 





STEVENS _ 


WALDEN INC. <_ ' 3 | ft hanks, or 300 or 500 ft bulk 
spools. Sunset Line & Twine Co. 
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THE MARK OF QUALITY TOOLS 


Stevens Wald 
alden offers you the largest This small 4-color window decal 


most complete lin ‘competi 
P es of all types and provides store identification for 


styles of wrenches — quality tools, aed Deft wood-finish products. It is 
popular priced for volume selling. : 


Wood finish window decal 


STEVENS WALDEN, INC., Worcester, Mass. 


wOOe FINISHING MADE CAST 





US. PATENT NO. 2.709.074 Conedo Pot. Pend. Ne 670.699 ‘ 


da tt-yaurusely tadliativra " — 51% in. square, is available free, 


and points out the three functions 


FOR ALL EXISTING HOT WATER \ * | | of the quick drying finish. Desmond 
AND STEAM HEATING SYSTEMS. ’ ad, 
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gives up to 700% more heat... turns 
existing pipes into radiators in minutes! 





Gasoline can display stack 


SIMPLE TO INSTALL! Here’s an attractive display that 


Interlocking sides space FINS | stacks gasoline cans to save space. 
evenly along pipe. align them 

automatically. 

Small metal piece on one half 

FIN fits inte hole in com- 

panion half. When pressed 

over by pliers, FINS are se- 

- oe joined and bended to 

pipe. 


Sell these patented THERMO FINS wherever additional HOW TO ESTIMATE THE SIZE YOUR CUSTOMERS 
heat is needed without the expense of radiators, heating MEED 

experts or plumbers. One box of THERMO FINS makes Cet strip of paper and wrap around pipe. This gives 
one lineal fect of radiation. Only tool necessary is pliers! you the circumference of steel pipe or copper tubing. 
Easy and quick to install, they're available to fit the Find this size in Cireumference Table below. 

five pipe sizes used in home heating systems. THERMO 

FINS ere made of high-grade rust-resistant steel. CIRCUMFERENCE TABLE 


MARKET- i de 
MO FINS have been extensively tested in retail 


eustomers. Cash in on this profitable do-it-yourself item 
by asking your wholesaler for them today or write us for 


complete information. Lancaster Engineering Company 


470 MAIN STREET CLINTON, MASSACHUSETTS 
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5 complete line of garden hose 


looking. products, 
packaging, and 


STUFE 


to greater 
BOSTON helps yee ar better- 


ofits 
garden hose pr attention-getting 


smart merchan- 


dising aids. 
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VINYL. GARDEN HOSE 


Made of 100% Pure 
Vinyl in two styles: 
Light weight, spar- 
kling transparent, 
and high-gloss, double- 
extruded Opaque. 


ALL BOSTON Vinyl Gerden Hose far exceeds the standards 
of the Society of the Plastics industry, Inc., ond bears the 
seal issued by the U. S. Deportment of Commerce. 


BOSTON 
Triple-Tube 
FLEXIBLE 

SPRINKLER 


Top quality vinyl. 

Made super- flexible to 
lie flat, hug curving terrain. Gives wide, 
gentle spray. Reversible for soaking. Nickel- 
plated brass couplings. 


Speedy delivery from our 
warehouses to distributors on 
all orders and re-orders. 
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RUBBER GARDEN HOSE 


Durable. Resists sun, 
weather and wear. 
Seamless rubber tubes. 
Single and double 
braid high-strength 
reinforcement. 


NEW! BOSTON 


Nylon Reinforced Vinyl Garden Hose 


Triple ply nylon tire cord construction. 
For longest life, greatest burst resistance. 


BOSTON 
HOSE WASHERS 


Live, red rubber. Durable. 
Perfect fit. 


BOSTON 3, MASS. 
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An Open Letter to You 


From Charlie Rew 


Dear Friends: 


For more than twenty-one years you have been buying Gem Dandy Electric Butter 


Churns from me and | have tried each year to make a better churn than | had made 
the year before. 


There have been many improvements and your customers have enjoyed more leisure 
time as a result of the teamwork between you and our company. The farm women of 
America have been released from slavery to the old fashioned dasher churn. 

ou have made good money on each sale of Gem Dandy Electric Butter Churns. 
It has been a good transaction for you, your customers, and for Charlie Rew. When 
everybody profits it’s a fine thing for all concerned 


t’s continue to work together for the good of the farm women of America. Let’s 
see that all the hundreds of thousands of new farm families start out right in life. 


you don’t have our latest price list and catalog sheet, send for one today. 
Yours, for better living on the farm. 


Sincerely, 


aa; 
President 


$18.63 (suggested retail $27.95) ates a 
$16.77 (suggested retail $23.95) Ri 

$3.21 (sug. ret. $4.95) Re sassy 
$14.63 (suggested retail $21.95) a 


a 

















q n Gn Clg the BIGGE: * 7 tren d 


in ‘Fix n mend’... 


GUN CLEANING 
ESSENTIALS 


Premium Quality Cement 
© Completely water-proof 
© Hot fuel resistant 

® Fast drying, extra strong 


HOPPE’S products walk off with No wonder sportsmen, craftsmen, 


the top scores in both sales and 


profits in every state in the 
nation! Long-established user 
acceptance and trust . . . plus 
consistent national advertising 
.. Keeps HOPPE the BIG name 
in gun cleaning. Display HOPPE 
products “up top” and “out 
front” . . . watch your sales 
scores go up! 


FRANK A. HOPPE, INC. 
2314-A N. 8th St., Phila. 33, Pa. 


ASK YOUR JOBBER 


| FOR HOPPE’S 
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hobbyists, do-it-yourselfers all rely on 
AMBROID. IT STAYS STUCK! 
Scientifically-developed AMBROID 
forms a permanent bond with materials 
that defy other adhesives . . . often 
outlasts the material itself! Withstands 
tremendous pressure, too. For satisfied 
customers that bring you REPEAT 
profits . . . sell "em AMBROID! 


Preferred by perfectionists for over 45 yeors, 
AMBROID is unexcelied for all wood, leather, 
metal, fobrics, glass, pottery, china, plestic. 


Retail: 134 oz. tube 30c 
4 oz. tube 60c Sati: ean 


AMBROID COMPANY , INC. 


Weymouth Mass. 
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5 profit-making reasons 
why more dedlers are selling 


CAMPBELL CHAIN 


Three bright red cans are shown hs ak oie 9 eats 

in less than a square foot of floor ae Bere ee | 
space. Display is free with pur- SELF-SERVICE DISPLAY MERCHANDISERS .. . 

chase of six 2% gal and six 5 gal Attractive Reei DISPLAY UNIT. Cutter attached. 
cans. Edward Can Co. “Blue Temper’ MERCHANDISER, two-way display 
for counter or aisie, in one square foot of space. 
CAM-PAILS—footage pack—all-steel, water-resistant. 


STRATEGICALLY LOCATED WAREHOUSES ... 
Assure you prompt delivery and service. Back-up 
stocks are maintained in a nation-wide network of 
warehouses. 
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Self-feeding fastener rack 
Nails, bolts, glazier points and 
other items in transparent tubes 
for customer selection are in this 
automatic feeder display rack. Con- 





“BLUE TEMPER” PRE-CUT PACKAGED CHAIN— 
exclusive . .. Rich blue color . . . tempered right into 
the chain itself. Proof Coit Chain—3 /16", 1/4”, 5/16”, 
3/8"—pre-cut to lengths of 10’, 15’, 20’, 50’ and 
100’; pre-packed for self-service display; clean—no 
more dirty handling; labeled for pisces: en 
of grade and size. 


NEW “HALL-MARK”™ CHAIN— permanently identified 

. BY MAKE—the Campbell “C" in relief on every 
other link. BY GRADE—the grade mark is on alternat- 
ing links. BY 5’ INT ERVALS— marked and color-coded 
for quick, exact nen SUT SHEN. 


“MEASURE-MARK” CHAIN originally introduced 
by Campbell . . . Marked exactly every 5 feet... . for 
quick, accurate measurement. Color-coded for instant 
identification of chain grade. Inventory jabels are 
tains 440 tubes, occupies 142 sq ft | -_— ; | color-coded, too. pray TP meek egy Blue 
of counter space, 18 in. high. Free | —High Test; Orange—Car Alloy. 

with purchase of 60 dozen tubes. | 

Shelton Tack Co. | 

sistant adie We 00 an euubealk w Bat | The complete Campbell line includes welded and weldless chain in every size and grade. 







CAMPBELL COIL CHAIN 


CAMPBELL MACHINE CHAIN : 
Dinnerware gift package pace ee wee | 








Texas-Ware melamine dinner- 
ware is available in a new gift 
carton with fold-back lid. The 








Twist Link 





Twist Link Straight Link 
carton holds a 16-piece starter set CAMPBELL 
es : asures 253 ns 
of Texas-Ware and measures 25%, PASSING LINK INCO ts 
CHAIN PATTERN COIL _ 
CHAIN : 





SINGLE JACK CHAIN LOG a 





() 


INCO HALTER AND DOG CHAIN 


INCO TIE-OUT CHAINS 





roy eee sate 





se 
¢ / 
~ 
| > ee ee Se — 
- 
= 


x 15% x 2% in. It features a | @ mee BS dig = 
modern bird design of gray on a et : a 


white background. Plastics Mfg. 
Co. 
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Get complete information from your Campbell wholesaler or write direct 





(Continued on page 176) 
xcfories an e, Mass 

Atlanta 7a ouston lexe pnt ag j tiand, Ore seattice, Wash 

- Los Angel 





VENETIAN 


> Ru-Song BLINC 


RE-CORD & RE-TAPE KITS 
RE-TAPE KITS 


For 2'', 2-tape 
blinds to 70°" long 
in all popular 
decorator colors 


#1500 Cotten 
Tape 

# 2300 Firestone Velon Plastic Two-Tone 
Tape with Unbreakable Nylon Ladders 


Woven Two-Tone Ladder 


matching tassels and 
one equalizer 
in all popular 
decorator colors 


#1700 Size 4'/. glazed Cotton Cord 
#2400 Size 4, Nylon Cord 


Complete Venetian Blind 


For 2"*, 2-tape blinds to 70" long 
includes two matching tassels and one 
in all popular decorator colors 


#1000 Style Set. Firestone Velon Woven 
Piastic Tape with unbreakable Nylon Cross 
Ladders. Size 4/, glazed Cotton Cord 


#1200 Tape 'N Cord Kit. Solid Woven 
anne, on Cotton Tape, size 4/2 glaz- 


FREE! 


we Fete duaee banter Soke 


PACKAGED 
WINDOW SHADE 
grchegmecoyieyea 


+2900 

Plastic Slide-On 

Window Shade 

Pull 

® Brackets 

® Rayon Ring Pulls 

© Plastic Ring Pulls z 
® Fringed Rayon Tassels 


Self Dispensing 
Merchandisers 
ond #2400, 


Contact your jobber or write 
Ru-Son Products Co 


Na 


| mm 7OHELP YOU SELL 


(Continued from page 175) 





Carded, bubble pack cement 


All purpose household and hobby 
cement now comes in a 1%4 oz tube 








on a punched card. Wilhold Con- 

_tax Cement is smooth spreading, 
| fast drying, with self-sealing ap- 
| plicator tip. Comes in all sizes, 
| tubes to drums. Wilhold Products 
Co. 


| For more data circle No. 69 on postcard, p. 141 


Fishing float display 

Takes only 1 ft of counter space, 
ready to set up right out of the 
carton, this display helps sell Day- 
ton’s green cap, rod-tip action 
floats. Display holds a complete 


assortment of floats for pan fish, 
spinning and casting. Dayton Bait 
Co. 
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Gift wrapped staple gun 

The Swingline 101 high compres- 
sion staple gun is being wrapped 
with a removable vinyl Christmas 
band for the season. The gun, 
which retails for $4.95, comes 
packed four to a carton carrying 








CET Lia lh 


SALESMAN 
Sell for YOU 


Rack Size: 11” Wide, 16” High, 6” Deep 
@ Your customers serve themselves. 


@ All fast moving items for Home, 
Office and Shop. Small inventory 
requ 


— : - no lest 

packages. 

e oan ror are yours with 
turnover. 


@ All items be 


soe METAL DISPLA 


with assortment 
Each of 10 Different Cards 


Total 50 Cards 


Other U. S. E. products 





“$.N-S”" 
Lag Screw Shield 


“KORKER” 
Machine Screw Anchor 





“TY-TON- FORWAY” 
Machine Bolt Shield 


“MULTI DIAMETER” 
Wood Screw Anchor 

















When ordering thru your 
wholesaler-specify U.S.E. 
by name. 


U. S. EXPANSION BOLT CO. 
YORK, PA. DEPT. HA-10 
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. we ve been 


. .. by the overwhelming demand for Kromex. 
We planned to double production of Kromex’s 
fastest sellers. To our amazement, some lines far 
surpassed even this estimate ... many Mode gift 
items are moving 15 to 20 times faster than 
customers ever expected. We’re pleased, but 
frankly, this unexpected volume overran our 
production facilities. ‘Then, too, our nationwide 
TV promotion of Kromex aluminum Pantry 
Partner line resulted in phenomenal sales 





PANTRY PARTNERS PANTRY ELEGANCE 


Kro 
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MODE GIFTWARES 


bowled over! 


. . . with our newly introduced lines riding 
this wave. We've spared no effort or expense 
to bring even outside facilities into our own 
production picture. We’re pleased that ship- 
ments are now going out in staggering quan- 
tities to meet the Christmas stampede to 
Kromex. Even more pleased, knowing this 
tremendous surge in Kromex popularity will 
make more money, faster for all our cus- 
tomers and friends. 


: PIC-KWIK REVOLVING TABLES : KANDY KANE REVOLVING TABLES 


KROMEX CORP. and LAIZURE PRODUCTS DIVISION « CLEVELAND 3, OHIO 


Trex 
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Make Inventory Taking Easier 


Use HARDWARE AGE Inventory Sheets 





HARDWARE AGE INVENTORY RECORD 


PAGE _ 


DEPARTMENT 





LOCATION 


CALLED 82 EXTENDED BY _ 





IEE SE cetiiscaidisy ot hr ovnsninonh dhe 


ce GAR ERROR SEE eo CHECKED BY __ 


DATE 
CHECKED BY _ 


ERRORS EXM'D BY 


Gross Qeentities. 











Keep Your Figures and Fractions in the Columns. Be Extremely Careful That You Do Not Mix Your Single Units With Dozens, or Dozens With 


Published by HARDWARE AGE, Chestnut & S6th Sts., Philadelphia 39, Pa. 


—— 











ARTICLE WITH NUMBER OR SIZE Quaatity/Unit 





COST PRICE 
(or 


rep! ecewent) 


ee 


COST RETAIL 


EXTENSION 


RETAIL 








































































































































































































You can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE OR YELLOW INVENTORY SHEETS which 
1,000 retail hardware dealers helped us design. 


From many dealer suggestions, these sheets were 
redesigned to sell at these low prices (U. S. only): 
WHITE SHEETS, $1.35 per 100 (up to 500), and 
$1.10 per 100 (more than 500), postpaid. Each 
WHITE SHEET has space for 26 *:»ms on each side 
of good white bond paper. A $1.35 investment gives 
you inventory space for 5200 items. 


YELLOW INVENTORY SHEETS give you more 
listing space on fewer sheets, with less handling: $1.75 
per 100 (up to 500), and $1.50 per 100 (more than 
500), postpaid. Each sheet has 33 item listing lines 
on each side of high quality papér. One hundred sheets 
give compact listing space for 6600 items. 


During the past years, thousands of retail hardware 


Sample of white sheet 


dealers and wholesalers have used millions of HARD- 
WARE AGE Inventory Sheets because they have found 
them simple and convenient to use. The new WHITE 
and YELLOW INVENTORY SHEETS are the best 
ever—they are even more simple, more convenient to 
use. Our entire effort was directed toward making 
your annual inventory taking easier and more accu- 
rate. 


These WHITE and YELLOW INVENTORY 
SHEETS will fit the regular HARDWARE AGE Inven- 
tory Sheet Binders, which are used by thousands of 
dealers who reorder their Inventory Sheets from us 
year in and year out. 


Make your inventory taking this year easier and 
surer with these WHITE OR YELLOW INVENTORY 
SHEETS. Order your supply today from HARDWARE 
AGE, Chestnut and 56th Sts., Philadelphia 39, Pa. 
Make checks payable to “HA Reader Service Dept.” 
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TO HELP YOU SELL 








a removable plastic Christmas 
sticker. Swingline Inc. 
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Package design for glue 

Here’s a new package and dis- 
play tray for an all-purpose house- 
hold adhesive. Elmer the Bul! 
identifies the glue as one of a fam- 


ily of products for the home 
handyman. Comes in 1%, 4, and 
8 oz squeeze bottles plus assort- 
ment tray that includes a 16 oz 
size. Borden Chemical Co. 
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Fishing tackle catalog 


The 1959 fishing tackle line of 
True Temper’s American Tackle 
division is described in this cata- 
log free to dealers. Fresh and salt 
water rods and reels, plus related 
sporting goods are included. True 
Temper Corp. 
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Thumb tack display rack 


These thumb tack boards fea- 
ture hang-up holes. The display 
can be used anywhere. It hangs up 




















You pay fess... sell more 
to everybody when you buy 


NEW Wessel Stack Paks 


They're here! The all-new Wessel 
self-service, visible Stack-Paks fea- 
turing most-wanted Wessel special- 
ties in Polly Paks. Real traffic 
stoppers that invite sheppers to feel, 
examine, BUY. Dealers, coast to 
coast, call Wessel Stack Paks big- 
gest of ALL merchandising aids to 
impulse sales, to greater turnover, to 
larger profits! 

Sturdily built to stack one upon 
another ... on counter or floor. 
Each measures only 12% x 74%4— 
provides widest assortment in small- 
est space. Labeled to quickly de- 
scribe and price contents for easy 
selection. 


Order these Wessel economy Stack 
Paks from jobber today—at a sav- 
ing. Avaliable now in Stack Paks 
are coat and hat hook, sash fas- 
tener, bar sash lift, 3” door stop, 
flexible door stop, handrail bracket 
—150 pieces to each Stack Pak. 

STACK PAKS COST YOU 
LESS BECAUSE THEY SAVE 
YOUR JOBBER HANDLING 
AND SHIPPING COSTS. ORDER 
THEM TODAY. 


WESSEL HARDWARE CORP. 
919-931 North Sth Street 
Philadelphia 23, Pa. 

In Canada: Geo. $. Hall Co. 
25 Grenville $t., Teronte 1 
Export: Hall & Reis, Inc. 
165 Broadway, New York 6 
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UNION 
DOES IT 
AGAIN! 


Scoops the Field with a 
Totally New and Different 
4 Tray Tackle Box. 


\ ema // 


“'Twin-Grip”’ 
TACKLE BOX 


Bigger, Roomier, Spill-Proof Too! 


Want to boost tackle box sales and 
allied tackle sales next season! Then the 
new UNION ‘‘8817”"’ is your answer! 

Inside and out, it offers new innovations 
in styling and features. Rugged too, 
thanks to UNION ’s one-piece seamless 
design and durable finish. 


Advance dealer-customer reaction 
indicates that the UNION ‘“Twin-Grip”’ 
will be next year’s No. 1 sales leader. 
This means heavy demand on jobbers’ 
stocks. We suggest therefore that you 
place your order early. 


Jobbers! Dealers! Write for 
literature and prices on the 
ION new UNION ‘‘Twin-Grip.”’ 








UNION Si: cH8S1 cone 


180 











TO HELP YOU SELL 





be used upright on counter. The 
15 dozen tacks are shipped pre- 
packed on the free dispiay rack 
which is 13% x 18% x 4% in. The 
rack is topped by a 2-color metal 
sign. American Tack Co. 

For more data circle No. 74 on postcard, p. 141 


Rules in combination box 

Here’s a gift-boxed his and her’s 
tape and tape rule combination for 
Christmas sales. A 50 ft steel tape, 
white, and a 6 ft, % in. wide tape 
in pastel colored plastic case are 


packaged together in a silver and 
whit@ striped gift box. No. XHW- 
223 Combination sells at $5.29, the 
price of the 50 ft tape alone. Lufkin 
Rule Co. 


For more data circle No. 75 on postcard, p. 141 


NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 








Adjustable steel shelving 


This new line of adjustable steel 
shelving features fast installation 
and easy rearrangement of shelves 














the SALES 
BARRIER 


*. 


with NEW Z } 


Creations! 


Table Planter 


3B7-5 
Candy-Nut Dish 


Your Housewares Department can be 
profitable ! Stock and sell Artistic. Priced 
low for fast turnover—priced right for 
big profits! Send today for new port- 
folio of new Artistic creations in eye- 
appealing, decorative 

black and brass. 


hygittie 


WIRE PRO 


Christmas 
Present 


For Home Craftsmen! 


| for 


open 
counter 


This ONE Bit 
Bores ANY 
HOLE SIZE 
from 7" to 3” 


Conn. Valley likewise furnishes an Expan- 
sive Bit cutting holes as small as ‘'/,""— 
also extra cutters boring up to 5°. Other 
Conn. Valley Expansive Bits made with ma- 
chine shanks for power drills. Consult your 
jobber's catalog for order numbers. 


tHE CONNECTICUT VALLEY mec. co. 
CENTERBROOK 7, CONNECTICUT 
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Multiply 
your rental 
prospects 


The Spotlight 
of Leadership is on 
the Trademark 


— THERMDSs. 


NEW 


INSULATED 
ICE 
PRESERVER 









Here’s a new rental machine that does the work of 2 for the price of 1. 
Converts from floor maintenance work to rug scrubber in only 3 minutes 
... greatly increases rental possibilities. The JW12 rents for 




























@ Floor polishing, waxing, buffing, scrubbing, steel wooling 





@ Rug and Carpet shampooing 





All these uses give you prospects for sales of wax, floor stain, steel wool, 
shampoo, and many other items. 


Conversion from polisher to scrub- 
ber is quick, easy job—you or customer 
can do in 3 minutes. Yet, the new multi- 
purpose Holt JW12, with tank, shampoo 
brush and all other attachments, actu- 
ally costs less than competitive, one- 
purpose scrubbers. Makes big hit with 
customers (especially women) because 
it handles easily, stows between car 


MECHANICAL BRUSH CLEANER 


| WILL SELL TO 
EVERY PERSON 
WHO PAINIS— 








Attachment for adjusting 
seats, gives floors, rugs and carpets brush to deep pile 
Because it takes the “chore” out of air of professional care. For full story of rugs and carpets. 

. cleaning paint brushes, makes them like on this easy-to-rent Holt JW12, mail 
new in a jiffy, pays for itself in brushes coupon now. 30 


saved. That’s why the JET is a real Suggested 
money maker. Once seen it will be purchased. retail price 
JETS are attractively packaged in a self $5.95 
display carton holding six JETS. They econo- piscounts up 
mize on both counter and storage space. JETS to 50% on 
are finished in two attractive colors, are rust- %antity 
proofed and unconditionally guaranteed against 
mechanical failure. They fit any %” electric 
drill. National advertising will bring JETS to 
the attention of painters from coast to coast. 
lf your wholesaler doesn’t have JETS as yet, 
order yours from us. Extra liberal discounts 
given on direct orders. Shipping costs prepaid. 


SALES AND SERVICE CENTERS IN MAJOR CITIES. 


| ) AAU, MANUFACTURING CO. 


669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 





Fits any 4%” 
electric drill. 


HOLT MFG. CO. Dept. PIO 
669 - 20th St., Oakland 12, Calif., or 272 Badger Ave., Newark 8, N. J. 


Please send me details on Holt JW12 for rental use. 


CHEMTOR PRODUCTS CO.| | ~ Position 
32809 Northwestern Hwy., Franklin, Mich. 
















ADDRESS. 
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You make more because you sell more : MEW EQUIPMENT 


( : 
xd | j a ke Bie © wae ae - AT New cost saving equipment 


Largest-Selling Heating Tape in the World for the store and warehouse 





to help change displays. Units are 
available in gray or green baked 
enamel, can be used in your office 
as well as on the display floor 





i 
a 
q 
i 
: 
L Automatic | Units come in depths of 12 to 36 
; LINE-O-HEAT | in. and heights from 3 ft, 3 in. to 
LINE-0O-HEAT t And now Smith-Gates has combined the | 10 ft, 3 in. Standard width is 36 
g best heating tape with a sentitive, snap- | 

$ 

t 

i 

i 

& 

t 

. 

ee 


action, built-in thermostat which allows | in. Shelving accessories include 
electricity to be used only when needed. boxes, drawer case units, bin 
Thermostat is factory set to automati- . a 

cally prevent freezing. U/L and C.S.A. | fronts, base strips, shelf dividers, 
approved switch prevents radio-TV inter- . —— oi 
ference. Both Line-O-Heat and the ther- label holders, away braces and 
mostat are ruggedly constructed to give | doors. Penco Div., Alan Wood 
peak performance for years. Ten lengths | Steel C 

from 4 to 80’ for use on 120-volt service | steel Co. 


Line-O-Heat is tough, rugged, depend- 
able . . . cam take a beating and keep 
on heating! Easy to install and, prop- 
erly used, will keep pipes, pumps, etc., 
from freezing in coldest weather. Inex- 
pensive to buy and can be operated for 
as little as a penny a day. Ten lengths 
from 4 to 80’ for use on 120-volt service 
retail from $2.40. Also, longer lengths 
are available for use on 240 volts. retail from $6.90. 


THERMOSTAT FOR USE ! INSULATION KIT TO KEEP | 
WITH LINE-O-HEAT HEAT ON THE PIPE | Table for seasonal items 


R | This Bargain Ts ith one 
ADJUSTAT — Adjust- x INSULATION KIT— | | Bargain Table with one 
able thermostat which » ' Keeps Line-O-Heat op- | shelf is good for displaying sea- 
makes use of Line-O- oS erating cost low by. | : —_ . as 
Heat automatic, re- é y ' reducing heat loss. | sonal items. Finished in gray- 
duces operating cost. as =m Enough for 20 of 4” 
Retail price, $6.95. eee | Pipe, $1.00. 


For more data circle No. 76 on postcard, p. 141 

















.. + there's nothing just like 
X-Il-M FLASH BOND to 
make paint adhere firmly 
and longer to almost any 
type of surface. Yes... 


, V 
This fs [4 y} 


| white multicolor, it is 30 in. long, 
? | 60 in. wide, and 32 in. high. Top 
USING tray is 3 in. deep, shelf opening 19 
FIRST { _in high. Price: $49.95. W. C. 
. | : 
MAKES PAINT LAST eo 


For more data circle No. 77 on postcard, p. 141 


@ NO SANDING REQUIRED. PREVENT 
of fime between the primer MCLE BRAID Te 


8, ae See Oe: AND _ Gas-electric lift truck 
@ ACTS AS A RUST INHIB- ¥ ae 
ITOR. When applied over PEELING Fuel savings Nneige! 08 high 
slightly rust surfaces or . > i : . . 
ne tg tA og ering oon efficiency is the claim of this com 


removed it stops progressive pds bination gas and electrically driven 
action of rust. our 


© IMPARTS FLEXIBILITY TO FINISH COATS Special Dealer fork lift truck. The gasoline engine 


cane: Samnep 30 Sein. See te woeker ao cidpaah transmits power through a variable 
changes. Helps to resist dulling, chipping, . 


peeling, flaking. ie voltage generator to a DC series- 
wound electric motor. This syn- 


YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! chronized power gsyyfter. ~~ 
It is not “just another primer’’ . . . it's in a class by itself, has been for to 30 percent on fuel. apacities 


more than 20 years. Next time any customer asks you for something that range from 4000-10,000 Ib at vari- 
will make paint “‘stick,"' will stop peeling, popping, blistering . . . confi- 


dently recommend X-Il-M FLASH BOND. Ask about our Special Dealer ous heights. Travel speed is 8.5 
. prveedbanse ot sms mph. Will start or stop on 28 deg 


5107 LAKESIDE AY i ll load. Automatic 
TTT hee meme with full load, Automatic 


Sia Transportation Co. 
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Dasglon HELPS YOU SELL with 


QUALITY PRODUCTS 

Dayton Green Cap, Rod Tip Ac- 
tion Fishing Floats outsell, outper- 
form all others. 


ye 





NATIONAL ADVERTISING 
Fishermen are told over 80 
million times yearly to look 
for Dayton—the only Green 
Cap Float with Rod Tip Ac- 
ates, \ tion. 


COLORFUL 
MERCHANDISING 
COUNTER DISPLAYS 


NEW FACT TAGS 


Clinch the sale. 








This display is ready to set on 
counter right out of shipping carton 
with a complete assortment of pan 
fish, casting and spinning floats. 


Ask your jobber about 
this Display No. 3888. 





DAYTON BAIT COMPANY 
2701 S. Dixie Drive * Dayton 9, Ohio 
In Canada: Dayton Bait Reg., 11580 Poincarre Ave., Montreal, Quebec 











7 Ctep up your sales with 
SOUTH BEND TOY 


—Leader in year ‘round 
best sellers! 























Get your share of the extra profits with the 
exciting new “300" Bowling Game. Automatic- 
type pin setting speeds action. You get 
strikes, spares and a perfect score just as in 
regulation bowling. For all ages. May be 
played indoors or out. 





PIONEER LINE 
“Vinylite  KUSHMION- KOAI 
WIRE KITCHEN AIDS 


PLATE STORING RACKS 
No. 750 — 10%" x 6” Small 
No. 7000 — 21” x 6” Large 





DINNERWARE STORAGE RACK 
No. 208 — 17%" long, 9” Deep, 











PLASTIC DRAIN A TRAY 


Hi-impact Styron 
No. 400 — 21” x 14” x 1%" 


DRI-ALL DISHDRAINERS 
No. 2800 — 17” x 13%” x 5%” 
No. 3750 — 18” x 15” x 6” 





No. 149 — 13%” x 10” Twin Sink 
No. 149 — 16” x 12” Regular 


Send for complete Catalogue today or contact our local representative. 


No. 109 — 17” x 13” x 3%" 
No, 119 — 17” x 13” x 4” 





ARTUIRE CREATIONS ING. SUFFERN ALY 
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South Bend Croquet is stronger than ever. Smart styling . .. 
rugged rock-maple construction... grooved and knurled balls, 
plus South Bend's exclusive automatic arch, are features that 
ring up fast, easy sales —register good profits for you. 


East—8th Floor, 1107 Broadway, New York. 

Midwest—South Bend, Indiana. 

South-—633—3rd Nationa! Bank Bidg., Nashville 3, Tenn. 
Denver & Pacific N.W .—2840 W. 93rd St., Seattle 7, Wash. 
Calif. & S.W.—2330 W. 3rd St., Los Anreles 57, Calif. 
Canada—Toronto, Ontario. 


SALES 
OFFICES 


Preferred and trusted by American parents for 84 years! 


SOUTH BEND TOY 


nN 





















How's the Hardware Business? 





Interest rate on small business firms for 
setting up locai lending banks is 5'/2% 


Further provisions of the new 
Small Business Investment Act 
which enables local business men 
to form lending agencies to aid 
small businesses, have been an- 
nounced by government agencies. 

The main features announced 
are: 

Interest rates on loans to form 
small business loan companies will 
be 5% percent. 

Tax deductions will be attrac- 
tive so losses can be handled as 
ordinary deductions, rather than 
as capital loss deductions. 

Applications for loans by local 
business men to complete the capi- 
tal of their lending banks can now 
be made to all field offices of the 
Small Business Administration. 
Applications will be processed im- 
mediately, the SBA announced, 
and the Small Business Invest- 
ment Division will disburse funds 
within a few weeks. 

A local lending bank can be or- 
ganized with a minimum of 10 
stockholders. These 10 stockhold- 
ers put up $150,000 and the re- 
maining $150,000 is borrowed from 
the government to make up the 
minimum $300,000 paid-in capital 
and surplus. (For full details see 
HA, Aug. 14, p. 10; Aug. 28, p. 10; 
Sept. 25, p. 59.) 

Loans to local business men to 
form lending institutions may run 
as long as 10 years and may be 
renewed for another 10 years for 
orderly paying off of the loan. 
The SBA announced recently that 
the interest rate will be 5% per- 
cent. 

The Internal Revenue Service 
has looked into the tax treatment 
of stockholders and their compa- 
nies set up to make loans to small 
business men and these three prin- 
cipal features are involved: 

“(1) Small business investment 


184 


companies are allowed an ordi- 
nary loss deduction, rather than 
a capital loss deduction, on losses 
sustained through worthlessness 
or sale of convertible debentures, 
or stock, acquired on the lending 
of long-term equity-type capital to 
small businesses. 

““(2) Investors in the stock of 
small business investment compa- 
nies are allowed an ordinary loss 
deduction, rather than a capital 
loss, on losses from the worthless- 
ness or sale of such stock. 

“(3) Small business investment 
companies are allowed a deduc- 
tion for 100 percent of the divi- 
dends received from a _ taxable 
domestic corporation instead of 
the 85 percent deduction generally 
allowed corporate taxpayers.” 

These tax deduction provisions 
are effective for the taxable years 
beginning after Sept. 2, 1958, the 
Internal Revenue Service an- 
nounced. 


GE increases price of 
4 portable appliances 


Price increases on two steam 
irons, a grill-waffle baker and the 
toast-r-oven were announced by 
General Electric Co. 

The increases of from 4 to 10 
percent became effective Oct. 1. 

Prices of other portable appli- 
ances such as mixers, skillets and 
saucepans were unaffected at this 
time. 


Business failures down 


Business failures in the week 
ended Oct. 9 totaled 271, according 
to Dun & Bradstreet, Inc. This 
compares with 301 in the preced- 
ing week and 259 in the same week 
of 1956. 


Hardware store sales 
$223 million in August 


Retail hardware store sales for 
August were $223 million, the Com- 
merce Department reports. That’s 
$11 million or 4.71 percent less 
than in August, 1957. 

August, 1958, retail hardware 
store sales were only $4 million, or 
1.76 percent less than July, 1958, 
sales. 

Here are the Commerce Dept. 
unadjusted estimates of retail hard- 
ware store sales for the last three 
years: 

(millions of dollars) 

1958 1957 1956 
January $172 $163 $175 
February 154 174 171! 
March 178 208 207 
April 224 221 227 
May 257 253 266 
June 238 248 275 
July 227 238 250 
August 223 234 251 








Eight-month 

total $1,673 $1,759 $1,822 
September ie 225 245 
October ree 240 258 
November ae 229 254 
December ay 283 314 





Total $2,736 $2,893 








Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


V & S tabloid circular 
emphasizes housewares 


Over 830,000 copies of a 16-page 
tabloid size fall circular have been 
prepared by Cotter & Co., Chicago 
dealer-owned wholesaler, for dealer 
distribution. 

Distribution date of the tabloid 
is controlled by the individual deal- 
er who also has his name imprinted 
on the tabloid. 

Each dealer receives a merchan- 
dising kit for displays, ad mats for 
newspapers and radio spot an- 
nouncements featuring “top buys” 
offered in the tabloid. 

This tabloid type circular fea- 
tures houseware items for the fall 
and winter selling season, and 
many items are emphasized in color. 
The next promotion planned is a 
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ANOTHER WORD TO THE WISE from WALLY the WITT 





No need fo flip 
your LID!* 





“There’s no need for your 
customers to have messy scenes 
like this—and they won't have if 
they use WITT Drum Lids. 


They're the real answer to 
cleaner and safer 
housekeeping !”” 


[A> "TWO TYPES OF DRUM LIDS 
> ... by WITT 


BIG -TOP—the only self-closing lid with a king-size flap 
opening. Takes bulky items or shovel trash from any angle. 





Double-hinged spring. Rugged steel. No sharp edges. “ORIGINATORS 

For 55 gallon drums. OF THE 
CORRUGATED 

FLAT-TOP—one-piece cover to convert 30 and 55 gallon CAN” 


drums to safe, sanitary containers. All steel construction with 
center handle. Comes painted or hot-dip galvanized. 


a 











easy 
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' 
FOR YOURSELF! Use Hirsh Standard Steel 


Uprights and your own lumber, and with a mini- 
mum of time and effort you can have Deluxe 
Shelving. If you can use a screwdriver, there is no 
faster and simpler way to get into “self-service” 
display with professional results. Completely ad- 
justable—and the over-all “do-it-yourself” cost is 
much less than what you would pay for custom 
shelving. You'll sell more with Hirsh Display 
equipment. 


FOR YOUR CUSTOMERS! You bring to them 


the very latest in merchandise display. Every item is virtually at their ee ee RD ces ee 
fingertips. No fumbling—no turning stock into shambles. With Hirsh H.A.10 
Uprights everything is properly displayed—making shopping much + thsedayg aan MFG. CO., 8051 Central Park Ave., 
easier for the customer. The over-all neatness of your store provides cieete mens wien SS aa Oe 

oh : : Please send me literature describing Hirs 
a sales stimulant with impulse buying playing a greater part in your Standard Stee! Shelving Uprights. 


I 

! 

3 I 

sales picture. i 
| 

{ 

I 

I 










5. A. HIRSH MFG. CO. 
Haxrsh 8051 Central Park Avenve, Skokie, I!. 


“THE SHELVING PEOPLE” 





DISPLAY EQUIPMENT 


Address 





z 
“U 
3 
© 
ose estas mens nace soem mats stn 


SKORIE, MLINOTS 





City Zone State | 


Bes ees ee ee eee ee es es es ee ee ee ee ee es ee es ll 
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For BIG Volume 
and more Profits! 
PLUTO 


) QUALITY 
DRILLS - FILES - TAPS 


Go After the DO-IT-YOURSELF Business 
with Nationally Sold PLUTO Products 


, PLUTO 
te Special Alloyed 
Steel 
HAND TAP 
SET 


6 pcs. 
List Price 


No. PB10 
PLUTO 


Special Alloyed 
SPEED 
DRILL SET 
10 pecs. 
1/16” to Ya" 
List Price 


No. PBS 


PLUTO 


Special Alloyed 
SPEED 
DRILL SET 
5 pcs. 
Ya”"’ to Y2’’ 
Ya"’ Shank 
List Price 


MECHANICS 
FILE KIT 


6 pes. 
List Price 
$4.25 kit 





40-page toy and gift consumer cata- 
log for the Christmas selling sea- 
son ahead. 


American Hardware with 
a 1958 gift promotion 


American Hardware Supply Co., 
Pittsburgh dealer-owned  whole- 
saler, is offering its 1958 “Gift Idea 
Center” promotion. 

This promotion is built around a 
16-page, 4-color “Gift Idea Cata- 
log”’ which illustrates new and un- 
usual gift ideas in their natural 
settings. It is designed to estab- 
lish the dealer as the gift head- 
quarters in his trading area. 

Merchandised values are pointed 
to every member of the family 
with items in hardware, house- 
wares, sporting goods, and special 
values for the home and tree. 

Newspaper mats, radio scripts 
and jingles, along with a point-of- 
sale store display kit are available 
to dealers. 


Quick Mfg. has 1 year 
warranty on equipment 


Quick Manufacturing, Inc., 
Springfield, Ohio, has announced 
a one-year warranty on Spring- 
field riding rotary lawn mowers, 
rotary tillers and garden tractors. 

The warranty does not cover en- 
gines or accessories which are 
guaranteed separately by their 
manufacturer. 





Promotions 


Manufacturers’ New 
Merchandising Plans 














Millers Falls "Santa's 
Workshop” promotion on 


Millers Falls Co., Greenfield, 
Mass., is offering new tools, and 
special price reductions in its 1958 
“Santa’s Workshop” Christmas 


Se See ee eS eB ee eae ae eas eaeee 


FAMOUS! 


STEAM IRON CLEANER 


Rejuvenates 
Sluggish Irons 


ADVERTISED IN 


* Ends Sputtering 

* Cleans INSIDE Iron 

* Gets More Steam 

® Ideal in HARD 
WATER Areas 
Perfect for 
VAPORIZERS, 
STERILIZERS, 
KETTLES too! Retail 


TESTED and RECOMMENDED 
by Steam iron Manufacturers 


STEAM IRON 
CLEANER 


$1.00 














AT YOUR JOBBER, or write Dept. HA 
in CANADA: A. McGillivray Chemical, Ltd., Paris, Ont. 


FAST CHEMICAL PRODUCTS CORP. 


20 Gunther Ave., Yonkers, N. Y 





Scientific discovery 
turning industry 
upside down... 


sensational 


1h. 


The Original Wash Away 
PAINT REMOVER 


™-4 has taken Paint 
Remover out of back 
rooms and out 

from under counters / 
UP FRONT to 

the best-seller 

of the industry! 

Sell MORE with 

TM-4 . .. the ONLY 
Paint Remover with an 


promotion. 

A new \%-in. power drill, No. 
C1114, is priced at $22.95. It has 
its own attachments, and comes 
packed in an attractive shipper 
display box. 

Two kits with attachments, De- 
luxe No. C1118 and Basic No. 


quality * PLUTO kits have been made by 
master —- = skill and — 


; ner ity ANY 
PRICE! italize today with PLUTO prod- 
ucts for UME sales EXTRA profits. 
Bulk stock availabe in all sizes and styles 


Files «Rasps -« Needle Files « Drilis « Taps. 


Your Hardware jobber has PLUTO.. See 
him about BIG | Voteme and more Profits 
TiiieMn ll lleliamasl lak 


unconditional 
money-back 
guarantee! 


Write for brochure 


WINFIELD BROOKS CO., Inc 


WOBURN, MASSACHUSETTS 
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A Vital Keynote in All Modern Building! 





moc (CHICAGO) 
SPRING HINGES 





42%, PROFIT 


ma 7clabalielal-) miele lelael-m ellen ola 


. 







INDUSTRIAL 
AND 
COMMERCIAL PRIVATE 


: Tably-the 


Modern architectural re- MERCHANDISING 


quirements demand the use 

of expertly designed and PLAN 
durable spring hinges. To be 
assured of quality, be sure to Gives You 


specify “Chicago.” a Better Way 
"Spring Hinges of Quality to Sell 


Ciera 
1500 CARROLL AVE., CHICAGO ILL 
ALERT. 
Tank Ball and Guide Aber 
BRINGS BIGGER PROFITS! beara ood 
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s Guaranteed by = Hi 

Housekeeping hi 
. 







— 


® Stops running toilets 45 apyranisty WE 
® Saves money 
® Nationally advertised 
® Easy to install (no special tools) 
: Everybody needs one | LOW RETAIL PRICES 
3 yeer money-back querentee With Tally Ho you sell the finest 
* Completely corrosion resistant candles — at lowest prices. 
MORE THAN 7,000,000 SATISFIED USERS i nae 
Any home keeper who has been a “bathroom | 15” size — 2/29¢ 


jiggler" is a customer for “Alert” becouse it 


ift wires ..- onde woter waste and cnnoying | UNIQUE MERCHANDISING RACK 


gurgles once and for all. Put “Alert” on your | 


| A Complete Candle Dept. in one small rack. This 
counter and profit. CALL YCUR | shows and sells at least 2 sizes of hand dipped 
WHOLESALER KOW Dinner Candles * 1 size of Tally Ho Twist * 2 sizes 
Packed in colorful, | of Birthday Candles. Yet it occupies only 4 square 
individual ft. of floor space. 


display 
box that selis on 
sight. 12 boxes to a 
car ton. 
REPLACEMENT 





MORE PROFIT 





RUBBER BALL — The retailers profit on the merchandise in this 
Round ball, chain rack is at least 42%. (Profit margins as much 
= attachment hook as 50% for large volume outlets). 

boxes 












Call or write for descriptive Brochure and further facts on how 
you can sell more candles — a? greater profit — with TALLY HO 





ARDMORE PRODUCTS CO. ——— 
CONSHOHOCKEN, PA. OFelivisslolicM aicd ae a dela 4: Ozone Park 16. New York 
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Don’t Wait...Stock It Now ! 
the sensational new 


Victor 
Conibear 


New No. 110 Victor Conibear Trap for Muskrat, 
Mink, Opossum, Skunk, Weasel, Barn Rat, Wharf 
Rat, Savirrel, Civet Cat, and similar size animals. 


Trappers everywhere are | 
talking about this new, 
revolutionary trap, the 
Victor Conibear...and 
they’re waiting for you to 
display it. 


The Victor Conibear is 
the world’s first and only 
practical humane killer 
trap. It’s a body-gripping 
trap that kills animals in- 
stantly—prevents wring- 
off, eliminates fur loss and 
damage to pelts. The new 
Victor Conibear allows 
the widest range of suc- 
cessful sets: in holes, run- 
ways, cubbies, on rafters 
and poles; it works equal-*>~_~ 
ly well on the ground, “< 
suspended, submerged in 
water, under iceorcovered 
with snow. 


Order the new Victor - 
Conibear trap from your | f 
wholesaler now to assure ————__—~ 
prompt delivery! Se 





Water set 


AND REMEMBER .. . for the most complete 
line, the most profitable line of leg-hold 
traps, it's always Victor. Order them from 
your wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 
Niagara Falls, Ontario 


C1117, have been marked down. 
Also No. C626 6%%-in. circular saw 
has been reduced in price. 

Millers Falls is promoting 12 
hand tools, gift-wrapped in slip- 
on Christmas covers. No. C1958 
Christmas Pak for $50.54 includes 
12 tools plus a $3.50 No. C725 Nest 
of Saws free. 

A window display contest, na- 
tional advertising and traffic-build- 
ing demonstrations are planned in 
the Christmas promotion. 


U. S. Steel in major 
appliance promotion 


Operation Snowflake, sponsored 
by U. S. Steel to promote major 
appliances as Christmas gifts, will 
be launched Nov. 17. 

The promotion will unite the ef- 
forts of manufacturers, retailers, 
trade associations, utilities and 
financial institutions in_ selling 
ranges, refrigerators, freezers, 
dishwashers, water heaters, wash- 
ers, dryers and cabinet sinks. 

The Snowflake slogan will be 
“Make it a White Christmas—Give 
Her a Major Appliance.” 

Operation Snowflake will be ad- 
vertised in newspapers and ap- 
pliance magazines, and on radio 
and television. 


Theme of Operation Snowflake pro- 
motion is Santa Claus driving a train. 








MAKE IT A 


White Christmas 


GIVE HER A 


Major Appliance 





Ren, &: 
New, Invisible, Plastic 
Corners That Keep Pictures 
On The Level! 





FRAME-UPS 


“Frame-Ups” make possible in an instant 
what man has been struggling to accom- 
plish for years. They hold pictures per- 
manently straight. 

Users simply remove “Frame-Ups” from 
handy card, attech ‘em to lower corners 
of frame and set in place. A new, mir- 
acle adhesive on the back of “Frame-Ups” 
grips ‘em fast, yet permits adjustment 
and removal with no harm to wall. 
They're re-usable . . . they'll sell. 


Ideal for pictures, mirrors, clocks . . . 
about anything: that hangs. 


Get the entire picture on 
New “Frame-Ups”. Write today to: 








H.A.L. ENTERPRISES, INC. 
BOX 108, VINELAND, NEW JERSEY 























THE TRADE CALLS 


for 
DYKEM 
STEEL BLUE’ ?\ 


oe 


er ohing 
Dies and 


Po package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
23058 North 11th St. « St. Levis 6, Mo. 
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The Spotlight 
re) j Bel calle Eiele 
the Trademark 


THERMOS. 





IAS! 
APEX, 


AMERICA’S BEST 
~ VINYL PLASTIC 


Garden Hose Line 





WRITE US FOR FULL DETAILS 
OF OUR ATTRACTIVE 


1959 LINE 

















HARRIS BLISTER PACKAGE 


AND STANDARD CARDS 
LOW COST PLAN 


Now you can put extra impulse sales appeal in your 

product, with full view-pilfer proof blister packaging 
. with our semi-stock standard sizes of cards and 
eee minimum tooling plan. 


Let Harris’ scles staff prove how this new method 

of carding merchandise can reduce your packaging 

-) cost. Write for ovr prompt quotations to your 
_ . requirements. 


| | 55 PAWTUCKET AVENUE 
S. P. BSBARRIS, INC. 5157 provivence 16.8.1 
O 


of Modern Merchan 








ver 50 years adising Aids 
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OR CONTACT OUR REPRESENTATIVES 


LISTED BELOW: 





REPRESENTED BY 


Ralph M. Cohen, Inc. 
192 Lexington Avenue, New York 16, New York 


John C. Dennis & Company 
716 East 97th Street, Kansas City 10, Mo. 


George Goddard & Son 
3902 W. Charlestown, Seattle 6, Washington 


a 


Paul Lines 
3920 Garland Street, Wheatridge, Colorado 


McDonald & Associates 
Southland Hotel, Dallas, Texas 


H. Louis Rolfes & Son 
4004 Akochia Avenue, Cincinnati 5, Ohio 


John Strom 
222 North Main Street, Canandaigua, N. Y. 


J. P. Sutton & Son, Inc. 
2525 W. Armitage Avenue, Chicago 47, Ill. 


J. E. Taylor & Associates 
6954 Vernon Road, Dearborn 6, Michigan 


Olsen & Wilkins 
R. F. D. 1, Bridgeport, Connecticut 








4 © a 


APEX TIRE & RUBBER CO. 


SOS CENTRAL AVENUE PAWTUCKET * RHODE ISLAND 
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SALES BUILDERS 
from NATIONAL... 


NATIONAL VINYL-INSERT 
THRESHOLDS 


Provide air-tight fit and combine good 
looks, easy installation, efficiency, low 
price. Heavy-duty vinyl strip is easily in- 
serted after threshold has been fastened 
down. No exposed screws, no hook strips. 
Comes in 3 widths (1%", 342", 4°)— 
any length. 


TWO-IN-ONE DOORSTOP 
WEATHERSTRIP COMBINATION 


Heavy gauge rolled aluminum moulding 
has vinyl! insert which weatherstrips doors 
or windows and assures noiseless closing. 
Aluminum is surface treated to prevent 
oxidation and to provide bond for paint. 
Available in 7’ lengths with screws—in- 
stallation holes punched. 


““CASE-TITE” SNAP-ON 
WEATHERSTRIP 


Designed for metal casements and made 
of special spring alloy aluminum. It's in- 
expensive and simple to apply —no nails, 
screws or special tools required. Snaps 
on sash frame and is held firmly by its 
own tension. In bulk (6 lengths), or in cut 
sets for 2, 3, 4 light vents. 


ORDER FROM YOUR JOBBER TODAY 
OR WRITE FOR CATALOG 


NATIONAL METAL 
PRODUCTS COMPANY 


National Metal Products Co. 
2 Gateway Center, Pittsburgh 22, Pa. 
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Sears’ joins trend to 
earlier toy promotion 


Start your Christmas promotion 
early has been the theme of HARD- 
WARE AGE articles on toys this 
year. 

Support for a fast, early start 
on toys and gifts now comes from 
Sears, Roebuck & Co., with distri- 
bution of its Christmas gift catalog 
early this month. 

Some 8 million families by now 
are poring over the Sears Christ- 
mas gift catalog: adults planning 
gift purchases; children selecting 
toys they will want. 

More than 100 of the 440 pages 
are on toys. More than 50 toys are 
on the space age. 

The catalog has 3344 percent of 
the pages in color, a gain of 20 
percent over the catalog last year. 


Ward starts season 3 
weeks sooner this year 


Montgomery Ward released its 
annual Christmas catalog earlier 
this year, following the move to a 
faster Christmas season start. 

More than 3000 gifts at sale 
prices are on the market three 
weeks earlier than in past seasons. 

Six million Ward customers 
throughout the country received 
the catalog last week. Monthly 
payments for gifts won’t be due 
until January under Ward’s new 
deferred payment plan. 

About one-fourth of the cata- 
log’s 544 pages is devoted to toys 
and Christmas decorations, an in- 
crease of 24 pages over last year. 
Space toys are emphasized for the 
boys, craft and housekeeping for 
the girls. About one-third of the 
catalog is in color. 


Jacobsen has 1 year 
crankshaft warranty 


The Jacobsen Mfg. Co., Racine, 
Wis., will replace any crankshaft, 
installed in a Jacobsen Hi-Torque 
mower engine, that has become 
bent or distorted during the 12- 
month period following original 
purchase. 

The warranty policy became ef- 
fective Sept. 1. Any Jacobsen au- 
thorized service station will replace 
the crankshaft at no cost for mate- 
rials and labor. 


New Squee-zit Oiler 


has no working parts 
to get out of order! 


I spillproof cop 


I screw-on 


Perfect control always. 
Simply squeeze a drop or 
squirt where you need it. 
Ideal for home, work- 
shop, ofhce, and garage. 


Oll SUPPLY 
ALWAYS 
VISIBLE 





Bottle translucent un- 
breakable plastic. 
Type and amount of 
oil visible. Sturdy 
aluminum fittings. 
Withstands buffeting. 
Cap prevents spilling. 
Safe in toolkit or 
pocket. Popular sizes 
in straight and angle 
nozzles. 


See your distributor 


or write. 


BUTLER STAMPING CO. 
1000 SHORE ST BUTLER, PA. 

















GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Held Mest Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, KY. 

















( WRITE FOR YOUR ms 


¥ Complete Newest Set 
of Key Boord Tags 

vColorful Streamers = 
Thot Will Brighten Up \ \\ eer 
Your Store 

vW New Edition of o\\W Mf, 
Blonk Comparative List 


STAR Key & Lock TS 2 
Manufacturing Co. 


51 South First Street ~ 
Brookiyn, N. Y. 








ce 











THERE I$ A DIFFERENCE IN CHAMOIS 
S  OSUNSHINI 


th . / 


GENUINE 
CHAMOIS athe 
Ween 7 
MADE it 
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Hi Style 
SPRING HINGES 


BLACK » BRASS 


By BOMMER 


Pioneers of the 
Spring Hinge Industry 








door 
“iewelry”’ 





ATTRACTIVE 
DEALER DISPLAYS fS. 





Louver door Spring Hinges in satin black and gleaming 
brass to match the contemporary style in modern herd- 
were. Just the thing for dens, playrooms, home bars and 
between dining room and kitchen. 


See your wholescler or write to 


(Also aveaileble in 

ever-ready double- BO MME R 

acting hinges) SPRING HINGE CO INC 
EXECUTIVE OFFICE AMO PLANT LANDRUM 5. C 





SALES OFFICES © WAREHOUSES * BROOKLYN: 263 CLASSON AVE. 
CHICAGO: 180 NM. WACKER DRIVE 





Or proper installation of ceiling tile 


ARROW'S CEILTILE STAPLES 


Thea inateS Sagging cellings causi 


Here's the big difference you usually can't cal 


JME 
Ul 
Armstrong 


ORDINARY STAPLE ARROW'S wp to nhs J Starts CELOTEX 
e Often fractures the flange ¢ Unique leg design drives 

on underside flush, holds tight! 
® The fracture causes loss © Flangeisneverfractured. 

of 50% of staple’s hold- CEILTILE penetrates perfectly! 

ing power; sagging, wavy °¢ Special cement coating ~ ar 

ceilings result tremer dous holding powcr! 





Maaow fas Lo..fne. 





Ceiltile used only 
with ARROW’S T.50 


Decorative Escutcheon Cylinder Tubular Dead Boit 











in Complete | 
instead of “Piece-Meal nd 


Here’s modern merchandising in staple, 
small-unit merchandise. Save extra 
handling... build up the sale automat- 
ically. Washers are pre-counted, ma- 
chine-packaged. Only Wrought Washer 
makes KLIP-PAC! All standard sizes, 
3/16” to 5/8” ID. 


ORDER FROM YOUR JOBBER. 
WROUGHT WASHER MFG. COMPANY 


The World's Largest Producer of Washers 
2218 SOUTH BAY STREET . MILWAUKEE 7, WISCONSIN 
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Srdiodwcing | 


THE FIRST COMPLETELY NEW SFOVE 
MAT MERCHANDISING IDEA IN YEARS! 


POW Widbpe 


meta ana asbdestos 


STOVE MATS 


ELMERJOHN KOPP has 
been with Patterson-Sar- 
gent Co., Cleveland, since 
August, 1908. He began 
Ea . with the company’s print- 
i at e , ing department, was later 
MORE PROFITS! 7 o *) named assistant advertis- 

ing manager. Since 1916 

he has been advertising 

me ye houseware ensues ‘ manager for the company. 
aa oar ocuaaad them sell a ee 3 ay Active in the Cleveland 


PRO-TEX stove mats. | Advertising Club he re- 

PREVENTS counter soilage ... dirt... >. cently received the 50- 
Patterns in the poly scratches .. . marring. ‘ s 
wrapped line include: year honorary pin of the 
Chrome Star, Stain- REDUCES p= oa gma + in- National Paint, Lacquer & Varnish Assn. He en- 
coe apts an cen Reais joys fishing with friends and is keenly interested 


Grein. KEEPS them constantly fresh... in sports events. 
appealing . . . salable. 


Ask your jobber to SELF-SELLING, illustrated, tatter- 
show you this excit- senad tebah na dids met. WALTER H. KLEIN- 


——— HENN has the longest 
seagate Sie pada bit employment record of any 
A famous PRO-TEX exclusive. person actively associated 
with S. L. Allen & Co., Inc., 
Philadelphia manufactur- 
er. He joined the company 
NEW! You asked for it. Here it is! 50 years ago as an office 
woo 5 G 8 A} Mi boy. In 1918 he was named 
sales correspondent, Three 
Ce orb ge years later Mr. Kleinhenn 
new poly wrap. was promoted to assistant 
to the sales manager. In 
1945 he was elected secre- 
tary of the company. He was given additional 
responsibility in 1956 as general sales manager. 
For many years Mr. Kleinhenn has represented 
his company at gatherings of the Hardware Mer- 
chants & Manufacturers Association of Philadel- 
phia. Mr. Kleinhenn is a Mason. 
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_..a new line of top quality power mowers 
at prices that make it easy for you 
to MEET ALL COMPETITION! 


1. A big, complete line —12 models — side, front and twin discharge—18”, 
19” and 22” cutting widths. 
. First quality materials and construction. 
. Briggs & Stratton and Clinton engines. 
\ ae . Safety features that help you sell. 
\ . Designed and manufactured by Modern Tool & Die Co., producer of the 
es aaa fast-selling MODERN LINE of Wheelbarrows, Lawn Carts and Spreaders. 


. Best of all, the LawnFlite line is priced for sales! 


AGAIN NEXT SEASON IT WILL BE 
EASIER TO SELL THE MODERN LINE 
THAN TO SELL AGAINST IT! 











MODERN TOOQL & DIE COMPANY 


5389 West 130th Street . Cleveland 11, Ohio ° Telephone: Winton 1-6600 














Champct SPRINALERS 


LIST PRICE | 
ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, 3%4"" pipe 





UNION VALVE (Non-Union $2.60) $960 


Swivel seat for long life, 4" pipe 


ET 
& POP-UP SPRINKLER HEAD $490 
bd 

= 





Pops up 1'2” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 50 


FITLER ROPE RACK 
HOSE TO PIPE FITTINGS FOR OCTAGONAL BOXES 


Various sizes available The Fitler Rope Rack requires only 20” x 30” of floor 


space, leaving valuable room for other products. Ro is 

| kept off the floor, eliminating loose ends which a irty. 

The boxes are tilted forward on the rack, providing easy 

HOSE y access into the hand holes in the tops of the boxes for 

48 | removing the rope. 

This valuable sales aid may be obtained for a fraction of 

its manufacturing cost when accompanied by order for 300 
pounds of Fitler Rope ... it pays for itself in efficiency. 


OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, SOLD BY HARDWARE DEALERS EVERYWHERE 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 


PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY THE EDWIN H. FITLER CO. 


CHAMPION BRASS MFG. CO Philadelphia 24, Pe. 


60 NAUD ST. ® LOS ANGELES 





Ideal for Siamese connections 
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Read it in HARDWARE 


NEWS OF 


HARDWARE AGE FOR 


KkKKKKK 








Wm. Geo. Steltz Jr. Succeeds Father As 
President Of Supplee-Biddle-Steltz Co. 


Wm. Geo. Steltz, Jr., has 
been elected president of 
Supplee - Biddle - Steltz Co., 
Philadelphia wholesaler. He 


Young at 91 


C. E. Harris, With 71* Years 
In Hardware, Still At Work 


a 


succeeds his father, Wm. 
Geo. Steltz, Sr., who died 
Aug. 31. 

The new president of the 
121-year-old wholesale firm 
was formerly executive vice- 
president. 

Other officers elected at 
the same time are: Roy G. 
Geppinger, vice-president 
and sales manager; J. Wil- 
son Vandegrift, vice-presi- 
dent of sales and secretary, 
and Laurence S. Adams, 
treasurer. 

Also named: G. K. Crozer, 
III, assistant treasurer; 
C. T. Belzak, assistant sec- 
retary and personnel man- 
ager; M. Z. Fagan, assistant 
secretary; E. K. Buchanan, 
assistant secretary and cash- 


BP i EN EPI PO RTE 
ge Bn ene Se ee 


WM. GEO. STELTZ, JR. 


ier; G. A. Crudden, assistant 
vice-president and ware- 
house superintendent. 

In addition, four execu- 
tives have been named assis- 
tant vice-president of buy- 
ing. They are: F. R. Egner, 
Cc. C. B. Leinbach, J. J. Reg- 
nery and F. F. Trader. 





LEWIS E. MARTIN 


Stambaugh Supply Name 
L. E. Martin As Manager 


Lewis E. Martin has been 
named manager of Stam- 
baugh Supply, a division of 
Stambaugh-Thompson Co., 
wholesaler at Youngstown. 

Mr. Martin, formerly with 
Boyd-Wagner Co. at Chi- 
cago, succeeds W. J. Gut- 
knecht, Jr. Mr. Gutknecht 
has been promoted to per- 
sonnel director of the parent 
company. 
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Campbell-Hausfeld and 
Sharpe Mfg. Co. Agree 


Sharpe Mfg. Co., Los An- 
geles, and Campbell-Haus- 
feld, Harrison, Ohio, have 
formed a new reciprocal 
manufacturing, distribution 
and sales arrangement. A 
joint announcement was 
made by Robert G. Kluener, 
president of Campbell-Haus- 
feld, and Kenneth Sharpe, 
executive vice-president of 
Sharpe. 

Under the agreement, 
each firm can now market a 
complete line of spray equip- 
ment for professional and 
home use. Previously, 
Sharpe served the profes- 
sional market and Campbell- 

(Continued on page 196) 


Jackson Acquires James 


Jackson Mfg. Co., Harris- 
burg, Pa., has acquired the 
wheelbarrow business of 
James Mfg. Co., Fort Atkin- 
son, Wis. 


Clifton E. Harris is 91 
years old, and 71, almost 
72, of those years have 
been spent in the hard- 
ware industry. 

But, as the picture 
clearly shows, Mr. Harris 
is young for his years. 
He is presently active as 
a builders’ hardware rep- 
resentative. Retirement is 
not on the agenda. 

At the recent Builders’ 
Hardware Convention at 
Chicago, Mr. Harris was 
introduc dl by the chair- 
man, and he visited dis- 
play booths as actively as a much, much younger 
man. 

Mr. Harris commutes to his office daily, five days 
a week. in Boston. 

He has made many contributions to the builders’ 
hardware industry. For this he was recognized in 
1952, when the National Builders’ Hardware Assn. 
elected him an honorary member. 

On Feb. 7, 1887, Mr. Harris’ long hardware jour- 
ney began when he joined Bigelow and Dowse Co., 
wholesaler now at Needham Heights, Mass. 

He was later named manager of retail sales of 
C. W. Willard Co., Westerly, R. I. 

In 1895, he bought an interest in A. M. Gardner 
Hardware Co., Boston. 

In 1899, Mr. Harris sold this interest to join 
Smith and Hemenway, manufacturers’ agents at 
New York City. He has since made a hard to beat 
record in the Middle Atlantic and New England 
states. A year later he moved to the Boston office. 

About 1920, he began an intensive exploration of 
door control problems. And ever since, Mr. Harris 
has majored in this field. 

Mr. Harris’ Reservoir St. house in Boston is 
notable. He designed it and many of the builders’ 
hardware items it contains. 


CLIFTON E. HARRIS 


Editor’s note: 


Mr. Harris’ history of almost 72 years of total 
service to the hardware trade in several companies 
seems to be a new record for longevity. If you know 
someone who can match or beat this record, write: 
Editor, Hardware Age, Chestnut & 56th Sts., Phila- 
delphia 39. 
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Jones Succeeds Father 
At Drake Hardware Co. 


Norman Jones, Jr., 
succeeded his father, the 
late Norman N. Jones, as 
president of Drake Hardware 
Co., Burlington, lowa, whole- 
saler. Mr. Jones, Sr., died 
Sept. 11. (See page 200.) 

The new president became 
associated with the whole- 
sale firm in 1941. In 1950 
Norman Jones, Jr., was 
elected treasurer. He is the 
third generation of the fam- 
ily to head the 95 year old 
company. 

Norman Jones, Sr., was 
president of Drake for 25 
years and his father, Sey- 
mour Jones, also served as 
president for 25 years. 


has 


Rogers Heads Salem 
Lawn & Garden Div. 


K. G. Rogers has been ap- 
pointed sales manager of the 
Lawn & Garden Division of 
Salem Tool Co., Salem, Ohio. 
He will be responsible for 
sales of the complete line of 
garden and commercial 
spreaders and hose reels. 


P. & F. Corbin Names 
King To Sales Post 


Clarence H. King, Jr., has 
been appointed to the newly 
created post of assistant 
sales manager of P. & F. 
Corbin Div., American Hard- 


ware 
Conn. 

Mr. King formerly trav- 
eled the southeastern and 
southwestern territories for 
Corbin. 


White Is Named Warner 
Wholesale Tool Buyer 


Edward White has been 
named to succeed Merle Car!l- 


Corp., New Britain, 


EDWARD WHITE 


son as manager of the whole- 
sale tool department of 
Warner Hardware Co., Min- 
nea polis. 

Mr. White was manager of 
the retail tool department. 
He will do all of the tool 
buying for Warner’s 12 
stores as well as the whole- 
sale tool department. 

Mr. Carlson has resigned 
as director-secretary and 
wholesale tool manager. 

Ray Ohlson, vice-president 
of Warner branch store op- 
erations, has been elected 
secretary of the company. 





Fries, Beall & Sharp Building Big, New 
Suburban Building For Early 59 Completion 


Fries, Beall & Sharp Co., 
Washington (D.C.) whole- 
saler has outgrown space 
limitations and congestion 
in the downtown area of the 
nation’s capital. In Febru- 
ary or early March next 
year, it will have finished an 
all-new plant at Fairfax 
County, Va. 


The new warehouse and 
office building will have 53,- 
000 sq ft on one floor. 45,000 
sq ft of this will be ware- 
house area, divided into 
these five basis segments; 
shelf, bin or rack, bulk, re- 
ceiving area, and shipping 
area. 

(Continued on page 200) 
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News About Dealers: Whitewater, Wis., Store 
Celebrates 100th Anniversary Of Founding 





Whitewater, Wis. — WIN- 
CHESTER V & S HARDWARE, 
153 W. Main St., is 100 
years old. Store operators, 
C. A. Kildow, Paul Baker 
and Russell Hoffman, are 
currently celebrating the 
store’s 100th anniversary of 
profitable operation in 
Whitewater. 


Melbourne, Fla.—BROOME’S 
HARDWARE store No. 2 is the 
first store in this East Coast 
area to make use of the 
“Profitmaker Program” of- 
fered by I. W. Phillips & 
Co., Tampa wholesaler. Ac- 


cording to owner R. E. 
Broome, his newest store on 
New Haven avenue has been 
completely remerchandised 
under the program. 


Sandwich, Ill.—Super Ace 
Hardware Store had its 
grand opening here recently. 
The store is a visual, self- 
service unit based on low- 
cost operation. 


Bellingham, Wash.—A W. 
McNeill, proprietor of BELL- 
INGHAM HARDWARE Co., re- 
cently made an extended 

(Continued on page 196) 





Gordon Meade Resigns 
From Marshall-Wells 


Gordon V. Mead has re- 
signed as president of Mar- 
shall-Wells Co., and is now 
operating two retail hard- 
ware stores in Florida. 

Mr. Mead purchased con- 
trolling interest in the 
Friendly Stores Inc., which 
consists of two stores in 
shopping centers in Winter- 
haven and Lakeland. 

He will devote full time to 
management of these stores 
and plans to open additional 
stores in Florida. 

Mr. Mead joined Mar- 
shall-Wells in 1956. He was 
formerly general merchan- 
dising manager of Firestone 
Tire & Rubber Co. 


Christensen is VP of 
Midwest Mower sales 


Paul H. Christensen has 
been named vice-president in 
charge of sales of Midwest 
Mowers Corp., St. Louis. 

Mr. Christensen has been 
sales manager of the firm, 
with most of his efforts to- 
ward the Eversharp divi- 
sion. 

In his new position, Mr. 
Christensen will assume 


sales responsibility on Mid- 
west’s Grass Queen, Ride-A- 
Mower and Eversharp divi- 
sions of power mowers, as 
well as its chain saws and 
rotary tillers. 


Hamilton-Skotch Names 
Gretsch To Top Post 


Paul Gretsch has been 
named sales service manager 
for the Hamilton-Skotch 
Corp., Hamilton, Ohio. 

Mr. Gretsch’s appointment 
is part of an overall pro- 
gram to increase the execu- 
tive staff because of a con- 
tinuing expansion in the 
Hamilton-Skotch product 
line. 


Sawyer Promotes Story 
To Top Management Job 


Donald H. Story has been 
promoted to general mana- 
ger of J. E. Sawyer & Co., 
wholesaler at Glens Falls, 
N. Y. He succeeds the late 
Alfred G. Farber. 

Mr. Story, with the com- 
pany since 1936, has risen 
through the ranks as a sales 
representative and manager 
of hardware and mill supply 
departments. 
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Sell More - Sell Faster 


- with 


JACKSON 


ROPE BAR 


— an attractive per- 
manent way to dis- 
play all your rope 
products — Nylon, 
Polyethylene and 
Manila. Increases 
rope sales — cuts 
down selling time. 





JUNIOR SPOOLS, 


approximately ten Ibs., 
of the wanted synthet- 


ics 


popular sizes for a 
minimum investment. 


CONNECTED COILS 
— PRE-PACKAGED, SELF- 
SERVICE COILS — famous 
Jackson Super-Tuff, packaged 
for faster sales and bigger 
profits, available in 50 ft. and 
100 ft. lengths. 


are available in 





Write today for information and 
prices on these profitable items or 
ask to have our representative call. 








Practical, durable rope — 
NYLON — POLYETHYLENE — MANILA 
packaged for 
BOATING « INDUSTRY * HOME 

RECREATION 


Manufacturers 3" G3 pnt Since 1829 


THE THOMAS JACKSON & SON CO., READING, PENNSYLVANIA 
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—News of the Trade ——— 


RPWDA Sets Agenda For 11th Annual Meeting 


In Cleveland: “Treasure Cruise’’ Is Theme 


“Treasure Cruise” is the 
theme of the llth annual 
convention and trade show 
of the Retail Paint & Wall- 
paper Distributors of Amer- 
ica to be held in Cleveland 
Nov. 18-20. 

The trade show will fea- 
ture about 400 exhibitors in 
the Lakeside Arena of the 
Municipal Auditorium. It 
will be open from 2:00 to 
10:00 p.m. on Nov. 18, and 
from 1:00 to 6:00 p.m. on 
the final two days. 

Convention headquarters 


will be the Hotel Cleveland 
where all meetings will take 
place. 

Guests can register for 
the convention at the Cleve- 
land Hotel on Nov. 17 from 
8:00 a.m. to 6:00 p.m. Ex- 
hibitors can register at the 
Municipal Auditorium 
same times. 

Speakers will include key- 
noter, Bertram Lange of 
Life magazine and General 
Joseph F. Battley, president 
of the National Paint, Var- 
nish & Lacquer Assn. 





News About Dealers: 





(Continued from page 195) 
tour of midwestern and east- 
ern cities to study store op- 
erating and management 
problems. His trip included 
stops at Dayton, Detroit, 
New York, Philadelphia, and 
Washington, D. C. 

Buffalo, N. Y.—HARDWARE 
CENTER was recently moved 
to 470 Elmwood Ave. by Leo 
and Morry Hoffman. The 
store had previously been lo- 
cated at 498 Elmwood Ave. 
The firm distributed gifts 
and offered free drawings 
for merchandise to ‘those 
who registered during the 
opening sale. 

Bessemer, Mich.— MARTIN 
HARDWARE at 303 S. Sophie 
St. has been remodeled. 
First-floor display space has 
been increased by an addi- 
tion to the building. The 
basement has been remodeled 
to provide additional display 
area for toys, sporting goods 
and novelty items. 


Grand Rapids—STRYKER’S 
HARDWARE, 1420 Plainfield 
Ave., N. E., is now managed 
by Jim Stryker. He has en- 
larged the firm’s stock and 
plans further expansion. 


Lewis Research Labs 
Appoints B. M. Glass 


Bernard M. Glass has been 
named sales manager of the 
Hardware and Housewares 
division of Lewis Research 
Laboratories, Inc., Engle- 
wood, N. J. 

Mr. Glass, a veteran of 
the hardware and housewares 
fields, was sales manager for 
E. Miltenberg, Inc. before 
joining Lewis. 


Midwest Hardware Show 
Opens Sept. 13 in ‘59 


The 1959 Midwest Hard- 
ware & Housewares Show 
will open Sept. 13 on the 
Navy Pier at Chicago. 

This will be a three day 
show. Sponsors are the IIli- 
nois Retail Hardware Assn., 
the Indiana Retail Hardware 
Assn., the Michigan Retail 
Hardware Assn., and the 
Wisconsin Retail Hardware 
Assn. 

The Exhibitors’ Commit- 
tee will meet with the show 
trustees Oct. 20 to discuss 
and plan the 1959 show, Wil- 
liam B. Moody, show man- 
ager, announced. 

Members of the Exhibitors’ 
Committee are E. T. Carvill, 
General Electric Co.; L. N. 
Watson, Shelby Metal Prod- 
ucts Co.; C. A. Baldwin, Rub- 
bermaid, Inc.; E. J. Bernau, 
Black & Decker Mfg. Co.; 
Orv. Lawson, Jacobsen Mfg. 
Co.; Art Krausman, Ace 
Hardware Co.; Larry M. 
Hatfield, Janney, Semple, 
Hill & Co. 


Campbell - Hausfeld And 
Sharpe Mfg. Co. Agree 
(Continued from page 194) 


Hausfeld specialized in 
smaller spray guns and 
equipment. 

Sharpe will handle sales 
and distribution for the com- 
bined lines in 11 western 
states plus Arkansas, Okla- 
homa, Kansas and Texas. 
Campbell-Hausfeld will cov- 
er the rest of the country. 

Both firms will stock all 
parts for the lines and both 
offer new catalogs detailing 
the combined lines. 
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WITH NEW PYROIL 
TWIN PROFIT PACKS 


Boost Sales and Profits with 
these “do-it-yourself” 
repair products 





FLEX-O-FIX The original amaz- 


Sing liquid rubber. Spreads like 
paste, dries waterproof, tough and 
= elastic. Mends and Repairs rub- 
* ber boots, galoshes, waders. Mends 
canvas boats, Seals windshield 
leaks, doors, gaskets, Insulates 
= electrical terminals and wiring. 
Comes in two colors-all purpose 
BLACK and TAN for the sports- 
| man. Home size tube 59c 





NATIONALLY PUBLICIZED pPyroil products have 
been publicized in over 40 magazines including ’ 
TRUE, FIELD & STREAM, OUTDOOR LIFE, That's why 


ARGOSY, SPORTS AFIELD, etc. 
Jabsco lightweight, portable, 
MET-L-FIX ‘the at! new pias. ADA METLEIX _ self-priming pumps mean 


tic em in a on — b met 
tough, hard and durable, wi i { f 
so Gat EE Latin bor Gala! Extia Prob 
Seals. Can be filed, sanded, dril- | withing 
led and threaded. Has 1001 uses Ta. e4 : 
around the home, shop, farm (aed . e For flooded basements e Drains pools 
tube 59ers: Home sie ee and buildings e Drains inaccessible 

_ -. Ac e Pumps cesspools water accumulations 
Flex-O-Fix and Met-L-Fix are good impulse and cisterns e Drains low spots 
items. Free display rack when you order 2 doz- e Fills tractor tires — m fields, yards 


en from your jobber or write Pyroil Company, j 
Inc., Dept. HA-10 La Cross, Wis. @ Toronto, Can. washes dewn decks = Pumps water for livesteck 





Here are four profit builders that sell themselves! Famous 
Jabsco self-priming design with the flexible neoprene impeller 
—the only moving part. Low cost Jabsco Portable Pumps out- 
perform, outsell them all! 
Unlimited use at home, on the farm, 
in light industry — wherever liquids, 
semi-solids, slurries are transferred. 





Builders’ Hardware of Proved Performance Jabsco “Water Mule” Series — 2” pumps 


Over 50 years of specialization in design- im  )SC~Ports threaded for 42” internal pipe 
ing and manufacturing hardware for the ; thread and %” garden hose. 


building trade. Fine basic materials, pre- : ) e Electric—% h.p., 110 volt AC 
cision construction and operation are but . capacitator-type motor. 
a few of the “reasons why” your trade : | Capacity: 660 gph at 10’ Head. 
insists upon genuine National of Sterling. e Gasoline — 2% h.p. engine. 

= © Capacity: 900 gph at 10’ Head. 


7 nt yg MANUFACTURING Jabsco “Water Buffalo” Series —1” pumps 
V7 - COMPANY poling re Ports threaded for 1” internal pipe thread. 
» a e Electric— % h.p., Bm gg volt A.C. 
capacitator-type 
Capacity: 1500 es t t i” Head. 
e Gasoline — 2% h.p. engine. 
Capacity: 2100 gph at 10’ Head, 


JABSCO PUMP COMPANY 
1485 Dale Way, Costa Mesa, Calif. 
Gentiemen: Please send circulars on: 








The Most Dramatic 


PADLOCK PACKAGE . | : () Jabsco ‘Water Mule’’— 142” port size, 4% h.p., electric 


[} Jabsco “Water Mule’’— 12” port size, 244 h.p., gasoline 
m the world [) Jabsco ‘Water Buffaio”—1” port size, % h.p., electric 
(} Jabsco ‘‘Water Buffalo’’— 1” port size, 242 h.p., gasoline 


Name 


World's Largest , Company 
Producer of ayM q e r 
: Address 


Brass Padlocks 
‘Sela G@aaes LANCASTER, PA. Uity Zone _._.. State 


es. = ee eo oe ee ee ee ee ee ee ee oe = a ae —<— << oe 
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The finishing touches 


that make galeg! | | 
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Now in Our 60° Year 


DRAWER SLIDES 


Top quality K-V drawer slides are your answer 
to home building and remodeling profits. They’re 
well designed, sturdily constructed and guaran- 
teed to keep drawers from sagging or sticking. 
Each K-V drawer slide is backed by Knape & 
Vogt's 60-year reputation for highest quality. 
Ask your K-V sales representative to tell you the 


complete K-V story. 


K-V No. 1400 Ball Bearing Exten- 
sion Drawer Slide Provides floating 
extension for heavy drawers. Positively 
eliminates sticking, jamming, sag or 
breakdown even when drawers are heavi- 
ly loaded and fully extended. Has self- 


lubricating, frictionless bearings. Sizes: 
12” to 38” 


K-V No. 1700 Extra Heavy Duty 
Extension Drawer Slide Giides out to 
full extension, even under loads of more 
than 100 Ibs. Allows full use of all drawer 
space. Recommended for heavy-duty 
drawers, all file cabinets and drawers 
holding precision electronic equipment 
such as high fidelity tuners. Frictioniess, 
‘noiseless, easily installed. 


K-V No. 1300 Lightweight Exten- 
sion Drawer Slide This lightweight 
ball bearing drawer slide has nylon rollers 
for noiseless, smooth and effortiess op- 
eration. It is economical and will carry 
loads up to 50 Ibs. Easy to install: comes 
complete with do-it-yourself instructions 
fully illustrated and explained. 


K-V No. 1600 Self Closing Exten- 
sion Drawer Slide Cioses automati- 
cally when the drawer is within six inches 
of closing. Glides shut easily, noiselessly 
and smoothly on ball bearing nylon rollers. 
Drawer easily removed at full extension 
without removing mounting screws. Com- 
plete instructions enclosed with each unit. 


. KNAPE & VOGT MFG. CO. 
Grand Rapids, Michigan - 














News of the Trade 


brief reports of 


MANUFACTURERS’ SALESMEN 


@ Hanlon & Goodman Co., Belleville, N. J.—Joseph M. 
Julian to representative for New Jersey and parts of east- 
ern Pennsylvania. 


Sycamore, Ill.—Louis White to 
D. C., and Baltimore areas; 
s New England area. 


@ Turner Brass Works, 
Philadelphia, Washington, 
John Cloonan to the company’s 


@ Atkins Saw Division, Borg-Warner Corp., Indianapolis— 
Jess More to special factory representative. 


@ Corbin Cabinet Lock Div., American Hardware Corp., 
New Britain, Conn.—Sam P. Bosco, former sales trainee, 


| to Wisconsin, Minnesota, North Dakota and part of Chi- 
| cago. 


@ Atkins Saw Div., Borg-Warner Corp., Indianapolis— 
David W. Dewey, 12-year sales veteran, to Detroit-Toledo 
area for hardware and industrial products. 


@ Borden Chemical Co., New York—John F. Day, formerly 
of Joseph T. Ryerson & Son, Inc., to southern California, 
Arizona and New Mexico with headquarters in Los 
Angeles. 


e P. & F. Corbin, New Britain, Conn.—Ray Fickett, for- 
merly in western territories, now covers New York state in 
area north of Delaware, Ulster and Dutchess counties. 


@ Boston Athletic Shoe Co., Cambridge, Mass.—Kentucky, 
Tennessee, and Indiana added to present duties of Robert 
Payne, headquarters, Florrisant, Mo. 


@ Boyt Co., Des Moines, lowa—Samuel Kingston of Dallas 
to cover the state of Texas. He was with Duofold, Inc. 





news in brief of 


MANUFACTURERS’ AGENTS 


@ Claude F. Fulton Co., Inc., Dallas representative, has 
elected C. H. Anderson vice-president of sales promotion. 
Mr. Anderson, who was vice-president of sales for Hall 
Wholesale Co., Dallas, started in the housewares field with 
Butler Brothers in 1938 as a road salesman. 


@ Alden Speare’s Sons Co., Cambridge, Mass.—Michigan 


| and Indiana to McDonald & Szekeres Associates, Detroit; 


Eastern Pennsylvania, southern New Jersey, Delaware, 
Maryland, Virginia and District of Columbia to Kremer, 
Beckman & Rothschild Co., Philadelphia. 


@ Yard-Man, Inc., Jackson, Mich.—Georgia and eastern 
Tennessee to Walter R. Trippe & Co., Atlanta; New En- 
gland to Will Wall & Associates, Pompton Plains, N. J.; 
Ohio to Bob Hall & Associates, Cincinnati; Minnesota, 
North and South Dakota and parts of Wisconsin and lowa 
to Roger W. Nelson, former vice-president of sales for 
Goodall Mfg. Co; Michigan to T. J. Riley & Associates, 
Inc., to Detroit. 


@ Airex Corp., New York—Florida, Georgia, Alabama, 
South Carolina, North Carolina, Tennessee, Kentucky, Vir- 
ginia, West Virginia and Mississippi to Ralph C. Parker 
Co. 


@ Rogers Sales Co., Moorestown, N. J., representative has 
appointed Don Alderfer to succeed James Frazier, who 
died last May. Mr. Alderfer lives in Norristown, Pa., and 
will cover northeastern Pennsylvania. 
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SEWING MACHINE CENTER 
= 





FREE SEWING MACHINE CO. 


Home Office 


9855 W. Pico Bivd 
Los Angeles 35, Calif 


mri 


2415 Kishwaukee St 
Rockford, Ii! 








PROVIDES 

A COMPLETE 

SEWING MACHINE 
NOTIONS DEPARTMENT 
IN A 14-INCH 
COUNTER SPACE... 


WM the MARKET — 40 million 
sewing machine owners in 
the United States. 


W the MERCHANDISE — eight 
basic sewing accessories con- 
stantly being repurchased 
Prices range from 25c to 
$1.00. 


WH the PACKAGING — vacuum skin 
packaged on 3” x 6” full 
color cards. 


@ the RACK — two-tiered, revolv- 
ing wire rack. Dimensions: 
13” wide, 14” deep, 19” high. 


@ the CONTENTS — Full Pack 
(X415) retail value, $109.42. 
includes assortment of 
Needie-Pak, ® bobbins, zipper 
feet, needie threaders, motor 
belts, darning kits, bound 
buttonholers, scissors 
sharpeners. Rack free. 

Half Pack (X415¥2) — retail 
value, $54.71. Includes half 
foregoing items. 


Write now 
for complete details. 














You Make News 


What you do is news to thousands of other 





hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we'll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
Chestnut & 56th Sts., Phila. 39, Pa. 
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AND SELL QUALITY 


SPRINKLERS 





no more bulk handling of cotter pins! 


sell the PACK 
instead of the PIN! 


for a 


GENEROUS 
PROFIT 








CUT YOUR 
SELLING TIME TO SECONDS 
ON THESE STOCK ITEMS... 


Western Wire’s modern “packaging” puts a gener- 
cus profit percentage into your pocket. 


Now, sell cotter pins, single sizes or assorted .. . in 
packages you never have to “break.’’ Eye-catching 
3-color display cartons...for counter or shelf. 
Order today from WESTERN WIRE PRODUCTS 
COMPANY. Special packaging to your speci- 
fications. 


TAKE YOUR PICK! 
... order any one of 39 single sizes 


Each package of 12 boxes contains just one size. (To maintain a 
SINGLE PURCHASE PRICE for all 39 sizes, content count is reduced 
Qs cotter size increases.) No matter what 





popular size you order, price per pack- 
age of 12 boxes remains the same. An 
easier way to sell and inventory! 


List $3.00 per package of 12 boxes: 
all one size. 
15 Full Value Package 


A NATURAL FOR A GARAGE 
OR SERVICE STATION 


Ys x Ye" to %a x 14" sizes. 100 pins 
per box. 

List $1.60 per display carton of 12 
tuck-end boxes. $1.85 per carton of 
12 screw-top fibre cans. 


#38 “BEST QUALITY” assortment of 
smaller sizes lists at $1.45 per carton. 
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PACKED FOR THE DO.-IT- 
YOURSELF HOME TRADE 
Each tube contains 50 assorted cotters 
from Usxe” to Yext¥e”. The best 
assortment for any tool box. 
List $2.90 per display carton of 24 
tubes, plain steel... $3.25, cadmium 
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#50 Tool Box Assortment 





. « « in clear vue plastic tubes 


No “‘breaking'’ of packages or boxes when you buy from Western Wire 


WRITE FOR CATALOG No. 1102 
WESTERN WIRE 


PRODUCT Ss Cc QO 
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Fries, Beall & Sharp 
New Suburban Building 
(Continued from page 195) 


Offices will occupy 6000 
sq ft. 2000 sq ft will be given 
over to repairs and main- 
tenance of lawn mowers and 
trucks. Parking area is 
plentiful on the five acre 
site. 

New location is close to 
principal highways serving 
the capital, southern Mary- 
land, and counties of north- 
ern Virginia. There will be 
a six-car rail siding. 

A streamlined traffic pat- 
tern of back-to-front stock 
handling, from _ receiving, 
processing, warehousing, to 
final shipping, has been 
planned to trim four hours 
off of order processing time, 
the firm said. 


Franklin Hardware Has 
$120,000 Expansion 


Franklin Hardware and 
Supply Co., dealer-owned 
wholesaler, Philadelphia, has 
leased a 28,000 sq ft building 
at Warrington, Pa., as the 
beginning of a $120,000 ex- 
pansion program. 

This will be the third loca- 
tion for the company, in busi- 
ness since 1940. 

F. L. Herron, president, 
said that future expansion 
is planned for the new site. 
“We hope to triple our pres- 
ent floor space in 5-10 years, 
and raise our 160 dealer ac- 
counts to 500 in that time,” 
he said. 


Mailman Heads Chain 
Bike Sales Promotion 


Charles Mailman has been 
named to the newly created 
position of advertising and 
sales promotion manager of 


—News of the Trade 





Here is an artist's sketch of the new warehouse and office building of 
Fries, Beall & Sharp, now under construction at Fairfax County, Va. 
Completion is set for early 1959. There will be 53,000 sq ft under roof 
on one floor, a large parking area, and rail siding. 





Chain Bike Corp., Rockaway 
Beach, N. Y. 

Mr. Mailman has been 
with Scovill Mfg. Co., and 
the Allied Chemical Co. 


Clayton Mark Names 
Lowey Sales Manager 


Joseph C. Lowey has been 
appointed general manager 
of sales for Clayton Mark & 
Co., Evanston, III. 

Mr. Lowey has spent the 
past 15 years in national 
sales, marketing and mer- 
chandising fields. 


JOSEPH C. LOWEY 


Roope of Shapleigh 


Ernest B. Roope of Car- 
bondale, Ill., salesman for 
Shapleigh Hardware Co., 
St. Louis wholesaler, was an 
initial winner in a_ contest 
sponsored by Westclox Div., 
General Time Corp., La- 
Salle, Ill. Mr. Roope won a 
weekend in New York as a 
result of a drawing in con- 
nection with the Westclox 
“Wonderful Town” televi- 
sion show promotion. 


Sapolin Paints Holds 
Fall Strategy Meeting 


Sapolin Paints, Inc., 
Brooklyn, N. Y., held one of 
its largest sales meetings to 
map out sales plans for the 
fall selling season. 

Para-Hue, a vinyl latex 
resin paint for interiors, will 
receive a concentrated pro- 
motion that includes a “sales 
special” for increased profits 
to the dealer. 

A Para-Hue promotion kit 
has been prepared to stimu- 
late dealer and consumer in- 
terest. 


Marshall-Wells Moves 
Headquarters To N. Y. 


Marshall-Wells Co. has 
transferred its executive 
headquarters to 595 Madison 
Ave., New York 22, N. Y. 

For some 70 years the 
company has maintained its 
headquarters in Duluth, 
Minn. 

This move of headquar- 
ters to New York, following 
the sale of its various 
branches to other firms, 
marks the end of M-W hard- 
ware activity in the North- 
west. 

However, Marshall Wells- 
Kelley How Thomson Co., a 
subsidiary of Marshall- 
Wells, continues to operate 
in the Northwest, with head- 
quarters in Duluth. 

The Kelley-How-Thomson 
division is planning to hold 
a series of dealer conven- 
tions from Jan. 26 to Jan. 30. 


Kronauge Elected VP 
in McGraw-Edison Co. 


William G. Kronauge has 
been elected vice-president 
in charge of sales for Cool- 
erator Division of McGraw- 
Edison Co. 

Mr. Kronauge will be re- 
sponsible for the sales devel- 
opment program and act in 
an advisory capacity to the 
president. 


OBITUARIES 


Alfred G. Farber 


Alfred G. Farber, 55, gen- 
eral manager of J. E. Saw- 
yer and Co., Ince., Glens 
Falls N. Y. hardware whole- 
sale firm, died Sept. 12 in 
Glens Falls Hospital. Mr. 
Farber was associated with 
Herkimer Hardware, Herki- 
mer, N. Y. until 1922. From 
1922 to 1938 he was em- 
ployed by the Clark Witbeck 
Hardware Co., Schenectady, 
N. Y. In 19388 he joined 
Sawyer’s, and was named 
general manager in 1945. 


William C. Renz 


William C. Renz, 82, Bush- 
wick, N. Y. hardware store 
operator, died Aug. 5 at the 
Tenderling Nursing Home, 
Lindenhurst, N. Y., after a 
long illness. Mr. Renz ran 
the Bushwick hardware store 


for 60 years until his retire- 
ment in 1945, when his son- 
in-law, Walter Moeller, took 
over the business. 


Charlies N. Gregg 

Charles N. Gregg, 89, co- 
founder of Gregg Brothers, 
Port Richmond, N. Y. hard- 
ware store, died Sept. 9 at 
his home. Mr. Gregg found- 
ed the store with his brother, 
the late Clarence R. Gregg, 
in 1888. 


Norman N. Jones, Sr. 


Norman N. Jones, Sr., 65, 
president of Drake Hardware 
Co., Burlington, lowa, 
wholesaler, died Sept. 11 
following a heart attack. Mr. 
Jones joined Drake in 1913, 
and was elected treasurer in 
1925. He became president 
in 1933. 
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Here are the wholesalers who attended the first general meeting 








= News of the Trade me 
Pro Hardware Group Holds First General Meeting Since Organized 

















H. L. Nolan and R. E. Sweeney, Buhl Sons Co.; E. W. Henry, 


of the new Pro Hardware group organized recently (see HA, Sept. 
11, p. 391) under the sponsorship of Cosgrave & Associates. The 
meeting discussed future promotion plans and franchising pro- 
cedures. In the picture are, left to right, seated: R. Maycock, ZCMI 
Wholesale; M. G. Kimball, Rose, Kimball & Baxter; P. L. Cosgrave, 
Cosgrave & Associates; W. F. Hopkins, Decatur & Hopkins; J. Berry- 
man, Cosgrave & Associates; J. T. Samuel, Wickliffe Wholesale; 


P. A. & S. Small Co.; E. Kieswetter, W. A. L. Thompson Hardware 
Co.; R. L. Baxter, Rose, Kimball & Baxter; G. Farr, Decatur & 
Hopkins. Back row, standing, left to a L. Hegedu, M. S. Young 
& Co.; H. B. Stein, Whitlock Corp.; H. Gerhart, M. S. Young 
& Co.; D. May, May Hardware ae E. Hammond, Decatur & 
Hopkins; D. L. Lasky, Whitlock Corp.; H. Wuchter, M. S. Young 
& Co.; J. O. Bupp and E. Piper, P. A. & S. Small Co.; F. Heitmann, 





A. Hyman, Seller Bros.; 
standing, left to right: 
W. Earnest, Whitlock Corp.; 


H. J. Lasky, Whitlock Corp. Front row, 
G. A. Grenholm, V. Tausche Hardware; 
R. E. Young, M. S. Young & Co.; 


F. W. Heitmann Co. 
Charles Ileld Co. 


Not present when % A oe 
were representatives of Schoellkopf, Co.., 


raph was taken 


hillips & Co., and 





Mitchell Heads Sales 
For Deft Wood Finish 


Desmond Bros., Los An- 
geles, has named J. Harold 
Mitchell national sales man- 
ager for Deft Wood finish. 

For the past year, Mr. 
Mitchell was regional sales 
manager in the Mid-central 
states with headquarters in 
Kansas City. Before joining 
Desmond he spent seven 
years with manufacturers’ 
representatives. 





J. HAROLD MITCHELL 





Record Dealer Show At Bigelow & Dowse 





“The most successful fall show in our history," 
Bigelow & Dowse, wholesaler at Needham Heights, wry following 
its recent two-day dealer show. Here you see part of the dealer 
throng, viewing toy, sporting goods, and housewores lines as key 
fall and Christmas profit items. Approximately 100 manufacturers 
had displays booths at the show. Merchandise specials and a one- 
minute stage sale were show highlights. 
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was the comment of 


Warren Co. Holds Hardware Field Day 


Dealers of the J. M. War- 
ren Co., Troy, N. Y., whole- 
saler, got a preview of the 
company’s 150 anniversary 
coming up next year at a 
dealer merchandise show last 
month. Hardware Field Day 
displayed sporting goods, 
hand and power tools, appli- 





ances and giftwares at a 
grove near Troy. Dealers 
from 20 counties in New 
York state, Vermont and 
Massachusetts saw the dis- 
plays, watched demonstra- 
tions by factory men, and 
placed orders. 


Arms inspection at J. M. Warren & Co. eo Left 


to right, Earle W. Schultz, Warren = 


Remington Arms Co. 


Hoysradt, 
Seat cnenecal 


representative; 
Troy; Joseph a Werren company; a teak J. Weber, Warren 
treasurer. 


vice-president and 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 


Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 
(Special Rate) set solid, 
50 words 
Each additional word 05 
Allow Seven Words for Keyed Address 
or Your Address 


maximum 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5°%/, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chesinut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Samples of merchandise, literature. 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 
HARDWARE AGE is published 


Thursday. Classified forms 
prior to publication date. 


every other 
close 3 weeks 


in form 
not currency or 


Remittance must accompany order 
of check or money order, 
stomps. 











Representatives Wanted 


Representatives Wanted 





Representatives Wanted 











Paint Brush Salesman 


Prominent int brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 
ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 
Chestnut & S6th Sts.. Philadelphia 39, Pa 











WANTED 


MANUFACTURERS’ REPS AND DISTRIBUTORS 

nd new line of Aluminum Hardware 
and Thresholds; absolutely lowest priced quality 
line on the market: eliminates ali competition. 
For particulars write: 


LUSTRE LINE PRODUCTS 
53 North 2nd Street, Philadelphia 6, Pa. 











REPRESENTATIVES WANTED 


Calling on hardware and affiliated fields. PRO- 
TECTED TERRITORIES open, to sell quality line 
of LIQUID cesspool—septic tank and LIQUID 
drain cleaner. Growing concern WITH MORE 
PRODUCTS TO FOLLOW. Attractive Commis- 
sion. 
Address Box J-32, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








WANTED 
Mfr's Reps And Distributors 


Nationally advertised new line of products for 
the hardware and building supply markets. 
Proven demand by a number of retail in- 
quiries. Fully merchandised, fast moving, val- 
ity products. Many additional new products 
coming soon. 


We are a top prestige company, leaders in 


quali products for home and industry for 
over years. See our page II9 in this issue. 
Choice territories open. Please write in detail. 


THE ROBERTS CO. 


600 No. Baldwin Park Bivd., City of Industry, Calif. 
{Los Angeles Suburb) 














WE ARE LOOKING FOR MANUFACTURER’S 
AGENTS now calling EXCLUSIVELY on the 
Retail Hardware and Retail Loamber Yard 
Trade in the midwestern, southwestern and 
northwestern states to sell a complete line of 
fasteners. We offer a good proposition at 15% 
commission. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST., NORWOOD, MASS. 

















MFRS. REPS WANTED 


Leading plastic pipe maker wants manufacturers 
representatives to cover Illinois, Iowa, Nebraska and 
Tennessee soon open. Write giving types of products 
and lines now carried and specific area covered. 


Address Box K- —— eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















SALESMEN 
to sell for established national distributors, ex- 
clusive territory, 10% commission. 
details with references. Replies confidential. 
Akron Supply Co., Inc., 216-218 Grand Street, 
Brooklyn 11, New York. 





REPRESENTATIVES WANTED TO SELL | 
TOILET SEATS (Sprayed mother-of-pearl, and | 


vinyl covered), full line of plastic pipe, fittings 
and clamps, plastic clothesline, plastic 
hose, etc. 


Ace, Chestnut & 56th ts., Philadelphia 39, Pa. 








EXCLUSIVE PROTECTED TERRITORIES 
for nationally distributed unique water re- 
sipusnsat plumbing specialty item packaged for 
sale to —— supply houses, hardware distrib- 
utors and retailers. Piabent demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Ace, Chestnut & 56th "Sts. , Phila- 
delphia 39, Pa. 





WE HAVE 50 DEALER ACCOUNTS in 
wn Philadelphia Area. They buy our low priced 
edges, oo crowbars, star drills. é wrecking 
oe and ether forged hand _ tools. ot need a 
ae rep now carrying allied lines cover 
these accounts for us. NATIONAL TOOL co., 

90 Walker Street, New York 13, N. Y. 





MANUFACTURER OF A HIGH QUALITY 
and Competitive Line of Cabinet Hardware wishes 
representation in the following areas: Louisiana, 
Kentucky, Tennessee, Indiana. Men who are 
calling on the i dealers, contract 
hardwares and kitchen cabinet manufacturers 
send us all particulars and lines you are_ now 
handling in first letter. Address: Box K-22, 
care ° Harpware Ace, Chestnut & 56th Sts. é 
Philadelphia 39, Pa. $e 








REPRESENTATIVES WANTED TO CALL | 
and | 
Atlantic coastal states and | 


ON MARINE, Automotive, Hardware 
O.E.M. accounts in 
central Rocky Mountain area. The Richline Com- 
pany, Inc., 1531 E. Franklin Ave., 


4, innesota. 





UNUSUAL OPPORTUNITY FOR QUALI- 
FIED REPRESENTATIVE. Exclusive fran- 
chise to sell complete line of competitive metal 
legs to hardware, building supply dealers and 
jobbers. Local, national advertising to back you 
up. Package ‘deals and promotions for easier 
selling. Excellent commissions. Several territories 
still available. Write today. Please enclose some 
information about yourse f and state territory 
wish to cover. Wilkinson Mfg. Co., 2916 
est Lake Street, Chicago 12, Illinois. 





SALESMEN to handle imported and domestic 
Hand Tools and Cabinet Builders Supply for 
the DO-IT-YOURSELF Trade, Hardware Stores 
and Lumber Yards (side line considered). Pro- 
tected territories in Upstate New York, South 
qoreey Pennsylvania, Maryland, Connecticut, 

assachusetts. Commission basis. Address: Box 
K-36, care of Harpware Ace, Chestnut & 56th 
St., Philadelphia 39, Pa. 


Sneed Cheeni ee ee ee 


PLUMBING SPECIALTIES | 
Write full | 


garden | 
Address: Box K-27, care of Harpware | 


Minneapolis | 
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SALESMAN 


To call on RETAIL paint, hardware, and building 
supply dealers. Our product is masonry paint-—-the 
best made—and is nationally advertised. If you can 
sell, this is an exceptional opportunity to build a 
real future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-4i, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











OLD ESTABLISHED PAINT BRUSH MFRS. 


Want Representatives for the States of Virginia, 
West Va.. Kentucky, Indiana, Wisconsin, lowa and 
Nebraska for a full line of Bristles and Nylon Paint 
Brushes. Protected territory. Good unity for 
salesmen covering Retail and Wholesale Hardware, 
Paint. Lumber, etc. Stores. 


Address Box K-39, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa 














Accounts Wanted 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Laouis- 
ville. We carry the account or you can bill direct 
Inquiries invited. WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 








MY COMPANY HAS BEEN SOLD! 


Salesmanager setting up manufacturers sales agency 
2 years old—12 years as salesman, 8 years as sales 
manager. Experienced in sales to the hardware and 
automotive jobber. t my years of complete sales 
experience work for you. Will travel Chicago and 
surrounding area. 
Address Box K-34, care 
Chestnut & 56th Sts., 





eof HARDWARE AGE 
Philadelphia 39, Pa. 











MICHIGAN, INDIANA, OHIO and northern 
KENTUCKY—Long and firmly established, fa- 
vorably known sales representation, available to 
an established and reputable manufacturer of a 
hardware or houseware line. Address: Box H-30, 
care of Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 








TWO MANUFACTURER’S REPRESENTA 
TIVES INTERESTED in nationally distributed 
lines of hardware and electrical items selling 
jobbers, chains and department stores in Ala- 
bama, Louisiana and ississippi. Will carry a 
few lines and cover territory thorougnly. Ad- 
dress: Box K-38, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





LINES WANTED BY COMPETENT AND 
EXPERIENCED Sales Representative covering 
New England. Write Address: Box H-16, care of 
Harpwarte Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 
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Accounts Wanted 


Business Opportunities 





Business Opportunities 








Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We get results) 








FOR SALE 


Good small irrigation supply and light hardware busi- 
ness in Southern California. Town of approximately 
20,000. Finest climate in U. S. A. Reason for sell- 
ing—-want to retire and enjoy it. Inventory approxi- 
mately $25,000. Building $15,000. Will sell or lease 
building. 

Address Box K-35, care of HARDWARE AGE 

Chestnut & 56th Streets, Philadelphia 39, Pa. 




















CUBA 


Manufacturers’ representatives covering the 
whole country interested in adding plumbing, 
building and hardware lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis. 


Address: Raul Rio, P.0. Box No. 4095, Havana, Cuba 








Hardware And Variety Store 


for sale in State College, Penna. One of the fastest 
growing towns in Central Penna. All clean hardware, 
modern fixtures, approximately three years in business, 
$30,000.00 Inventory, must be seen to be appreciated, 
long rental lease or building may be purchased, ¢ 
rental investments in building, ample parking space, 
reason for selling—ill health. 


Address Box 1-28, care of HARDWARE AGE 
Chestnut & 56th Sts... Philadeiphia 39. Pa. 








MANUFACTURERS: 
ting maximum sales and 
in Colorado, 


Are your products get- 
coverage they deserve | 


| 
; 
' 
' 
i 
| 
' 


; Utah, New Mexico and Wyoming? 
We are selling Hardware, Building Material, 
Industrial and Automotive Distributors. Prime 
Manufacturers only. Denver resident. Address: 
Box K-42, care of Harpware Ace, Chestnut & | 
6th Sts., Philadelphia 39, Pa. 





Help Wanted 








HOUSEWARES BUYER FOR EAST 
COAST DISTRIBUTOR. Accustomed to 
werking with budgets and inventory 
control. Excelient opportunity for a 
qualified, ambitious person. Reply with 
full details to— 


Address Box K-24, care of HARDWARE AGE 
Chestnut & S6th Sts., Philadelphia 39, Pa. 
Replies treated in confidence. 














Business Opportunities 








ONE OF THE SOUTHWEST'S LARGEST 
RETAIL HARDWARE STORES. 


Grossing more than $500,000.00 Annually. Owner 
wants to retire. Will take $200,000.00 to handle. 


Address Box K-28, care of HARDWARE AGE 
Chestnut & 56th Sts.. Philadelphia 39, Pa. 

















WISH TO BUY OR BUY INTO HARD. 
WARE BU SINESS. Am in late thirties. 
12 years’ experience in hardware, plumbing, 
ing, electrical, » pee and all related items, 
and selling, lesale and retail and estimating. 
Have moderate amount of money—good reference. 
Address: Box K-37, care of Harnpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








SHORT ON CASH—LONG ON HONESTY. 
Young man in above position can buy a hard- 
ware business best possible manner. Owner wants 
to sell on account of age. Joseph Binford & Son, 
Crawfordsville, Ind. 


; 
| 











iF YOU SELL PET SUPPLIES 


and pet equipment, you can profit by subscrib- 
ing to THE PET DEALERS, the largest busi- 
ness magazine for pet shops and pet supply 
depts. Special Introductory Offer: Send $3 
for 1 year subscription (12 issues). Complete 
refund if you cancel within 3 months. 


THE PET DEALERS 
Dept. H, 9 East 38th Street, New York 16, N. Y. 




















Have | 
heat- | 
uying | 


ATTENTION WAGON JOBBERS 


in the midwestern, southwestern and north- 
western states. We have a good proposition 
for you to sell a complete fastener line that 
will fit in with your present operation. Write 
us for details 


SHARON BOLT & SCREW CO., | 


ENDICOTT ST.. NORWOOD, MASS. 














| ing quarters. 
| electrician, with property, $50,000, terms. Address: 


_ blanks—$15.00. 


| pliances, 


' Chestnut & 56th Sts.. 


HARDWARE — PLUMBING — ELECTRIC 
SUPPLIES, same owner 10 years, completely 
uipped, 115 acres producing berries, corn, 
he omy oats; good sales volume, $12,000 stock, liv- 
Eastern town, ideal for plumber or 


Box K-33, 
56th Sts.. 


care of Harpware Ace, Chestnut & 


Philadelphia 39, Pa. 





Es 


SPECIAL TRIAL ASSORTMENT! One-Half 
dozen of each of our 50 most ular brass key 
HAZELTON CHAIN CO., 81 


Kemble St., Roxbury 19, Mass. 





RETAIL HARDWARE STORE FOR SALE. 


| Located in Aurora, Colorado, a few city blocks 


from Denver in a well established and growing 
community. Handles hardware, paints, house- 
wares, and gifts. Well laid out and modern. 
For details, Address: Box K-17, care of Harp- 
Ng 3 Ace, Chestnut & 56th Sts.. Philadelphia 
39, Pa. 





HARDWARE—SOUTHEAST OHIO, same 
owner 15 years, completel equipped, electric ap- 

ints, pipe, builders’ supplies, household 
otpoint ranchises. 1957 sales $41, — 
rent $125, lease, no near competition, selling 
count health, price $25,000 includes $20,000 po 4 
Address: Box -32, care of Harpware Ac 
Philadelphia 39, Pa. 





itéms, 





| and paint. 





WANTED FOR CASH 
CLOSEOUTS JOB LOTS 
Hardware Tools, Housewares, Gifts, Toys, 
Electrical, Paint, Plumbing, Automotive. 
Kamzan Trading Co., 141 West 28th Street, 
New York |, New York, Chickering 4-8584. 











HARDWARE BUSINESS LOCATED IN 
SHOPPING CENTER—Northwest Florida City 
of approximately 35,000. Near the World’s most 
beautiful beaches. New business started last 
November, new merchandise, new fixtures. Busi- 
ness growing. Lease on building with option te 
renew. Stock and fixtures approximately $25,000.00 
consists of hardware, houseware, sporting goods 
For particulars Address: Box K-30, 
care of Harpware Acz, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





Positions Wanted 








WHOLESALE EXECUTIVE 


! am interested in taking on responsibility for 
complete management of wholesale operation. 
More than 32 years experience in all phases of 
management for a firm doing $10 to $i2 Mil- 
lion. Excellent recommendations. 
Address Box K-13, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














VALUABLE MAN —HI18 years’ 
Sales, purchasing, management, 
garden supplies, and appliances. 
oughly reliable. Salary open. 
K-41, care of Harpware AGE, 
Sts., Philadelphia 39, Pa. 


experience 
hardware, ‘tools, 
Adaptable, thor- 

Address: Box 
Chestnut & 56th 





EXPERIENCED WHOLESALE HARD- 
WARE MAN in buying, credits, collections, pric- 
ing, quotations, customers’ phone calls, les- 
man needs, Catalog work, inventory, Expediting, 
etc. Good at figures and details. Graduate Col- 
lege Business Administration. Thorough know!l- 
edge of hardware field, moderate compensation 
desired. Finest references furnished. Metropolitan 
N. Y. Address: Box K-40, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





AMBITIOUS, 32 YEARS OF AGE ocollege 
graduate, family man, looking for greater op- 
portunity in selling field. 7% years’ experience 
with proven sales record; three years’ specialty 
and promotion salesman with leading tobacco 
manufacturer. 4% years with outstanding hard- 
ware jobber, excellent references, presently ¢m- 
ployed. Prefer Florida. Will consider others. 
Address: Box K-31, care of Harnpware Aae, 
Chestnut & 56th Sts., Philadelphia 59, Pa. 





SALES MANAGER: Broad experience—in 
buying—sales and display of shelf-builders hard- 
ware, electrical supplies—paint and housewares 
as owner-manager—with over 25. years in the 
field. Seek position with wholesaler department 
store or large retailer. Address: Box K-29, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
adelphia 39, Pa. 





of 
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ALWAYS SELL GENUINE 
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SCREW ANCHORS and JACK NUTS 
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POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! It will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 


KEY-BAK Key Reel is 
worn on the belt. It 
carries keys and other 
small objects on a 24° 
long steel chain 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer's side 


a 
Pocket-watch size: 
ORDER FROM JOBBER! yaerally constructed. 
If your jobber doesn’t carry ighly polished chrome 
KEY-BAK write us. Come gy gy 
packed 6 to Display-Card or , Belt-loop 


model. MODEL 5, 
12 to Display Box. Belt-clip mode! 


West of Mississippi: East of Mississippi: 
LUMMIS MFG. CO. CTL COMPANY 
2242 E. Foothill Bivd. 1710 W. Stewart Ave. 

Pasadena, Calif. Wausau, Wisconsin 


Over A Million Key-Baks Sold! 


2 Steady Sellers 


for over 
20 years 
6-in-1 | 4-in-1 
Set : Set 
Every household needs a set 
Order from Your Jobber 


or write for prices to 


GAM Manufacturing Co., Lancaster, Pa. 
































$e 


This impulse salesmaking All Metal Display 
| FREE! Rack with each assortment of “America's 


Most Complete & Best Selling Line" of 


HOUSE NUMBERS 


t's a real self-starter for continuously-sellin 
wf Ko House Numbers—and Hy-Ko House ucchens 
— on selling for you when they're placed on 

re smart, TE gee look- 

ing, age handy uM of pre- 
a petite — enamel 
won't 

m4 break, << He ton apart. 

Spot 2 or 3 assortments in 

or good store io- 
a easy - picking 
profits—they'll surprise you. 

Order from your eed 








“The Halimark of 


HY-KO Products Co., Cleveland 3, Ohio sign’ Nemben” 
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Index to Advertisers 





| Ames Co., O. . 48 
| Animal Trap Co. of America 188 | 
| Apex Tire & Rubber Co. 189 | 
| Ardmore Products Co. . 187 
| Arro Expansion Bolt Co.......... 116 
| Arrow Fastener Co., Inc....... 191, 205 G 





A E 


Acme Steel Co. Eagle Electric Mfg. Co., Inc. 
Ajax Hardwore Corp. Efron Mfg. Co., Theodore . 
Akay Corp. Ekco Products Co. 

Alabama Mfg. Co. Elco Tool & Screw Co. 


_ Allen Mfg. Co., W. D. ; Empire Level Mfg. Co. 


Aluminum Co. of America 
Residential Bidg. 


Pigment Div. 
Ambroid Co.., iad’: Puneies ca F 
American Biltrite ‘Seber Co. Fast Chemical Products Corp. 
American Chain & Cable Co., Foultiess Caster Corp. 


is a an eee Ov, 40-4! | Fiske Brothers Refining Co. 
American Tack Co. a en 127 Lubriplote Div. . 


| American Thermos Products Co. Fitler Co., Edwin H. 


155, 181, 167 Forsberg Co., H. 


Free Sewing Machine Co. 
Fuller Too! Co., Inc. 


Arrow Metal Products Co. 


GAM Mfg. Co. 
Artistic Wire Products Co. 


General Electric Co. 


| Artwire Creations, Inc. Wiring Device Dept. 

| Arvey Corp. Gering Products, Inc. 
Bo le ree Gibson Good Tools, Inc. 
| Atlas Tool & Mfg. Co. ... | Goodell Co. 


| Autoyre Co., The . | Grabler Mfg. Co. 


Graham & Co., John H. 
Bevin Bros. Mfg. Co. 


Greenlee Too! Co. 
B Gries Reproducer Corp. 
Gulton Industries, Inc. 


| Ballonoff Metal Products Co... 
| Behr-Manning Corp. 


Berger & Sons, Inc., ? 
Bergman Too! Mfg. Co., oS 
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Bevin Bros. Mfg. Co. Hohn, Inc. 
Graham & Co. . " 


Bommer Spring Hinge Ss. Inc. 
Boston Woven Hose & Rubber Co. 
Brink & Cotton Mfg. Co. 

Buffalo Bolt Co. 

Butier Stamping Co. 


Harris, Inc., Samuel P. 

Hercules Chemical Co.., 

Hirsh Mfg. Co., S. A. 

Holt Mfg. Co. 

Hoppe, iInc., Frank A. = 
Hoyt & Worthen Tanning Core.. 
Pree CORR BI ca ncnscokec dass 143, 
| Hy-Ko Products Co. 


Cc 


Calbar Paint & Varnish Co. | 

Campbell Chain Co. | 
Capitol Mfg. & Supply Co. International Salt Co. 
Chair Loc Co. ... ! Irwin Auger Bit Co. 
Champion Brass Mfg. Co. ....... 

Chapin Mfg. Works, Inc., R. E... 

Chemtor Products Co. | 

Chicago Spring Hinge Co. ..... 

Clemson Brothers, Inc. | Jabsco Pump Co. 


Cleveland Twist Drill Co. | Jackson & Son Co., Themes 


Clinton Engines Corp. ... _ Jones & Laughlin Steel Corp. 
Columbia Drill Co., Div. of 
United Greenfield Corp. 


Columbia Wax Works 

Columbian Vise & Mfg. Co. ...... 165 

Connecticut Valley Mfg. Co. .... 180 

Coughlan Co., G. N. ._....... 128-129 | KYP Co., 

Crescent Tool Co. ............... 65 | Kester Solder Co. 

Cross & Co., W. W. 117| Klein & Sons, Methias ... 
_Knaepe & Vogt Mfg. Co. 
| Kromex Corp. 





Dayton Bait Co. 
Dazey Corp. | 
Landers, nee & Clark sgt Lamson & Sessions Co. 
Delta Power Too! Div. Lancaster Engineering Co. 
Rockwell Mfg. Co. ............. 68 | Landers Frary & Clark 
Diamond ag Bolt Co., Inc.. 27 | Dazey 
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National Hardware Corp. 
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Regina Corp. . 
Repub’ic Steel Corp. 
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| Western Auto Supply Co. 
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“‘Everything’s been rosy for Sellwell, since 
he started suggesting “Scorcn” Brand 
Masking Tape with every paint sale.” 
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From the makers of DURO Plastic Aluminum another 


GREAT NEW PRODUCT, GREAT NEW PACK 

















































WOODHILL CHEMICAL CO. 
1390 E. 34th Street © Cleveland 14, Ohio 
“Originators and World's Largest Mfrs. of Plastic Aluminum” 























Ask your jobber for details or write to 
ARROW FASTENER CO., INC. 
1 Junius 


St., Bklyn., N. Y. 





Big Free Goods Deal! & 


PLAST! 


¢ 2° 


aluminum we = 


SEE YOUR 
JOBBER 


=} OR WRITE 


agic 
IRON CEMENT CO INC 
5477 BOWER AVE... CLEVELAND 27. 0 
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STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 
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_ "Am Easy Sale Every Time” 
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Ask Your Jobber. Or Write 


TEC IMPORTS 
153001-03 Califa 
Van Nuys, Colifernia 
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CHAIR-LOC 


} 
Amazing New Liquid S$-W-E-L-L-S Wood 


® Penetrates wood fibre—moakes them e-x-p-a-n-d 
permanently. 
® Quickest and easiest way to fix loose chair rungs, 
legs, handles, dowels, dove-tails, etc. 
A Fast-Selling Impulse item 


Write for Free Samples and Literature 


CHAIR-LOC CO., Lakehurst 3, N. J. 
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$1.60 


WHAT’S NEW? 


Turn to pages 141-142 of this issue. The Quick 
Check Card properly filled out will bring you 
quickly the details on new products that interest you. 


IT’S QUICK—IT’S FREE 


ST13S NOVEIDIOUS—IDIANIS 413S—STIZS NOVEITIOUS 




















AMERICA'S MOST ADVANCED 
Level Line 1919 
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MPIRE LEVEL 


926 West Potter M, 


OOD RETAILERS STOCK THEM! 
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Bakelite Furniture Rest 














UBBER CUSHION GLIDES 


ROBERT E. MILLER & CO., INC.., 
35 Pearl St.. New York 4, N. Y. 
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Bakelite Caster Cup 


Set of 4 ina 
3-color Box, 


” (2 Boxes in 





5 Carton. 
Ss r 1/2", ve". 
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16", 1%”, 1%". 
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HARDWARE AGE, OCTOBER 23, 1956 
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MACHINE BOLTS 
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CARRIAGE BOLTS 
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FINISHED 


‘| BETTER BUY NATIONAL | 


“NAT” STANDS OUT 


for one-source buying 


Want to reduce your fastener handling and ordering problems? 
Switch to one-source buying. National stands out as your most logical single source 
because: 1. It’s the complete line. 2. Packaging is uniform, colorful, with buy appeal. 
3. Color-coded labeling makes stock handling easier. 4. Quality is unsurpassed, 
assures constant customer satisfaction. 

Standardize on National and eliminate costly prob- 
lems of multiple-source buying and handling. Sell 
National, and you'll be selling the complete quality 

line—the one that stands out. 


Ask Your Distributor... He Knows 


~ THE NATIONAL SCREW & MFG. COMPANY | 
CLEVELAND 4, OHIO 


r mass Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





FALL PROMOTION 


RANGE PERKS 
(AL PRICES 


These feature-packed 

percolators will make sales history 

during this fast-moving 4-month promotion. Make 
no mistake... this is genuine MIRRO first-quality 
merchandise. Stock NOW; for 

sensational selling ee September 

through December 


4-cup Regular $2.95 Retail 


NOW ONLY *2.59 


E491M 4-cup 4 only per carton 


& 
6-cup Regular $3.50 Retail 
NOW ONLY *2.98 


E49144M 6-cup 4 only per carton 


& 
8-cup Regular $3.75 Retail 


NOW ONLY *3.29 
E492M)=—s«éB-cup)=—ss« 4 only per carton j 
"WAL PROMOTIONAL PACKAGE 


Point of purchase banner in every carton, plus colorful 


promotional tag on 8-cup size. Special postcard also avail- 
able for mailings. 





BUY FROM 
YOUR 


Y get nec tor SNOW f MIRRO 


JOBBER! 


see YOUR MIRRO JOBBER for top values in MIRRO Snow Shovels and Snow Pushers. THE FINEST ALUMINUM 





